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CLOTHES DRYER CORD 


A cord especialiy designed for replacement 
Three 50 ft connected 


SASH CORD 
BRAIDED MASON'S LINE 


f+ and 100 f1 hanks individually A good all yeor round seller, Extra strong, 
© polyethylene bogs 1200 11. and non-kinking, non-raveling. Mason's Line, Chatk vse on clothes dryers 
packaged in dispensing disploy honks make flexible sale unit 


A auolity cord priced to sell in volume Con 
nected 50 
packaged | 

2400 tt coils Line, Awning Cord, etc 


carton 
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BIG BALL 
TWINE ASSORTMENT 


This is one of many King Cotton Assortments 
variety of twine with no 
Balls ore 25¢ sellers 


CHALK 


Gives you @ wide 
nventory problem 


NYLON MASON'S LINE 


100% NYLON, twisted or braided Excellent a 
4 ideal put 
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& 
? ~~ : Z 
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ba ‘ DRAPERY CORD and 
es 2 VENETIAN BLIND CORD 


CHALK LINE 
disploy pockaged Masons Line up for the home replacement market 
Tile- Setting display 


Top quality for Mason's Line, Chalk Line, Plumb Line, 

Leyout Line Pull Cord, Drapery Cord 100 ff spools in Handy coils cellophane wrapped 

A staple, year round seller disploy box Many other out-vups packaged, al! standard colors 
abe ge re FF. RL ph Pa e vy 


Furring- Out Line 


CLOTHESLINE a SNAP-SACKS 
; These SNAP-SACKS are made from heavy 
gauge polyethylene with an elastic Help 
top. Mason's Line, Butcher's Twine, 
jute, india 


The best grade that's priced to sell in volume 
Connected hanks individually pockoged in 
polyethylene bogs 4 Yourself 

Chotk Line, Wrapping Twine, 


ee _ Be sure to send for 
) our complete catalog. 


* %y 
; at lolfon 
CORDAGE* 
GRAHAM & CO. INC. 





JOHN H. 
105 DUANE STREET, NEW YORK 6&8, N.Y. 
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A DISCRIMINATING BUILDER... 


A discriminating builder is concerned with the quality 

of every product he uses, In automobiles, apparel 

and accessories he selects the finest. In building homes 

he uses the same discretion. 

That’s why discriminating builders everywhere are 
installing Kwikset’s “600” line locksets in the finer homes 
they build. They have found these handsome locksets 

offer dependable, trouble-free performance and are backed 
by Kwikset’s famous unconditional guarantee. 


Stock Kwikset’s “600” line locksets to fill the needs of 
discriminating builders. You'll find the profits are greater. 


KWIKSET SALES & SERVICE COMPANY, ANAHEIM, CALIFORNIA 





Builders get 

beauty, economy, 

and real sales appeal 
im your kitchens, with 


.. . washington, line 


Cabinet Hardware 


SPOTLIGHT» KNOBS FOR DOORS & DRAWERS As installed in this kitchen it gives luxury and 
convenience plus a warm appealing appearance 


Ease of installation saves building time and money. 

=<...” Hardware shown at left, plus a selection of 
semi-concealed inset hinges, rubber roller 

friction catches, sparkling Mirrorpullss and 


COMFORT GRIP@ PULLS FOR CABINETS other useful items round out the “Washington” 
Cabinet Hardware Line 





HINGES FOR FLUSH DOORS 

















—— Comp WASHINGTON, LINE 


Manufactured by Washington Steel Products, Inc 
Dept. AL-3, Tacoma 2, Washington 





CUPBOARD DOOR FRICTION CATCHES For a catalog on “Washington” Cabinet Hardware, and other building accessories, 
fill out the coupon and mail to the manufacturer. 


‘a 
==) To. Washington Steel Products, inc. 
; Ls Dept. Al-3, 1940 East | Ith Street, Tacoma 2, Washington 


Gentiemen: Please send me catalog information on the Washington Line 
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and BUILDING PRODUCTS merchandiser 


Since 1873 a Pioneer in Practical 
Merchandising for Building Material Dealers 


FEATURES 


How's Your Business 
Around the 


Dear Mr. President 
An open letter ft 


How to Run a Sale 
Pennsylvar 1 oeaier aive 
Caters to Stock Feeders Special Needs 


Specializes in ranch and fa 


Why They Like Steel Span hapa: 


Lower cost st gé spa pea 


Foolproof papety's Protection 
Safety de } par 


Fork Lift Doubles As Carrier 


Machine car 1? ry } 


OHI Works at the Dealer Level 


Dealers tie in with nat s| drive at , 


Displays 10 Model eromes Under One Roof 


Ohio firr jispla ) fi é yy 
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Stop Selling Short Lengths Short 
Merchandise shorts as a 1 lumber 


Stores Plywood on Edge 


! 
Storage rac piease customer ive ¢ 


Grosses $500,000 from Smal Contractors 


Penna. firm Tre é r ty 7 ke 


Dealer Pointers 
Three dealer live tic nat improve 


You oe Help the Costomer Before He can dong You 


Use f inancing 4 ry f 


DEPARTMENTS 


Newscast Lumber Prices 

News New Products 
Washington Report What's Your Answer 
Editorial Page New Equipment 
ADservice Sales Aids 
Manufacturer News New Literature 
Dealer News Classified Ads 
Wholesaler News What's New Coupon 
Lumber Market Advertisers’ Index 


AMERICAN MBERMA nd Building Products Merck jiser is 
pubsished | every other Mona is - } nicego 2, Ill, Other 
Vance Publications are H : nter provement, FOOD 
PACKER ena WOOL 





Flexible aluminum “wings’’ are climate 
compensating! No springs and screws to adjust! 


Applied to the jamb, the patented one-piece 

th @e A | u rr afl ex Alumafiex hugs the sash to provide a weathertight 
seal despite dimensional changes — 

to the weather, The Alumafiex 


keeps out drafts and 
dust while allowing 


. 
weatherstri : sires ene 
; and operation. 


... secret of superior 
performance 


removable 
® window units 


CRESTLINE'S superior quality dor ble-hung 
windows help clinch the sale! Both sash 
remove easily, yet are fully counte) 
balanced —a strong selling point to 


home owners! 


Only CresTuine has the 
famous Alumaflex weatherstrip 

the secret of smooth per 
formance and snug fit. Flat 
overhead balances requiring 
little headroom feature stain 
leas atee!| cables for smooth 
and noiseless operation, CREST 
LINE Removable window units 
come to you complete with 
weatherstripping and balances 
applied Nationally-adver 
tised CresTtine Removable 
Window Units will make pro 
fiis for you this year! See 
them nou 

CRESTLINE Removable 
window units 


Sea é ore available 
; “SF in 2, 4, 12-lite and 
rR 77, \ Y cottage styles, 
} j and go well 
s\ & : Th with picture 





windows 
“| 















































Release balance by setting : ne 
sash engager clip in jamb, then 
squeeze sash gently to left o 
and roll ovt = ~~ 
x a 
» ) 


- ; cs i See your distributor or write Dept. AL, Wausau, Wisconsin 
: ra: THE SILCREST COMPANY 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Urge easier money policy for veterans who want to buy homes. 


Alleged abuses in the GI home lo rogram got attention from a House 
veteran's affairs subcommittee in February. It urged the government to crack 
down on offenders. 

An easy money policy for vets who want to buy a house and elimination of the 

do ayment requirement was asked by the group. It also called for out- 
lawing or limiting of discounts or, if that won't work, the provision of more 
mortgage money for vets' homes through appropriations or use of funds in the VA 
insurance reserve. 

pieerali 210g of VA's direct loan-procedure was urged by the group and it went 
on record aS objecting to such tightening of credit terms as occurred last year, 
calling them "unwarranted" and in "violation of the purpose® of the law meant to 
help veterans buy homes on easy terms. 








The bloom isn't off the housing boom yet. 


ntract awards for housing, up in January over January '55, mean plenty of 
building activity this summer. Mortgage money seems easier, according to FHA. 
Resale prices of its insured mortgages rose in December, first time since autumn 
of ‘54. Many FHA offices say mortgage money is more readily available in 
early ‘56 than in the last months of '55. 

A higher level of business activity generally, for the year 1956 as a whole 
over 1955 is suggested by heavy order backlogs and indications of snending plans 
of business, consumers and government, according to the Federal fcserve Bank of 
Chicago. 

Home-building in Los Angeles hit near record levels the second week in 
February following end of the 90-day teamster-cement strike that had halted 
construction. And Chicago building roared along in January at a faster clip 
than in 1955. Permits for all types of construction in the five-county 
metropolitan area totaled $73.5 million compared to $43.3 million for January 
last year. Even home building started with a bang. The total of 2,533 home 
starts for January far outnumber the 1,90) new house starts in Jamiory '56. 

Buying pace was holding high for the average family, too. Family buying was 
up over 1955 in both dollar value and unit value. Department stores reporting 
to the Federal Reserve for the week ending February 4, reporte’ business topped 
the same period last yenr hv 5%. Even in Detroit, most affected by employment 
cutbacks, sales increased 3% for that week. 








New public housing bill would subsidize more than half the nation. 


Subsidized housing for low-income, middle-income groups, the elderly and 
farmers is provided in a bill introduced in the Senate. It incorporates 
recommendations of the National Housing Conference, often referred to as 4 left- 
wing, pro-public housing outfit. Going mich farther than earlier proposed birts, 
this one calls for, among other things: 


Construct ton of 200,000 new public housing units yearly for three years; 
provides that 10% be designed and set aside for elderly persons. 


pinect government loans in competition with private lending; bill would 

establish a national mortgage corp. with lending authority of $1 billion to 

make loans for middle-income housing. It would authorize Housing and Home 

Finance Agency to guarantee local bond issues up to $1 billion for local public 

works such as sewers, water and community facilities in connection with housing. 
Forty-year amortization of FHA mortgages is contained in the bill which also 

would change Fanny May back to a wholly-owned government corp. Farm housing 


would be stepped up by another $200 million annually with 10% of such housing set 
aside for elderly persons. (News continued on next page) 
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NEWS 


NRLDA Picks American Lumberman 
To Plan Store for 1956 Exposition 


A full-scale model store to be 
labeled the “Profit-maker Show- 
room” will be one of the top fea- 
tures of the third annual building 
products exposition, December 10- 
13, at the International Amphi- 
theatre in Chicago. The National 
Retail Lumber Dealers Associa- 
tion exposition committee has des- 
ignated American Lumberman to 
coordinate and supervise this fea- 
ture of the exposition. 


This magazine was selected be- 
cause of its experience in handling 
a model store at last year’s expo- 
sition in Cleveland and further 
experience in handling a similar 
store at seven state conventions 
this year. 


Dealers attending the exposition 
will see a 35 x 90’ showroom com- 
plete in every detail from flexible 
fixtures to the latest office equip- 
ment, The store will be fully 
stocked with products, many dis- 
played in effective new ways. 
About 50 manufacturers are ex- 
pected to participate in the store 
promotion. 


Blueprints Available 


Products will be merchandised 
within an ultra-modern showroom 
designed by James N. Lindenberg- 
er, American Lumberman’s archi- 
tectural consultant, who now is 
building and remodeling yards 
throughout the country. While the 
complete buildings will not be 
shown, the front will be construct- 
ed and proper signs will be in- 
stalled. Blueprints of this fine 
new design will be available for 
dealers wishing to duplicate it in 
their area 

Within the store, the emphasis 
will be on proper layout and fresh 
product display ideas. The plan- 
ning calls for a design which will 
merchandise counter items, re- 
pairs and remodeling and new 
construction. Everything will be 
custom-designed just for this in- 
dustry. All fixtures will be from 
American Lumberman designs. 


R. A. Schaub, NRLDA president, 
said that the model store “will 
make a dream I had, when we 
planned the first NRLDA exposi- 
tion, come true. We've always 
needed something like this. Every 
dealer should plan to see this out- 
standing feature of the exposi- 
tion.” 


Special committees of manufac- 
turers and leading dealers are be- 
ing appointed to work out final 


8 


details of the demonstration show- 
room. Planning will be essentially 
on the store for the exposition, but 
NRLDA feels both dealers and 
manufacturers will discover fun- 
damental display trends useful 
after the exposition is over. 

The title “Profit-maker Show- 
room” was selected for a reason. 
All displays within the store will 
be planned to give the products 
that pay a profit, space in propor- 
tion to the volume they create. As 
Phil Creden, exposition chairman 
commented, “this won't be a 
dream store, but a working show- 
room based on common sense. It 
will be a selling area to sell the 
products we can and should mer- 
chandise.” 


Loans For Small Business 


The Limited Loan Participation 
Plan is a new program of financial 
assistance tailored to meet needs of 
small business, particularly in the 
retail, wholesale and service trades. 
It makes loans available up to a 
maximum of $15,000 provided the 
bank takes at least 25% of the total 
amount of the loan and the interest 
rate is not to exceed 6%. Loans 
may be as long as five years. Local 
branches of the Small Business Ad- 
ministration will give complete de- 
tails to those interested. 


Organize J. A. Units 
To Fight Termites 


Termite Control Co., Indian- 
apolis, is planning to sponsor a 
Junior Achievement program in 
every county in which the 25-year- 
old firm operates. In order to 
reach the greatest number of 
prospects, they are looking to the 
retail lumber dealer in each com- 
munity for assistance. 

Three or four industrious stu- 
dents who expect to go to college 
will be chosen from high school 
ranks and set up in their own busi- 
ness. They will be thoroughly 
trained and supervised and have 
their own office. 

No investment is required and 
all equipment needed will be paid 
for out of income. Profits will be 
divided as in any business. In 
choosing the group for the pro- 
gram, there should be one young- 
ster interested in sales work, one 
interested in office routine and one 
who is not afraid of work. 

Write Termite Control Co. at 54 
W. 30th, Indianapolis 5, for details. 


FHA Aids Minority Groups 


Negroes and members of other 
minority groups shared heavily in 
the increased use of FHA aid to 
home buyers during 1955. On the 
basis of reports by administration 
personnel and business observers, 
FHA officials assert that a larger 
volume of new housing was made 
available for occupancy by minor- 
ity groups in 1955 than in any 
previous year. 


AMERICAN LUMBERMAN EDITOR ART HOOD, proudly displays the inlaid 
wood plaque presented him by the Northeastern Retail Lumbermen’'s Association 
at its recent New York convention. The plaque is inscribed: “In recognition of 
distinguished service to the lumber industry and the Northeastern Retail Lumber 


men’s Association 


editor, educator, executive, leader of thought and action for 


over 30 years. He has won our esteem and affection.” 
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WHAT WOULD YOUR OFFICE SAFE DO? 


Would it protect the accounts receiv- 
able, inventory records and other rec- 


> 
ords you need in business 


Or would it incinerate them make 
your firm one of the 43 out of 100 


that go out of business when records 


are lost in a fire? 


Hard to believe . . . but there’s a 


lumber yard fire every 4Y2 hours. 
One out of every 14 U.S. lumber 
yards has a fire each year. 

HERE'S A CLUE: 
A recent survey showed that only 3 out of 10 
lumber yard safes were actually ‘safe."’ 


Find out about your safe! Get this new Mosler booklet, 
FREE to lumber and building supply dealers! 


pec ial protection 


how to provide the 
and valuables need, many other 


L.> 

IT’S AN EYE-OPENER! Twenty-four 
pages packed solid with information 
suilding Supply tal subject 
offic e Ba ed on the experience 
largest builder of safes, plus official data 


with scores of lumber 


‘ ish 
This booklet is authenti 


every Lumber and 

dealer ought to know about hi of the world’s 
safe. Tells why hundreds of these 
are actually potential incinerators, how 
to tell if yours is one of them, which 


records should get “priority” protection 


afes 
and experience 
yard fires. Get your [ree copy, now and 
test your safe. Mail coupon right away! 


The Mosler Safe Company, Dept. AL-41 


320 Fifth Avenu, New York 1, N.Y 

I want to test my office safe. Please send me a 
® free copy of your new 24-page booklet, “What 

I About Office 


ver Lumber Dealer Should K now 
afes I understand there is no obligation 


NAMI POSITIO?D 


. 
iF IT'S MOSLER .. . IT'S SAFE COMPANY 


% Mosler Safe “7 | 
World’s Largest Builders of Safes and Bank Vaults bse 
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EFA iam Tools 


Another Hardware Retailer 
Boosts Stanley-Handyman 





Mr. Merle Betts, manager of Wolff, Kubly, Hirsig’s 
Main Store Tool Department is obviously pleased with 
the Stanley-Handyman matched tool merchandiser 
working for him and selling his customers in Madison, 
Wisconsin 


There is no better way we can emphasize the success 
of Stanley-Handyman as a concept and as a tool line 
than to quote in its entirety the following letter from 
a nationally known and respected hardware merchant 


We have found that, by separating the home owner's 
tool from those pur hased by the mechanic, our 
volume of sales to the “Do-it-Yourself” market has 
more than doubled 

Stanley's new Handyman merchandiser serves to 
make this separation and increased volume possible 
im our stores 
“We are particularly happy with its modern appearance 
and flexibility and also that it is designed to fit the 
standard fixtures recommended by the National Retail 
Hardware Association 

Stanley V. Kubly 
S. V. Kubly 


WHAT IT COSTS AND HOW TO ORDER 


HT! Unit (Island) complete, costs you $226.50; WTI 
Unit (Wall) complete, costs you $218.95. Both units 
include tools retailing at $268.50, and all display acces- 
sories. It's complete ready to work! 


aes STANLEY 
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Added Room Most Wanted 
Home Improvement Project 


The universal demand for larger 
new homes is duplicated in home 
improvement jobs, according to a 
recent survey of building materials 
dealers. American Lumberman 
queried dealers in all parts of the 
country for data on the best sell- 
ing projects in OHI. 

Adding a room is No. 1 in sales 
of home improvement jobs accord- 
ing to the dealers queried. Increas- 
ing the size of the existing home is 
the remodeling project most wanted 
by the majority of homeowners. 

Tied for second place in import- 
ance in dealer sales are garages and 
combination storm doors and win- 
dows. In some areas reporting deal- 
ers give a high rating also to en- 
closing porches, a job that many 
consider is just another way of add- 
ing more room to a home. 

The greatest number of extra 
room jobs are being sold in the east 
and northeastern part of the coun- 
try, followed closely by sales in the 
midwest according to reporting 
dealers. Insulation jobs are good sel- 
lers in the midwest also. Built-ins, 
not so popular in all parts of the 
country, are important jobs. in the 
east and northeast. 

One of the best selling items in 
the south and southeastern part of 
the country is a new roof. A num- 
ber of dealers queried in that area 
list new siding also. Southern and 
southwestern dealers rate bath- 
rooms as a major selling unit in 
home remodeling, while midwestern 
dealers sell more kitchen jobs than 
bathrooms 

One dealer reports his best sell- 
ing item is sun porches, another lists 
porch railings and a third says his 
number one item is rathskellers 


VA Issues Booklet For 
Veteran Homeowners 


“Pointers for the Veteran Home 
owner” is a booklet designed to help 
veterans avoid some of the pitfalls 
of homeownership. 

The 22-page pamphlet covers the 
veteran’s obligations under terms of 
the GI mortgages, gives data on 
protecting his investment and ad- 
vice on what to do if he is recalled 
to active military service. It 
stresses the importance of regular 
payments, offers advice to those 
having trouble making payments 
and warns against sharp real estate 
practices. 

A copy of the guide will be sent 
to each veteran closing a GI home 
loan in the future. Those who have 
already received GI loans may ob 
tain copies by writing their nearest 
VA regional office. GI mortgage 
lenders may obtain a supply of the 
pamphlets from VA regional offices 
for distribution 
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Dodge Contract Awards 


Set New January Records Electric 
F. W. Dodge Corp. reports of con- 6, TA N i ra Y 

tract awards for future construc- | 
tion in 37 eastern states set a new 
high record for January at $1,858,- 
288,000, 25% over the previous 
January record set last year. 

Awards for residential building 
totaled $694.392 million, reversing 
a declining tendency late in 1955 
and rising to a new record high, 
3% above the record set in January 
’55. This is the fourth successive 
year in which new January residen- 
tial records have been set. 

Totals of awards for non-residen- 
tial building also set a new record 
of $66.275 million, 17% ahead of 
January, 1955. The increase was ac- 
counted for by rises in contracts for 
mnufacturing buildings, schools 
and institutional buildings. Other 
non-residential categories reported 
declines. 


Building Hits New 
Highs for January 


Construction set a new high 
level for January, according to a 
joint report by the Departments of 
Commerce and Labor. The total, 
$2.850 million worth of construc- 
tion, was 1% over January, 1955, 
the previous high, but 10% under > 
December. The bh Id 

Seasonally adjusted, the new Ul er saves money 
construction outlay was at an an a 
nual rate of $41'% billion, com 
pared to actual year-long construc- with a shop he can carry 
tion spending of $42.3 billion in 
1955. 

A 12% decline in private con 


struction from December was due ; 
to a more-than-seasonal drop in And the Stanley H63 Builders Kit is a shop any carpenter 


residential building. Housing con- can carry to the job . to job after job, where these 
struction, down 12% from Decem Stanley builders tools make his door hanging faster, easier 
ber, was still 3% above January, and better. Put this compact case of builders equipment 
1955. Factory and other industrial before your carpenter customers let them see what’s 
building continued the uptrend ct £ 
in it for them. 
that has been going for more than 
a year and set a new high record 
for any month—$228 million. 
Offices, stores and other commer- 
cial structure building dropped 7% 
from December but also was at a 
new January high—$249 million 
about one-third over expenditures 
of January a year ago 





Fit doors perfectly with new Hang doors perfectly on 
16” Jointer Plane. Wide spiral hinges mortised for door 

: i and 
Movies You Can Use cutter and long shoe permit jamb with template and 
planing of doors up to 20” —_— router. Template fits doors up 
thick. Uses same motor that to 2” thick for 2 or 3 hinges 
powers router at 22,000 rpm 


Are you looking for sales training 
films, product films or public relations 
films tied to your business? 

American Lumberman has just pub- 
lished an eight-page alphabetical list 
ing of over 125 valuable films in all 


these categories. It describes the avail Ask your wholesaler about Stanley 

able films and tells you how to get Kits, or for full details, 

them. “Movies You Can Use” sells for Stanley Electric Tools, 123 STA N L - VY 
50¢. Write for your copy today. The | Street, New Britain, Conn. . 
address: American Lumberman, 139 : 

N. Clark Street, Chicago 2, III. 
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fast, easy-boring 
electric-drill bits 


by Greenlee 


Specially designed for use in 

portable electric drills, 

these new GREENLEE 

tools meet the big need 

for bits that will bore accurately 

and stand up under today’s faster 
building methods. All around you 
there's a mighty big market for Greener 
Eleceric-Drill Bits — professional car- 
penters, construction workers, farmers, 
home craftsmen, And when you sell 
GReENLER you know you're selling 

sure satisfaction. For these new 

bits are of highest quality com- 
pletely heat-treated for extra strength 
shanks accurately machined 

for precise alignment of the 

tool fine-quality steel. To get 

your share of the new electric-drill bit 
market, get Greenver. Sce your 
wholesaler or write us for 

complete facts. 


> 
GREENLEE 


GREENLEE TOOL CO. 
2263 - 12th St., Rockford, Illinois 
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New GREENLEE line of 
electric-drill bits includes 
Nos, 56-PT and 53-PT 
Solid-Center Electric- 
Orill Bits, No. 64-PT Ship- 
Avger Electric-Drill Bi, 
ond No. 26-PT Singie- 
Twist Electric-Drill Bit... 
all in wide size ranges. 





Allied and J-M Eye 
Gypsum Industry 


Newest prospective entrant in 
the gypsum field is Johns-Man- 
ville Corp. J-M announced last 
month that it had signed an op- 
tion on a gypsum deposit in south- 
ern Nevada and is considering en- 
tering that field. 

“Should the company enter the 
gypsum business, such products 
as gypsum board, plaster lath and 
plaster, and gypsum sheathing 
would substantially augment the 
present line of Johns-Manville 
building materials,” Leslie M. 
Cassidy, chairman, said in explain- 
ing the move. In addition to the 
option in Nevada, J-M’s explora- 
tion department is also examining 
additional gypsum deposits in 
other parts of the country, Cassidy 
added. 


The Johns-Manville announce- 
ment followed by just a week the 
acquisition of Newark Plaster Co. 
by Allied Chemical & Dye Corp. 
Newark is a producer of gypsum 
wallboard, lath, sheathing and 
plaster, and trade circles felt that 
it might be just the first move by 
Allied in a campaign to enter the 
gypsum industry in a big way. 
The huge chemical company is 
already in the building materials 
field with its Barrett division, 
which produces roofing, road mate- 
rials and coal tar chemicals. 


House Banking Group 
Urges Easier Credit 


Easing of mortgage credit curbs 
was urged last month by a House 
Banking subcommittee. The group, 
headed by Rep. Rains of Alabama, 
declared it feels this is the time 
for firm action to avoid a home 
building slump that could adverse- 
ly affect the entire economy. 

Calling for prompt relaxation of 
mortgage credit, the subcommittee 
urged revoking GI down payment 
restrictions so veterans could buy 
homes with no down payment as 
was possible before the 2% re- 
quirement went into effect last 
July 30. 

Commenting that the mortgage 
credit shortage might be so severe 
that easing credit wouldn’t be 
enough to halt a threatened home 
building slump, the lawmakers also 
asked some form of direct support 
for the housing industry. 

It recommended that Congress 
study the possibility of allowing 
big pension funds to invest in 
mortgages underwritten by VA 
and FHA. It also suggested that 
FNMA set up a standby program 
under which it would issue ad- 
vance commitments to builders 
and mortgage companies, which it 
does not do under present laws. 
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new WARE 


weatherstripped AWNING WINDOW 


Ma COMPETITIVE IN PRICE ST TOPS IN PERFORMANCE 


Here’s the aluminum awning window you've 
been waiting for—competitively priced for 
small-budget housing, yet precision-made by 
a quality manufacturer, with all the plus 
features your customers want. 


% Completely weatherstripped by premium vinyl 


locked in extruded channel, unexposed to weather 


* Wide overlap of weathering members. Minimum out 
side at jambs 5/16". Jamb-operated 


* Easy-to-clean ventilators have equal height and drop 
ae Engineered for simple, speedy installation 
% Chemically cleaned, etched and lacquered at the factory 


* Quality-Approved by the Aluminum Window Manu 


facturers Association 














oe 
You’re assured of dependable delivery, too, 


through regional warehouses Learn how you can profit /rom this new War 
P =. 8 vindou and from the fu Ware @ thal meet 
in Houston, Atlanta, Chicago, and Newark. Hl 


your need You get top me handisaing and 


idvertising upport, too Vail coupon today. 


Aominan OO OR R t Wudowe 1 Ware Laboratories, Inc., Dept. AL-3 
i iami, Florida 


3700 N.W. 25th St., Miami, 


lease send me complete details on the new 
“ ire iwning window your complete bine 


Provected Casement 





Ware Laboratories, inc., 3700 N.W. 25th St., Miami, Florida Street 


j City and Stats 


Ww 
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Redwood 
is our 
a 


. as it has been for over 90 
years! All Hobbs Wall Redwood 
is handled with great care from 
milling through shipping. It's 
your best buy size for size, 


grade for grade. 


Ask your Wholesaler or 


Commission Man 


HOBBS WALL 
LUMBER CO. 


mu ao 


405 Montgomery St., Son Francisco (6 


GArtield 1.7752 « Teletype SF-761 % 
S ¥) 


7 Ose 
Hobbs Wall ws I ve Distribucor for 
WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 
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How’s YOUR Business 





Optimistic Outlook 


So far this year business is bet- 
ter than it was in 1955. There are 
several reasons for this: better 
weather conditions; loans are more 
plentiful and easier to obtain; sal- 
aries and wages are up; opening of 
new subdivisions plus the desire of 
homeowners to improve their pres- 
ent homes. 


That doesn’t mean that we don’t 
have problems. We are short of 
sheetrock and insulating board, also 
storage and warehousing space. We 
intend to build additional sheds. 


We plan to push home improve- 
ments this year with special em- 
phasis on added rooms, recreation 
rooms and porch enclosures, In or- 
der to get this additional business, 
we plan to do more newspaper, radio 
and direct mail advertising.—J. B. 
Van Landingham, Van Landingham 
Lumber Co., Starkville, Miss. 


Business Up 5.8% 


Because we anticipated our re- 
quirements, we're not hurting from 
materials shortages although gyp- 
sum wallboards, asphalt sheathing, 
hardboards and ceiling tile have 
been a little slow 


Overall our business was up 5.8% 
for the early part of this year. We 
have had better building weather 
and consequently we have been fin 
ishing up a number of jobs we 
started late in 1955. We also started 
a few more new jobs than usual in 
January. 


Our major problem is the _ in- 
creased cost of handling materials. 
The big question is whether to in- 
crease the percentage of markup to 
cover increased labor 


We plan to promote a full line of 
home improvement packages, also a 
packaged home through our affiliate. 
In addition to more newspaper, ra- 
dio and direct mail advertising, we 
are considering adding another 
outside salesman 


In this area, the outlook for resi- 
dential construction is good if 
mortgage money is available. 
C, W. Peak, Jr., president, Peak 
Hightower Lumber & Supply Co. 
Cedartown, Ga. 


Slow Start in "56 


Our business for this January is 
definitely off. We have had a terrific 
advertising program which has 
brought in new business; although 
we have more customers, the amount 
of the individual sales is less. Peo- 


Var 


ple seem to be buying only what 
they need, with no add-ons. 

Other businessmen in our area 
agree that we are getting off to a 
slow start on what should be a good 
year. 

The only pinch on materials is in 
plasterboard products. 

Most of our package sales are in 
basement recreation rooms with at- 
tic rooms running second. We are 
planning to cut back a bit on our 
heavy newspaper advertising. How- 
ever, we are arranging so five of our 
salesmen spend at least one day per 
week outside of the yard calling on 
customers and prospects. — Harold 
Ash, Jr., vice-president and general 
manager, Queenshorough Lumber 
Co., Bayside, N. Y. 


Expansion Plans 


Comparing January, 1956, with 
the same month a year ago, our 
business is slightly off. This is due 
to a local condition—the closing of 
our main textile mill. If the mill 
hadn’t closed, our volume would be 
well ahead of the same period last 
year. 

There are no materials shortages 
in our area. 

As part of our overall program to 
increase sales, we recently remod- 
eled our showroom and we are plan- 
ning further expansion. 

Also to help boost sales, we have 
a land-development program. We 
are working with contractors in sell- 
ing package homes. We are adver- 
tising in newspapers, over a new 
radio station and we're sending 
copies of a home improvement book- 
let to our mailing lists. R. A. 
Morrell, vice-president, Brunswick 
(Me.) Coal and Lumber Co. 


Business Slower 


Our business for January is not 
as good as last vear because more 
than half of our business days have 
also been bad weather days 

We anticipated our needs on 
plasterboard and ordered ahead. We 
find it takes longer than usual to 
get shipments on insulation mate- 
rials, including insulation board and 
on glass especially insulating 
glass. 

To increase our sales, we are ad- 
vertising in the local newspaper and 
stepping up our program of per- 
sonal contacts. We have one full 
time and one part-time outside 
salesman. Ray W. Beland, man 
ager, N. J. Gendron Lumber Co., 


Portamouth, N.H. 
(continued on page 16) 
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J an YY > 
* Guaranteed by™ 
Good Housekeeping 
* ow», . 


At eovsenat® we 


ADIUSTARLE tere 


CUT YOUR INVENTORY...BOOST YOUR PROFITS with Wepco Awnings 
Stock only three sizes! Thanks to the amazing adjustable feature, 

they slide in or out... quickly, easily...to fit every window. So easy 

to install. SELL AMERICA’S MOST BEAUTIFUL AWNINGS... 

lovely, modern design in white with contrasting =. 
trim.,.custom-quality, lifetime aluminum slats...specially = 
designed for maximum ventilation...minimum glare. ~ 


| 
Retails as low as | 


15°° 
Matching door canopy also available 


ae 


KANGAROO aluminum DUO.MATICaluminum DUO. DOR aluminum 
combination door. ..only combination window parry om re 
tails for . any 

self ck, self-storir 
Ceer WHA Ks own p-47OCh, © ring standard size. Slightly 


storage compartment retails for 15.95 up higher in some areas 


SOLD EXCLUSIVELY THRO AR 


CORTE Eee 


Write for full details  p the weather-proot C0. 1407 E. 40th St. + Cleveland 3, Ohio 


Warehouses in St. Paul, Minn.; Kansas City, Mo.; Rock Isiand, Ill, indianapolis, ind Detroit, Mich.; Camden, N. J.. Cleveland, Ohio 





There’s more profit for 
you ...with lumber 


like this 








This lumber, treated with “Lignasan” This untreated lumber shows the effect 


remained clean and bright. of attack by bive-stain fungus. 


For Clean, Bright Lumber...Specify 
Stock Treated with Du Pont 


or MELSAN 


for stain control for stain and mold 


YOU PROFIT when you handle lumber that’s clean and bright. 
You get a better price for it, there’s no downgrading, and no 
wastage because of trimming. 

When lumber is cut, it’s subject to blue-stain and mold attack ... 
the mills you buy from can prevent this damage, even under diffi- 
cult seasoning conditions, by treating with Du Pont “Lignasan”’ 
or “‘Melsan.”’ 

So, to eliminate rejects, and downgrading caused by blue stain 
and mold, to speed up selection and customer good will, always 
specify lumber treated with “‘Lignasan” or ‘‘Melsan.”’ 





Modernizing Yard 


Our sales are slightly better this 
January than they were for the 
same month last year. Housing 
starts, however, have been less be- 
cause of the amount of frost in the 
ground. We haven’t been bothered 
by material shortages. 

To help cut costs, we recently 
purchased a fork lift truck; we are 
now in the process of revamping our 
yard in order to get the greatest 
benefits from the truck. 

To increase our sales, we are add- 
ing one outside salesman to our 
staff. We are also pushing package 
sales of kitchens. We’re advertising 
in newspapers, radio and with a 
direct-mail home improvement mag 
azine. 

One of our main problems is 
working with contractors in selling 
package remodeling jobs; it’s tough 
to convince them of the benefits of 
the program, but we are making 
headway.—M. E. E. Ashley, presi- 
dent, M. F. Ashley & Co., Attleboro, 
Mass. 


Kitchen Promotion 


Our sales volume so far this year 
is about the same as for last year 

We just finished a new showroom 
which we expect will help increase 
our sales. We are concentrating on 
selling kitchen packages and this 
has definitely increased our volume 
in this department. We are plan- 
ning on more newspaper advertising 
and promotion of more package 
sales later on.—-Bill Beach, assistant 
secretary, Lampson Lumber Co., 
Inc., New Haven, Conn. 


Budget Plan 


Our business for this January is 
better than it was a year ago. This 
is because of several factors: in- 
creased business from do-it-yourself 
customers; completion of homes 
started in the fall; more sales for 
repairs and remodeling projects; 
and our program of selling Lu-Re- 
Co homes. 

Materials in short supply are 
plasterboard and insulating glass 
windows. We have large back- 
orders for both materials. 

To increase our sales, we are de- 
veloping a rotating budget plan 
system for sales to consumers. We 
have had good volume in sales of 
packaged garage doors, garages, 
kitchens, paved driveways (supplied 
by a friend whom we work with 
closely) and Lu-Re-Co houses. 

We have been promoting package 
sales for more than a year and it has 
worked out beautifully for us. 
We’re planning more advertising 
and promotion to help us tap more 
of the excellent potential in our 
area.—Floyd Jackson, owner, Jack- 
son Lumber Co., Denville, N. J. 
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55-E 


Wallhider Brush Wallhider 
Kits each contain brushes priced 
ing a 4” Wall to sell NOW 
hider and 244" 1 doz. 4 
Trimmer Wall brushes 
in a colorful 
display box 


Your choice of 3 assortments: Pittsburgh 
synthetic, Tynex Nylon or Pure Bristle. 
Sturdy wire rack displays 3-1/12 doz. 1” to 
4° brushes, each Saran wrapped and 
mounted on card 











Dausets 


Spey ny Bw Pittsburgh 
LONG-LASTINg 


Contains only brushes with 

proven “consumer de- 

mand." Heavy wire con- ad YOUR BEST buy! 
struction-stands anywhere 

in store. Size, possible jobs, 

brush care, printed on all 

brush jackets. Available in 

56-A pure-bristle or Pittsburgh 

Synthetic. 





Low Price Flat Varnish brushes for quick 
sales. 6 doz. assorted 1”, 154” and 2” 





Each SELLING display 
contains 45 brushes! 


6—4” wall, ceiling, floor 
brushes. 7—3" door, base- 
board brushes, 8&—1'4" sash 
brushes. 8—2'4" furniture 
brushes. 8—2" moulding, 
radiator brushes. 8—1',4” 
small area brushes. 


ren ite. ope Wal et FREE DISPLAYS TO HELP YOU 
reelgonete SELL PITTSBURGH BRUSHES 


These colorful modern displays will stop customers and attract more 
sales! Order the assortments that sell best for you, the displays come free as a 


Pure Bristle... popular Wall brushes move 





sales booster! With Pittsburgh you know you're selling the best line 


Every type and style: pure hogs’ bristle; 100°) texturized synthetic bristle; 
Tynex® nylon; or scientifically blended mixtures of hogs’ bristle and 
synthetic. Ali made in the world’s leading brushmaking plant, by experienced, 

expert brushmakers! Continue to sell Pittsburgh Brushes, they’re the best. 


Mail coupon for complete details! 


PITTSBURGH 


Perfect applicator for Bondex ®, 
fast selling coating brushes, e 
Sian 2h BRUSHES 


56-55-3 BRUSHES © PAINTS © GLASS © CHEMICALS © PLASTICN + fFinGR GLASS 


Hand Wire PITTSBURGH PLATE GLASS COMPANY 


Scratch...2 
dozen sturdy IN CANADA, CANADIAN PITTSBURGH INDUSTRIES LIMITED 
wire brushes 
with shoe 
handle grip. PITTSBURGH PLATE 
GLASS COMPANY Name 
Brush Div., Dept. C-03 
3221 Frederick Avenue F 
Baltimore 29, Maryland —_ 








Gentlemen: Please rush 56-8 Address 

me more information 

about FREE brush dis- 56-G - 

plays I have checked Cit} Zone...- State --.-+. 


ce ee ee ee ee ee ee ee 
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IT’S NEW...1T’S DIFFERENT...1T’S SURE TO MOVE MERCHANDISE 


The Moe Light Ap 


A NATIONAL 


ey 4 


™ % 


Here j the Special 
Inspiration Lighting 

Sale 
‘ v4 


SALE PRICE $23 95° 


SALE PRICE $19 75 
SALE PRICE $23 94 


ee A 95 
* $439 SALE PRICE 438 95° 


Special sale offe enpires May 15, 19646 


Don’t wait a minute. Contact your Moe Ligh 
Distributor right Get the facts—Orde 
these sale-featured fixtures today 


now 


THOMAS INDUSTRIES INC. 


Executive Offices —410 S$. 3rd S1., Louisville 2, Ky 


Circle No. 10 on coupon, page 128, 


Take full ad- 


ril Profit Shower! 


PROMOTION OF 4 OUTSTANDINGLY 
POPULAR MOE LIGHT FIXTURES AT 
SPECIAL SALE PRICES! 


pull-downs ~ 
to dramatize 
you... 


and your home 


Wheth 

. ether building or remodeling, add Matt 

“e erin 
uly with Inspiration Lighting by M. ‘ 

Take advantay ttc 


jality 


ng pric Special prices to 

MR. & MRS. HOMEMAKER 
—sure to stimulate 
immediate sales for you. 
Special prices to 

YOU, MR. DEALER 

—sure to bring full profit 
on every sale you make. 


hint ire | ‘ ap 2 ap 
ili rated alx ©, atc; 
FBP phone w stern U 
estern Union b 
ask for OP} RATOR 25 rape st 
nearest dealer or cont ~ a 


ntact y 
rical, Hardwar, 





f 
‘Or Nar 


your 
our nearby 


y Elec 


r Buik J 
‘ding Supply dealer 


T 
HOMAS INDUSTRIES INC. 


Originators of 
gat Mspiration-Lighting 
Executive Offices 
ww htO S$. Seg 
aa &., 
eneda, \401 the Qveenmway, Toronto noon ha 
THOmaS IMOUSTINES Produc 
ine te 
Sehting ... Spreyn pain roving stray wade 6 oe 
‘ont pe 


vantage of the re-modeling and new-construction 
trend that’s sweeping the country—Get your 
share of this Mok Licut Profit-Shower Promotion! 


t 
r 


Originators of 
Inspiration-Lighting 


DIVIiSton 


in Canada: The Queensway, Toronto 14, Ontario, Canada. 
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“EVERYTHING HINGES ON HACER!’ 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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WASHINGTON 


Home Building Down . . . Industrial Building at All- 
Time High .. . Employment Hits New Peak in January 


Private home building, according 
to Federal reports, declined by 121% 
percent in January. This is slightly 
more than the expected seasonal de- 
cline. A joint report issued by the 
Commerce and the Labor Depart- 
ments indicated that the total of new 
construction in January reached the 
value of $2.85 billion. Industrial 
building continued its upward trend 
and reached an all-time January 
record of $228 million 


If the seasonally adjusted Jan 
uary level is maintained during the 
year, the 1956 conatruction total 
will reach $41.5 billion, compared 
with the record expenditure of $42.8 
billion in 1955, Public construction 
expenditures in January showed the 


normal seasonal decline of 6% 


* * * 


A House Banking subcommittee, 
of which Rep. Albert Rains of Ala 
bama is chairman, has urged a re 
laxing of home-buying credit. The 
subcommittee report predicted a 
rather bad slump in home building 
unless curbs imposed last July are 
lifted and other credit checks are 
relaxed, Applications for FHA in 
surance on small home mortgages 
last November, the subcommittee 
reported, were 40% lower than in 
November of '54 and VA home ap 
praisal requests declined by 36% 


* ” 


“Unless mortgage conditions shou 
an unexpected rapid improvement,” 
the report continued, “a sharp de 
cline in housing starts and real es 
tate activity is indicated in the early 
months of 1956; and such a decline 
could have a serious effect not only 
on the home building industry but 
on the entire economy.” 


J 7 


The subcommittee took a hard 
swing at mortgage discounts 
charged by some commercial lend 
ers. This practice of making loans 


20 


at a discount often penalizes the 
borrower an excessive amount of 
the face of his loan. In some in 
which the subcommittee 
called “horror cases,” the discount 
has been as much as 10% This 
would mean the borrower would 
sign a note, say, for $10,000; pay 
interest on the entire sum and be 
required to repay the total princi- 
pal, but would receive only $9,000 in 
actual cash. 


stances, 


* . * 


Fanny May entered the market 
for the first time February 7 to get 
funds for financing her Secondary 
Market operations. Fanny offered 
some $100 million of nine-month 
debentures, bearing 3% interest 
Proceeds of the sale are to be used 
for two purposes; first, to repay 
Federal Treasury borrowings used 
for these operations and, second, to 
get more money into the cash draw- 
er to provide the needed liquidity 
for home mortgage investments, by 
purchasing existing home _ mort- 
Gages 

+ . 


Fanny's preferred stock of $93 
million was issued to, and is held 
by, the Secretary of the Treasury, 
who is authorized under certain 
conditions to hold as much as $1 
billion of the agency’s obligations 
Mortgage sellers are required to 
subscribe to common stock equal to 
3% of the mortgages sold to the 
FNMA. In late January the com- 
mon stock issue amounted to $3 
million 

a. 7. ” 


FNMA borrowings are limited to 
ten times the association's total 
capitalization and surplus. When all 
preferred stock has been 
the Secondary Market operations 
will qualify to become privately 
owned by the then holdera of the 
FNMA common stock. FNMA re 
ported that within a brief time 
one or two days—the debenture of- 
fering had been enormously over 
subscribed and president Stanley 
Baughman said preliminary reports 
indicated the allotments would he 
about 17% 


retired, 


Varch 


Much has been said about the ad 
vance in the minimum wage rate 
under the wage-hour law, from 75 
cents to $1 per hour, effective March 
1. While the majority of retail lum- 
ber dealers are exempt, this exemp- 
tion is determined by the sales pat- 
tern of the dealer; and the National 
Retail Lumber Dealers Association 
points out that the question of ex- 
emption is essentially a legal prob- 
lem and a mistaken guess can be 
quite costly. The association urges 
that in borderline cases dealers re- 
appraise their position in consulta- 
tion with legal counsel 


7 2 2 


Some time ago NRLDA issued a 
“Status Booklet’ containing an 
analysis of Retail and Service Es- 
tablishment and Related Eaemp- 
tions. A dealer probably can get a 
copy from his Federated Associa- 
tion. The NRLDA, Ring Building, 
Washington 6, D. C., has a limited 
Better try 
your local first. The 
Department of Labor is opening 25 
new field offices as part of a stepped- 
up plan of enforcing the new mini- 
mum wage rate (AL February 20). 


number of copies left. 
association 


a -_.  = 


Government figures show a new 
high in employment for January, 
despite larger than normal layoffs 
in the automobile and soft-goods 
industries. Federal figures indicate 
the number of employed in January 
as 62.9 million; a seasonal decline 
of 1.3 million from December, '55, 
but 2.7 million above January, 1955 
and 1.9 million in excess of the 
previous January high, reached in 
1953. Business failures have been 
increasing. The ratio is still low 
compared with prewar figures; but 
some Washington economists, pri 
vate as well as Federal, are worried 
by its steady rise. Does this fore- 
cast a turn in the tide of business? 
Most of the specialists think it 
probably does not; but suggest 
business men watch those failure 
figures sharply. 


4, R. Y. Kerr 
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Going up everywhere: new Alsynite 
patios...and dealer profits, too! 
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¥ oe 
Pt gee ei 
eS q . 3 
or) 


© 


OO et, 


NEW ALSYNITE translucent fiberglas panels NEW CHEMIGLAZED Alsynite gives longer YOUR CUSTOMERS will be pre-sold on 
offer exclusive Filtron 25 for heat-block- wear, greater color stability. Exciting new Alsynite through powerful national ads 


ing in both corrugated and Steplap. color tones for 56, too 


Discover how the new 
1956 Alsynite package 
can lead the way to 
greater sales for you— 
send this coupon today! 


Effective new sales aids coming up! 


ALSYNITE COMPANY OF AMERICA 
Dept. C-13, San Diego 9, Calif. 1 
Rush full details on new 16 Dealer Sales Package a 

NAME f 
COMPANY 
ADDRESS t 
CITY 

i. . fb nt EE hE Ue 
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Henry McWeeny (right) talks over Andersen WiNDOWALLS with a Central Lumber Company customer. 


“Andersens consumer 


because many folks walk 


Says Henry Mc Weeny, 
Manager of Central Lumber Co., New Richmond, Wis. 


“We've handled Andersen WINDOWALLS for many years,” continues Mr. McWeeny. “I'd certainly 
say the majority of the customers who come in here are already familiar with the Andersen name. 
lhere’s no question, Andersen’s national advertising helps pre-sell customers for us...among builders 
and homeowners.” 

In case after case, building supply dealers report increased WINDOWALLS sales by tying in with 
Andersen's promotion, Andersen’s national advertising creates interest in WINDOWALLS. Your local 
advertising brings the prospect to you. That makes it easy for you to complete the sale. 

Pick your own profit program for promoting WINDOWALLS with the help of your Andersen Selling 
Kit. Use your Selling Kit regularly to cash in on the national preference built for famous Andersen 
Wood Window Units. If you need a new Andersen Selling Kit, you can get one free by writing to 
Andersen Corporation 


ANDERSEN CORPORATION +» BAYPORT + MINNESOTA 
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| Heres what pre-sells 
in your home tow" 


@ Leadin 
i} i ; " 
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1) Windo nvalis 


| 
} @ Leading national consume? advertiser for over 
20 years. 
J Preferred nationally among home planners @ AI 
oe Pr ” f ; 


sto l. 
y three” 


rillion units sold in 1955 


ong builders @ 
a 


% Near! 
@ Bes! known window am and 


architects. 


szecens, Andersen Windowalls 














Concord Constructed of clear, knot-free California Redwood and 
Western Red Cedar finished in durable white paint. 
TRELLISES 


ARBORS FENCES 



























































































































































Starta-Pack 
TRIAL ORDER No 1404 
A special’ assortment consisting of 


6 216 Fan Trellises @ $2.25 ea. 
6 110 Trellises @ 1.5000 
24 502 Fences @ 75 ea 
a 7-16-25 Roll fence @ 5.95 e@ 
Shipping Wt —— 140 ibe 

Total Retell List — $64.30 


MASS. 10 Beharrell $t., West Concord, Mass., Tel. EMerson 9-3350 or 9-4057 
OHIO 1399 Holly Avenue, Columbus 8, Ohio, Tel. AXminster 9-5455 
1074 


Shipping 
Points — ¢ 
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Enjoy the big, continuous 


profit that 
‘AME RICAN) rental 





tools give you... 





Then the product itself is further backed up by dozens of editorials appearing 
} Pp 0} PI 
constantly in leading home publications. This means that millions and mil 
lions of homeowners are being pre-sold on sanding their floors with American 
sae as ; rental sanders. And to top this, the sander itself carries a basic 5-year 
GUARANTEED 
maintenance guarantee. No wonder dealers with American tool rental de- 
@ PERFORMANCE partments never complain! With a sander that’s tamper-proof and virtually 
@ ACCEPTANCE wear-proof, advertised and promoted for you, it’s hard not to make money! 
If you're dissatisfied with your present equipment or have been losing both 
@ PROFIT _—s m 
profit and customers up to now because you haven't had any tool rental de- 
All you need is 18” x 42” partment why not plan now to enjoy the big, continuous profit that only 
floor space to display the American rental tools can give you? 
most popular of all Do-it- 
Yourself Rental Tools! 





Send for the entire profit story now. You can 
ras M k R IC A N count on American and its nation-wide staff of 
expert salesmen-merchandisers to help you pull 


“eyy SURFACING machine co ; 
for profit , ali the way, all the time 


at 





521 So. St. Clair St, Toledo 3, Ohic 


PROVED DO-IT-YOURSELF RENTAL TOOLS... WORLD-WIDE SALES AND SERVICE 
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GIVES YOU POWERFUL SELLING HELP 


The Brand Selis itself. RED BRAND is marked to 
help the brand sell itself. Farmers know RED 
BRAND'S top red wire, bright red barbs and red top 
on steel posts identify the best in fence value. RED 
BRAND'S long-standing reputation is stronger today 
than ever. In addition to usual RED BRAND quali- 
ties, Keystone, makers of RED BRAND, gives the 
product the exclusive process of Galvannealing® which 
fuses zinc deep into copper-bearing steel wire . . . locks 
rust out years longer. 

Advertising Brings In The Farmer. Powerful adver- 
tising in farm radio, on television and in national and 
state farm magazines bring the farmer to your point 
of sale by proving the advantages of RED BRAND 
over ordinary galvanized fence. The trend is to larger, 
better-equipped farms. Good fence, along with many 
other things you sell, is essential on the modern farm, 
and RED BRAND advertising is geared to this mar- 
ket. Take advantage of this advertising help. 


Educational Promo.'on is indirect Gaies Heip. 
Farmers are becoming familiar with RED BRAND'S 
educational program, called Practical Land Use, which 
is designed to help the farmer to farm better. Radio 
shows, along with RED BRAND magazine advertis- 
ing, invite the farmer to your place of business. Help- 
ful literature, which guides the farmer to better soil 
practices, is furnished dealers. Improved soil prac- 
tices in your selling area call for more fencing and 
many more of the products you sell. 


Write today for more detalis on how we help you sell. 


KEYSTONE STEEL &4 WIRE COMPANY 
Peoria 7, lllinols 
Makers of Red Brand® Fence+ Red Grand® Garbed Wire + 
Baie Tie - Red Top® Stee! Poste + Nails + Keyline Poultry 
Netting « Ornamental Stee! Posts + Non-Climbablie Fence + 
Gates - Keymesn® + Keycorner + Keybead 


Dd Fouce (ue that Sette m Sig / 
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NEW DURA//ex DISPLAY 


OPENS THE DOOR TO 
FASTER THRESHOLD SALES! 





Colorful, eye-catching aluminum floor 


display compels attention, spotlights the 


bright, modern cartons —becomes a whole 


new threshold “department.” Holds 48 





thresholds, yet takes only 2’ by 2’ of floor 
space. It’s yours from your jobber and the 
DURAflex Company... free! Write today 


for full information! 


DURA//ex 


America's most advanced us 
thresholds! | 


i 
Durable aluminum base, flexible vinyl 3M, Si te! a 
Seal wt 1 00 
arch provide positive sealing... blocks ~ hae | 
out rain, snow, dust, draft, insects! Fits 


any doorway...can be installed with 
“do-it-yourself” ease. DURAflex thresholds in DURAflex 


floor displays will win sales as no other threshold can! 


NOW! COMMERCIAL DURA//ex 


For a rich, new market! 





New broad-base, heavy-duty threshold to meet the fast growing 
demand for commercial installations! Dramatically reduces 
losses on air-conditioning and heating... highly 

resistant to stains, grease ... cleans easily. 

Used by leading companies 


. a great new profit item! 


Write to 


THE DURA//ex co. 





3275 N.W. 37th STREET 
MIAMI, FLORIDA 


PHOENIX « MIAM Peeen oon, Bee, 


THE GREATEST THRESHOLD IMPROVEMENT IN 
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CONVENIENCE COMES IN A CARTON 


The J&L 100 Ib. 
Nail Box 





REMEMBER—J&L Nails 
are packed for your convenience. 
Fill your requirements NOW! 


Sones ¢ Laughlin 
STEEL CORPORATION — Pittsburgh 
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EASY TO SELl...NO CALL-BACKSf 


Single-Hung Aluminum Windows 


WITH INTEGRAL FIN TRIM (nothing applied) 


High standards of design and con- 
struction ...ease of installation... 
adaptability...low cost. These are 
reasons why Cupples Single-Hung 
Aluminum Windows have a ready 
market. And, because you have a 
sound mark-up and no expensive call- 
backs, you can bank on good, con- 
sistent profits. 


Cupples dealers everywhere are en- 
joying a big demand for these new, 
practical, economical windows. If 
you're looking for a sure money- 
maker why not get the complete 
story of Cupples Single-Hung Win- 
dows today. 


PRODUCTS CORPORATION 
2653 South Henley Road * St. Lewis 17, Missouri 


Here’s why Cupples single-hung aluminum 
windows will increase your sales and profits 


Just 4 nails to install 

One carpenter installs Cupples Single-Hung Window in 
minutes ... snugly, permanently. No fitting, no adjusting, no 
call-backs. Fin trim is integral. Completely assembled, 
installation hardware attached. 


Precision design 

Cupples Single-Hung Aluminum Windows are stronger, more 
rigid. Silent, finger-tip operation. Weather-stripped, like the 
finest Cupples windows, with Schlegel Cloth (high pile fabric 
in metal binder). Dust and draft-free. Never bind or stick. 
Never need painting. 


For any style of architecture 
Perfect for new homes, remodeled older homes, light 
commercial buildings. Endorsed by architects and builders. 


Wide selection 
Available in all popular sizes and styles, including picture 
windows. 


Small inventory required 
Orders filled from our modern factory in minimum time. That 
means a small investment for you. 


Distributors wanted in a number of areas—Write now for detoils 
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asier TO CUT 


Mr. R. R. Rawson, owner of the Prince 
ton Hardware Co., West Pullman, II! 

tried several cuts on four well-known 
unidentified brands of single-strength win 
dow glass. When asked which was easiest 
to cut he picked L’O’F window glass 
every time as did 28 out of 30 dealers 
who tried this test. Said Mr. Rawson 

**It breaks where you want it to break 

is far easier to cut than any other I tried.”’ 


Ser TO SELL 


This L’O-F label identifies quality glass 
wherever it is seen. People know this label 

it will appear 217 million times in 1956 
advertising alone! And every time it ap 
pears it adds to the already strong pref- 
erence for L’O’F glass. This preference 


means faster, easier sales for you 


Easver 
TO MERCHANDISE 


, ‘7 “i 
The 9” x 12” two-color counter card with 


easel back offers visual merchandising 
that really sells window glass. It stops 
store trafhe . rerminds customers to buy 
L’O'F window glass. Order counter card 
WG-21 now from your Libbey’Owens 
Ford Distributor (listed under ‘‘Glass 
in your phone book). For further infor 
mation write to Libbey’ Owens:'Ford 
Glass Company, 608 Madison Avenue 
Toledo 5. Ohio 


the easy-to-cut WINDOW GLASS 
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Sell the = Gold Bond Rock Wool line 


Reg. Mat. Thick Reg. Semi = / Reg. Full Thick Twins. Semi Thick Twins. Full Thick — 


fo dths fl ca l ie [ 23” th. 3” F iv | 3” is 19° 
Lengths 2-4 be 4-8" 4-8 4-8 
Sq. Ft Per Pkge 100 / 126.67/ 153.33/ 80 aa ian 50 1s 33/76.67/ 80 /101.33/122.67/ 50 /63.33/76.67 


Thick or Semi-Thick. To others, offer the Regular 
Gold Bond Spun Rock Wool Blankets in popular 











Dealers who stock the full Gold Bond Rock Wool 


insulation line are able to offer perfect insulation 
for every customer need. Professional builders Full- and Semi-Thick sizes or economical Mat-Thick 


the variety of the Gold Bond Rock size. Every Gold Bond Blanket has the rock wool 
adhered to both sides of the covering for faster, 
easier handling and installation. 

Keep insulation sales in your store—all year 
round, Sell the full Gold Bond Rock Wool line. Call 


your Gold Bond representative for details —or write 


do-it-yourselfers 
Wool line satisfies them all. 

No matter what size insulation budget your cus 
tomer has, you can meet it with the right product 
For the quality-minded prospect, offer heat-reflec 

tive, double-action Gold Bond TWINSULATION® in Full 


NATIONAL GYPSUM COMPANY ¢ BUFFALO 2, NEW YORK 


*! Iigee—een: b 


ACOUSTICAL ASBESTOS ROOFING 


. . “ 
Build better with LaTH, PLASTER GYPSUM BOARD INSULATION BOARDS ROCK WOOL PAINTS ANO 
{ TEexTURES mes ANDO SIDING 


Gold Bond 4 ROCK WOOL INSULATION 
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This folder can double 
your fence business this spring! 


We think you'll agree that most homeowners would like 
to have a fence around their property. Especially those 
with children and/or pets. We think you will also agree 
that the reason many of them have held off buying fence 
is their fear of high installation costs 

Well, Cyclone has come up with a simple little sales 
tool which completely knocks that argument into a cocked 
hat. It's the handy little pocket-size folder pictured above 
And it is available in quantity for free distribution to the 
prospective customers of stores carrying Cyclone “Red 
Tag’ Lawn Fence and Gates 

With this illustrated folder as his guide, anybody can 
easily erect his Cyclone Lawn Fence himsel/f, And the 
money your customer saves on installation may be just 
what he needs to buy those other home needs from 
you. Yes, we're sure that if you use this free erection 
folder properly—if you get it into the hands of enough 
homeowners, you just can't help but sell twice as much 
fencing. Why not give it a try this spring? 
CYCLONE WOVEN LAWN FENCE is firmly and uniformly woven 
Curved picket tops are even and symmetrical. Ends are locked 
securely into two top cables, Picket spacing is uniform, The ex 
tra deep crimp of the picket wires forms a lock for the cables 
Horizontal cable wires are 2-ply twisted with a triple twist 
between pickets. The cable twist is reversed on the pickets in 
stead of between them, forming a lock on the pickets 
CYCLONE WELDED LAWN FENCE. I’very wire is held firmly in 
place by a strong weld at every joint. All wires are straight and 
true, held that way by the clean, firm welds. Welding is done 
neatly, without burnt wires. Arches in picket tops are uniform 
spacing between wires is uniform. Horizontal cable wires are 
deeply crimped, giving the fence added stability. All wires are 
heavily galvanized steel. A very rigid enclosure for level property 


ORDER NOW! Cyclone Lawn Fence is available in both 
woven and welded, and in single and double-loop styles in 
heights of 36, 42 and 48 inches. And there's a complete line of 
matching gates, as well as Flower Bed Korder and Trellis. Just 
call your Cyclone jobber. And be sure to tell him how many of 


the erection folders you expect to diatribute in your community 


a quality product that makes friends for your store! 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS « SALES OFFICES COAST-TO-COAST « UNITED STATES STEEL EXPORT COMPANY. NEW YORK 


sre USS CYCLONE «ged 709° 
HARDWARE PRODUCTS 


suets 
4 





ENING 
wee crt 
wsect 1 ape hbomnine* 


hwo 


cate 


wait BA 
b ve W 
96 Sepere 


Bur_pInc Propucts MERCHANDISER Circle No. 19 on Coupon, page 128 





Now make more money with Youngstown Kitchens’ 




















PROMOTIONAL 
SINKS (5 models) 


FOOD WASTE DISPOSER 


(Installs easily * 5-year parts 
worranty * Only $79.95, retail) 


CUSTOM-QUALITY SINKS AT MASS-PRODUCTION PRICES! 


DIANA Cabinet Sinks . . . the ultimate 
in kitchen luxury! From 24 to 66 inches 
wide, Stainless-steel trim! Models with 
single-handle faucet, built-in cutting 
board, lined cutlery drawer. All in 
color at no extra cost... Star White, 
Dawn Yellow, or Meridian Blue. 


DELUXE Cabinet Sinks . . . loaded 
with timesaving, worksaving features 
at a moneysaving price! 54 or 66 inches 
wide . . . with Deluxe faucet, rinse 
spray, removable cutting board! All 
in gleaming Star White! 


PROMAOTIONAL Cabinet Sinks... 


famous Youngstown Kitchens quality 
in Standard models at rock-bottom 
prices! From 42 to 66 inches wide... 
with single or double drainboards and 
bowls, swinging mixing-faucet, up to 
19.3 cu. ft. storage space! All in gleam- 
ing Star White! 


ALL HEAVY-GAUGE STEEL CONSTRUCTION THROUGHOUT! 


FOR FULL DETAILS on how this marvelous sink line can mean business for you, call your Youngstown 
Kitchens distributor; or write: Director of Marketing, Youngstown Kitchens, Dept. AL-356, Warren, Ohio. 


: 
, FOR THAT NEW HOME LOOK 


Sold in the United States, Canada, and most parts of the world 


as j 
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CAUGHT IN THE 


PROFIT 
SQUEEZE? 


Why squeeze the profit out of your business by twelve exclusive features—yet it's sensibly priced. 


depending on space-consuming, low-markup 
items? Best-Vent Primary Aluminum Windows 
move out fast—at a handsome profit—and require 
little warehouse space. 


Designed in consultation with window-conscious 
builders, and promoted through national adverti- 
sing in building trades and consumer publications. 

Per-Fit protects your investment by selling only 


through dealers—never direct. This 100% dealer 
policy means you get your rightful profit on every 
sale without interference! 


You deserve your share of the fabulous alum- 
inum window market—and you get it with 
Best-Vent! Here is a custom-quality window with 


EXCLUSIVE DOUBLE-VENTILATING ACTION GETS SALES ACTION FOR BUILDERS! 


IF YOU WANT TO BEAT THE PROFIT SQUEEZE, OUR 
STORY 1S WORTH YOUR TIME! 


Just fill in this coupon for full details! = “yrs 
, . 


PoC Cees esse * Guaranteed by 
Good Housekeeping 


Per-Fit Products Corporation es en 
1114 E. 52nd Street, Indianapolis, indiana 

Yes! Give methe facts | need to beat the profit squeeze 
with Best-Vent Primary Aluminum Windows! 


Best-Vent is the only window with double-ventilating 
action—one of the greatest improvements in window 
design in 150 years! Just a touch opens top and 
bottom sash simultaneously, achieving gentle, draft-free 
ventilation. Home builders find prospects fascinated 
by Best-Vent's double-ventilating action. Other fine 
aluminum windows in the Per-Fit line: double-hungs, 
sliders, picture windows, window walls. Storm sash 
and screens are also available. 


Name 
PER-FIT PRODUCTS CORPORATION 


* * 
A Spettelnier, Industry 


BEAT THE PROFIT SQUEEZE 
BY SELLING NEW 


Address 


City 


BEST-VENT' 


Fe a. a. os A 
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EDITORIAL: Dear Wn. Prescdent 


February 24, 1956 





President Dwight D. Eisenhower 
The White House 
Washington, D. C. 


Dear Mr. President: 


It now seems apparent that you will be faced with a decision on a Bill 
which simultaneously provides for your Soil conservation plan and 90% par- 
ity support for our farmers. 

Admittedly, because of the special economic risks involved in his business, 
the farmer is entitled to some help from the government. However, we are again 
faced with the age-old consequence that once having started to feed at the public 
Smorgasbord, any pressure group becomes greedy. 

Whether you sign or veto this Bill, you may want to make some comments 
at the time. The public interest will be intense, and for this reason, what 
you may say will have unusually widespread attention. May I respectfully 
Suggest that among your other comments you might consider two lines of thought: 


I, The promotion of an intensive search for a chemurgic solution of the 
problem of farm surpluses. 


In the next appropriation of funds for the Department of Agriculture there 
might be a sum set aside for incentives to all research agencies in our 
colleges and universities, in our induStrial laboratories, in our Foundations 
and elsewhere, to intensify the search for a practical chemical utilization 
of surplus farm production. 

Inasmuch aS we produce annually 30 million tons of food more than the 
available stomachs will hold, we must find some other solution than food 
consumption. If the available research agencies will not aggressively tackle this 
problem, perhaps a Special agency should be set up by the government to conduct 


such research. 








II. A repeal of the tax favoritism currently enjoyed by the Agricultural 
Cooperatives. 








While the combining of your soil conservation program with 90% parity is 
going to ridiculous extremes in building a privileged class, it is nothing 
short of fantastic to continue subsidies to the farmer in both his buying 
and selling. These Agricultural Cooperatives started innocently enough as selling 
organizations, but it wasn't long before they were buying cooperatively. 

With their tax advantage, they have now built up a multi-million dollar 
empire in oil, electric power, housing, insurance, banking, wholesaling and 
retailing which is seriously handicapping, with their unfair competition, tens 
of thousands of small American business men. 

I believe there is a Bill before the House which will “require Coopera- 
tives to pay federal income tax to the full extent on the earnings that are not 
taxed; would impose a 20% withholding tax which would be paid by The Cooperative 
corporation, and would repeal the special Cooperative income tax privilege of 
deducting dividends paid on stock." 

The American people, including the farmers, have an underlying sense of 
fair play. I believe that any fair minded farmer who would look objectively 
at the situation would agree that he should not have a subsidy in both income 
and outgo. 

Your demonstrated leadership, Mr. President, which has united the country 
solidly behind you, may find a way to remove this grievous inequity. 


Sincerely yours, 


Editor 
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destroys room odors 
instantly 


A fast selling item in stores everywhere... and it sells itself 
on sight! Sheffield SCENT is important for every room in 
the home. Kitchens, bathrooms, closets, cellars ...any room 
where there may be an unpleasant odor. IT IS EFFECTIVE 
... because Sheffield SCENT DESTROYS the odor through 
an INSTANT CHEMICAL REACTION ... it does not 
merely mask the odor with just a perfume aroma. No wicks 
...no plug-ins... just spray SCENT...and the room is fresh! 
Can not stain and is harmless to furniture. 


deadly effective 
spray insect killer 


Here is a SAFE...and yet highly potent insect killer that 
will be a best seller in stores everywhere! SHOO kills flying 
and crawling insects QUICKLY... and easily. SHOO does 
NOT contain D.D.T....but DOES CONTAIN STROBANE 
..- the MODERN effective chemical that effectively kills 
flies, mosquitoes, German roaches and flying moths. It is 
SAFE ... and easy to use 
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This Pennsylvania dealer tells what he promotes and how in this blueprint to special sales. 


Carefully planned seasonal sales 
can eliminate slow months. That’s 
the experience of Luther Schmoyer, 
owner of the lumber company that 
bears his name in Boyertown, 
Penna. 


And, as the saying goes, he 
ought to know. Schmoyer’s runs 
8-10 successful sales every year in 
addition to major seasonal sales in 
the fall, winter and spring. 


“Actually, there’s nothing un 
usual about frequent sales,” ad 
mits Luther. “The idea has been 
yroven successful time and again 
»9y food and department stores 
and other retail establishments. 
We have found that it can be ap- 
plied just as easily to building 
materials.” 


Schmoyer'’s sales planning de- 
pends on the weather and ability 
to purchase items so profitably 
that real savings can be passed 
along to the customer. Here is the 
sales schedule for an average 
year: 


| 


January 27-——After-Christmas sale on tools 


which are sold at 10° oft 


February 15 


a major sale wi 


Spring Opening Sale. Th 


h includes a mailing of 
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theme 

March to July—F 
ducted 


f iving 


lOW-UD Sales are con 
on paint, iawn and garden and yt 
product Materials for new 
deling packages are pushed 


spring and early 


ss and rer 
dur na the immer 


August 15 — Reductior 


ving products 

September 15 — Reductior 
and garden toc and product 

October 10—Fa!! Si 
another maior sale wh k r ide "W 
featuring paint 


? ataiog hardware 


sseweres 
October, November, December 
nducted of @4sone t 

necessary tc 
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Personnel Policies 


Schmoyer’s has three full-time 
and two part-time showroom sales- 
men. The men attend sales train- 
ing sessions conducted by the 
management and dealer associa- 
tions. Luther likes to hire men 
who have worked with retail 
chains in the automotive and de 
partment store fields because of 


Varch 


their excellent knowledge of mer- 
chandising and customer relations. 


Employes are kept informed on 
upcoming sales with advance 
proofs of ads and copies of the 
catalogs. 

Office personnel (such as clerks 
and bookkeepers) are required to 
work at least a half-day a week on 
the showroom floor waiting on 
trade. This is to keep their hand 
in so they can help during rush 
hours, and so they can complete a 
sale with a customer rather than 
transfer the customer to a regular 
salesman. 


Luther believes strongly in 
keeping two high school boys on 
the-way-up in his sales organiza 
tion. He hires the boys in their 
sophomore year. The boys work 
for two hours after school each 
day, on Friday evenings and Satur 
days and during inventory. 


“Almost each boy we hire be 
comes partial to one line of prod- 
ucts. One boy might be partial to 
tools, another to paint and var- 
nishes. They learn all they can 
about their hobby-product and be 
come real experts in selling it,” 
says Luther. 
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Leader items Pull 


Each sale is sparked with 
a leader product. The leaders 
are rarely loss leaders; most 
often, they are products the 
firm has purchased at special 
prices, which are passed on 
to consumers. 


During one spring opening 
sale, the leader was a 10 
quart bucket which sold for 
19¢ (giving the firm a le¢ prof- 
it on each More than 800 
buckets were sold in three 
days—quite a traffic builder. 
The leader for the fall shop- 
pers’ sale is a broom, a $1.59 
value selling for 98¢ (giving 
the firm a 4¢ profit on each). 


The firm occasionally 
makes car-load purchases on 
house paint which provides 
an excellent opportunity for 


leader advertising. 











Direct Mail Promotion 


Schmoyer’s is a member of the 
Ben Franklin stores with head 
quarters in Pennsylvania. This 
outfit is a wholesale purchasing 
organization supplying 125 retail 
stores in hardware, paint, house 
wares and other products. A fee 
entitles members to banners and 
other promotional material. 


During a typical sale, the firm’s 
three yards mail 6,000 catalogs. 
The firm also operates yards in 
Schwenksville and Morgantown. 

“The catalogs really help to 
bring in consumer store traffic,” 
says Luther. “One thing to watch, 
however, is to avoid publicizing 
too many small items which have 
low profit returns.” 


Manufacturers’ literature and a 
home maintenance and improve- 
ment magazine also are sent to the 
consumer mailing lists. The firm’s 
trading territory includes about 
18,000 people. 


Newspaper Tie-in Advertising 


Whenever a sale is being pro 
moted by direct mail, at least three 
advertisements are run in the local 
newspapers as tie-ins. A week 
after catalogs are mailed, for 
example, the first tie-in ad is pub- 
lished. Two other ads are run at 
one-week intervals 


The newspaper ads are at least 


SUILDING PrRopuCcTS MERCHANDISER 


L. H. SCHMOYER 
125 E. PHILA. AVE. 


Boyertown, Pa. 


Phone: 72126 








SALES CATALOG advertising fall specials goes to 6,000 prospects 


Every item is illustrated and priced 


goods are featured 


',-page, and are built around the 
leader product. 
Schmoyer’s uses a simple, one 


word ad signature which makes 
their newspaper ads stand out. 


Showroom Tie-In 


The showroom and show win 
dows are decorated to tie-in with 
each sale. Windows often feature 
mass displays of the leader prod 
ucts. 

Streamers and posters announce 
ing the theme of the sale appear 
on the windows and on clothes 
line-type wire supports in the 
showroom. 


Housewares, paints and garden 


Convenient Store Hours 


The showroom is open from 7 
am to 5 pm four days a week. On 
Friday, the showroom remains 
open until 8:30 pm to take advan 
tage of traffic generated by nearby 
stores with night hours 

“Friday night is about as good 
as Saturday for sales,” says 
Luther. On Saturday, deliveries 
stop at noon, but both the yard and 
the showroom remain open until 
1 pm. 

The firm’s yard at Boyertown 
has been in the retail building 
materials business since the 1880's 
The Schmoyer family has operated 
the business since 192] 
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STEEL FENCE POSTS are preferred 
by many ranchers in the area 
er's Supply Co. sells a carload of this 
type annually. 


Ranch- 


une ¥§t 


RAP R 1 BEE 0 eae 
er titi’ 2 


Caters to Stock Feeders Special Needs 


Meeting the building ma- 
terials needs of beef and hog 
raisers has helped this south- 
ern California dealer build a 
substantial 
ticket repeat business. 


volume of big- 


Centered in southern Cali 
fornia’s cattle and hog raising in 
dustry, Rancher’s Supply Co., 
Castiac Junction, has built an im 
pressive volume of business by 
specializing in materials required 
by 250 ranchers and farmers in 
the area. 


FEED PENS 
feet of rough 
Repairs and 


fence. 


“Our customers insist that we 
carry everything that any other 
farm dealer stocks—only more of 
it,” says manager Blanchard G. 
Dionne. “Whether it’s cattle rail 
ing, barbed wire, irrigation pipe, 
cement, plumbing or rough lum 
ber, we carry a larger inventory 
than ordinarily seen in a yard our 
size,” 

Ranchers buy rough lumber by 
the truckload to keep a stock on 
hand for quick repairs when cattle 
wear out fences through constant 
rubbing. Hog raisers drop in for 
500 sacks of cement to pave brood 
er houses, pens or feed storage 
structures. A single feeder pen is 
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use about 3,000 board 
lumber to build each 


replacement of 


broken boards are a constant source 
of repeat business. 
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sometimes a $5,5000 sale besides 
possible leads for sales of other 
farm structures, redwood water 
tanks and complete homes. The 
firm has an outside salesman to 
follow up potential leads and 
through his efforts there is a sub 
stantial amount of repeat and tie- 
in sales. 

“Financing isn’t much of a prob- 
lem,” Dionne says. “Our farm busi 
ness is dependent upon us extend- 
ing credit and in our dealings 
we've learned that ranchers and 
farmers pay promptly after the 
crop is in or the cattle sold. Seldom 
do we wait more than six months.” 


HOG RAISERS buy a substantial vol- 
ume of cement to pave brooder houses, 
pens and feed structures. Orders of 
several hundred sacks aren't unusual. 
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CABINET 
HARDWARE 











Instant customer appeal has been built into this new, 
clean-lined cabinet hardware. Gayly modern, 

it has about it the feeling of charming good taste. 
Offered in chrome, brass and bronze. . . 

with pulls, knobs, and backplates that may be used 
in either matching or contrasting decor, 

as desired. Remember . . . these are only a few of 
many handsome NATIONAL LOCK 

cabinet hardware items. See your jobber or write 
for Catalog-Price List No, 256 





for Profitable Selling! 


Originator of ‘‘Select-a-Pak"’... Leader in Merchandising 


\! NATIONAL LOCK COMPANY 


Rockford, Illinois © Merchant Sales Division 
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CABINET NATIONAL BUILDERS SASH CABINET FuenituRe scRiws 


HAROWARE LOCKSETS HARDWARE HAROWARE LOCKS CASTERS AND BOLTS 
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BUILDING PACKAGE can be erected 
by the buyer or Eclipse Lumber Co 
will do it for him. Foundation and 
conerete floor are provided as part of 
the package 


SCALE MODEL helps sell clearspan 
buildings at Eclipse lLaimber Co., Man 
chester, lowa, Assistant manager Boyd 
White points out structural features 
to potential custome! 


EASY ACCESS to stockpiles speeds 
truck loading in the steel, clear-span 
warehouse of Bonnell Hardware and 
Building Supplies, Ruidoso, N. M. Fi 
ber glass roof panel inserts provide 
daylight in dark corners 
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way they .¢Ze 
STEEL SPAN BUILDINGS 


The versatility of steel-span 
buildings has proved a boon to two 
building materials dealers—but in 
different ways. 

For an Iowa lumberman, the 
structures provide a source of 
profitable sales to farmers. For a 
New Mexico dealer, erection of a 
clear-span, steel warehouse cut his 
insurance premium 50% and 
speeded materials handling. 

After investigating steel span 
buildings last year (1955), officials 
of the Eclipse Lumber Co., Man 
chester, Lowa, felt they had a po- 
tential market in their agricultural 
community and began to promote 
them. 

The firm’s first sale was to the 
Delaware County Fair manage 
ment which used the steel struc 
ture for a sales pavilion on the 
fair grounds. Cashing in on the 
promotion possibilities, Eclipse 
erected signs stating that informa 
tion about similar buildings was 
available at its yard. This promo 
tion developed some excellent 
leads, 

Within three months Eclipse 
sold eight steel-span_ bulidings 
ranging in price from $2,000 to 
$3,000. About half were cash sales, 
the rest were financed by the local! 
bank, 

Eclipse offers the customer al 
ternative building plans. He can 
buy the materials and erect the 
building himself or Eclipse will 
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build it for him. Most buildings 


are sold as a package, which in- 


cludes a foundation and concrete 
floor 

Since the buildings have no cen- 
ter posts, farmers find they make 
excellent insulated workshops, ga- 
rages, machine sheds, cattle barns 
and warehouses. 

“Clear-span buildings appeal to 
our customers because they offer 
plenty of storage space at almost 
half the cost of other buildings,” 
says Eclipse assistant manager 
toyd White, “and the absence of 
center posts means easier maneu- 
vering of loads and machinery. 

Taking advantage of the added 
storage space possible with clear- 
span buildings, Bonnell Hardware 
and Building Supplies, Ruidoso, 
N. M., erected a steel warehouse 
to house its $55,000 stock. 

Designed to speed materials 
handling, Bonnell’s new building 
covers an area 100x140 feet. A 21 
foot driveway runs through the 
center of the building. Easy access 
to stocks from the driveway saves 
considerable truck loading time. 

As an added feature, owner Kiel 
sjonnell used eight-inch concrete 
block for the warehouse walls. 
This reduced the firm’s insurance 
premium rate from 64¢ to 32¢ per 
$100. Based on this saving alone, 
Bonnell estimates the cost of the 
masonry wall will be amortized in 
15 years. 
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“Oh, kick me!” cries Merchant Neal, 
In a posture hardly genteel. 


He bought trucks in haste, 
Then the costly fact faced, 


If you buy a new truck after looking at 
only one make, it’s like making a deal in the 
dark. A smarter way to buy is to “spotlight” 
real truck value—weigh and compare com- 
petitive claims with these Dodge truck facts: 
Most standard V-8 horsepower of all leading makes — Yr- 


ton through 34-ton range. You'll make faster trips 
get more work done! 


Shortest turning radius. You'll maneuver in traffic, and 
park more easily. 

Biggest cabs, with biggest wrap-around windshield. You'll 
enjoy more comfort, safer vision. 

Highest payload capacities . . . pick-ups providing up to 
22% more payload than others. 

Prices down with the lowest. 

Next truck you buy, don’t deal in the dark. 
Turn a bright light on the facts. See Dodge 
before you buy. 


(deiee THE DODGE 
DEALERS DEAL 
BEFORE YOU DECIDE 


DODGE 


Job-Rated 


TRUCKS 


WITH THE FORWARD LOOK > 


a 
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Here’s a description of safety devices against fire, theft and 


water, which are saving thousands of dollars for wholesalers, re- 


tailers and manufacturers. 


, * * 


Fire originating in a sealed apace 
under a floor raced upward one 
night into the vacated offices of the 
MacLea Lumber Co., a Baltimore, 
Md., distributor of lumber and fine 
woods, As the blaze burst into the 
open, an explosion ignited paneled 
walla and sent flames shooting up 
stairways. 

Instantly, the heat expanded the 
air in the copper-tubing circuits of 
the ADT fire detection and alarm 
system, The expanding air trig- 
gered a device that flashed an alarm 
toan ADT central station; the ADT 
men relayed the alarm to the fire 
department 

Because of the blast, the fire had 
a big atart. But within 30 minutes 
after the alarm, firemen had com- 
pletely extinguished the blaze. 

“Faat detection and alarm is 
what saved us,” says vice-president 
Robert H. MacLea. “The damage 
was confined to the interior of the 
offices, Without the alarm system, 
we easily could have lost our entire 
office building and adjoining ware- 
house.” 

. o * 


Here are some true stories which 
illustrate how various ADT auto- 
matic protective systems are saving 
money and providing better protec- 
tion for a retailer, a wholesaler 
and a manufacturer in the building 
materials industry: 


I — Retailer's Story 
“We use ADT systems here in sev- 
eral capacities,” says S. C. Burritt, 


vice-president, A. W. Burritt Co., 
Bridgeport, Conn. “We utilize the 
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automatic fire detection and alarm 
service, the sprinkler supervisory 
and waterflow alarm service and the 
heating supervisory service.” 

Here are some advantages, says 
Burritt’s president, Art Clifford. 


1. Installing the electric protec 
tive systems eliminated the need for 
two full-time night watchmen-fire 
tenders, a savings of $6,000 per 
year. 

2. The systems give us a substan- 
tial reduction in the cost of fire in 
surance for our buildings, ware- 
houses and their contents. 


3. The systems are not only con 
stantly supervised by the central 
station, but they are regularly in 
spected, tested and maintained by 
ADT. This relieves us of the re- 
sponsibility and assures us the sys 
tems will operate properly in emerg- 
encies. 

4. The protection gives our ex 
ecutives peace of mind, which can- 
not be measured in dollars and 
cents. The systems benefit our en- 
tire organization by giving the best 
possible guarantee that fire will not 
interrupt employment. 


The Burritt Co. operates yards in 
Bridgeport and Stratford, Conn., 
which are protected by the fire de- 
tection and alarm system. The firm 
is one of the largest retailers in the 
northeast, employing 225 people and 
grossing several million annually. 

AUTOMATIC FIRE DETEC- 
TION: Each of Burritt’s 24 build 
ings and sheds at the Bridgeport 
headquarters is protected by the 
ADT system. The detection part of 
the system is minute copper tubing, 
about the diameter of a kitchen 
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match, which is run in loops stapled 
to the ceiling of each room. Because 
of its small size. the tubing is hid- 
den in ceiling tile joints or painted 
to make it almost invisible. 

If fire strikes, air in the tubing 
expands, creating a pressure which 
causes bulging of a metal dia- 
phragm in an air chamber at the 
end of the circuit; the diaphragm 
makes an electrical contact, which 
sets off an alarm. 

Normal temperature changes in 
a room do not cause an alarm. How- 
ever, one time firemen squelched a 
wastebasket blaze that employes 
had known nothing about. 

At strategic intervals, the system 
is tied-in with manual alarm boxes. 
The system also includes alarm bells 
which alert employes if a fire should 
occur during business hours. 

An extremely helpful part of the 
system is an annunciator, a metal 
box attached to the front of the of- 
fice building. On the face of the box 
is a series of small windows desig- 
nating plant locations. If fire oc- 
curs, a target falls in front of one 
of the windows, thus defining the lo- 
cation. When firemen arrive they 
glance at the annunciator and lose 
no time in getting to the fire. 

“We've made it a policy to make 
sure the fire department has an up- 
to-date map of our plant,” says Bur- 
ritt. The map, which contains all 
data firemen should know, is filed in 
a compartment right on the main 
truck at the nearest fire station. 

ALARM PROCEDURE: If a fire 
should occur at the Burritt plant, 
the fast-rising temperature would 
activate an alarm transmitter. The 
transmitter is directly connected to 

(continued on page 46) 
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ORANGEBURG “* a 


Th I | M 
“My customers ask for Orangeburg 
Pipe by brand name because they have 
confidence in its quality. They've seen 
it advertised in magazines like Life, 
Better Homes & Garden, American 
Home, the Farm Journal and many 
others. What's more, they know that 
Orangeburg meets modern building 
standards which call for speed, qaul- 
ity and low cost.” 

Here’s why: Orangeburg Root- 
Proof Pipe comes in long, 8-foot 
lengths that install fast and cut costs. 
Its famous Taperweld Joints seal 
root-proof with a few hammer taps 
and the material is so tough and 
resilient it lasts for years. Over 
200,000,000 feet of Orangeburg Pipe 
are in service from Maine to Cali- 
fornia, some for 50 years and still 
operating like new. 


BUILDING Propucts MERCHANDISER 


Big Seller!” 


Orangeburg Root-Proof Pipe is 
made in 2”, 3,4”, 5” and 6” sizes for 
house-to-sewer and septic tank con- 
nections, downspout run-offs, storm 
drains and other outside non-pres- 
sure underground lines. 


Orangeburg Perforated Pipe, in 4” 
size, is ideal for septic tank disposal 
fields, foundation drains and for 
draining wet spots everywhere 

Write Department AL-36 for 
complete details. 








COMPLETE LINE 
OF EXCLUSIVE 
ORANGEBURG FITTINGS 


Ve BEND 





Exclusive Orangeburg Fittings featuring 
the famous Orangeburg Taperweld Joint 
which simplifies installation 








ORANGEBURG MANUFACTURING CO., INC 


ORANGEBURG, WN. Y. 


West Coast Plent; NEWARK, CALIF 


ORANGEBURG 
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COPPER TUBING on the celling initi- 


ates an alarm the instant fire starts 


Vhotes taken at AU 


Bridgeport, Conn 


MANUAL ALARM BOXES bring 
equipment if fire occurs in open yard 
area. 8. C. Burritt holds the hammer 
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SPRINKLER SYSTEM is protected 
by devices which summon fire de- 
partment when water gets out of 
control, Other devices signal ADT 
if water is mistakenly shut off. 


HNN 


the ADT central station in Bridge- 
port, Like ADT stations all over the 
nation, the Bridgeport station is 
literally a 24-hour nerve center for 
receiving and acting upon alarms 
from all types of ADT protective 
systems 


A fire alarm from Burritt’s would 
be received amid buzzers and flash- 
ing lights as a series of coded sig- 
nals recorded on a paper tape 
(somewhat like a ticker-tape ma- 
chine). The signal number on the 
tape would tell the ADT operator 
that a fire has started at the lum 
beryard 

The ADT operator immediately 
transmits the alarm to the fire de- 
partment by means of an automatic 
transmitter and a direct-wire tele- 
phone. Uniformed, armed ADT 
guards also are immediately dis- 
patched to the scene to help guide 
firemen and to protect the subscrib 
er’s interests until the company ex- 
ecutives arrive. As a regular part 
of the service, designated company 
executives are promptly informed 
of the fire by telephone. 

WATERFLOW ALARM: The 
mill building at the Burritt yard is 
protected with a dry-pipe automatic 
sprinkler system. The sprinkler 
system is supplemented with ADT’s 
waterflow alarm. If a fire occurs in 
the mill, the fusing of a sprinkler 
head starts water flowing through 
the sprinkler valves; movement of 
the water triggers a device that 
sends an alarm to the central sta- 
tion 

SPRINKLER SUPERVISION: 
In addition to the waterflow alarm 


46 


devices, the sprinkler system is 
equipped with devices which auto- 
matically detect the closing of shut- 
off valves. When this happens, an 
alarm goes in and ADT’s continuous 
watch assures that the valve is re- 
opened as soon as possible. There 
are also devices which detect a dan 
gerous drop in air pressure in the 
dry-pipe system. The immediate 
warning prevents flooding of the 
sprinkler system. 

AUTOMATIC HEATING SU- 
PERVISION: ADT also installed 
devices at Burritt’s, which super- 
vise the steam pressure of the two 
boiler systems. If the pressure 
drops abnormally, an alarm goes 
into ADT’s central station which, in 
turn, informs company executives. 

President Art Clifford says: ‘The 
automatic heating supervisory serv- 
ice has alerted us on several occa- 
sions when boilers failed. The warn- 
ings allowed us to prevent damaging 
freeze-ups and costly repairs which 
could have shut down operations for 
several days.” 


CM 


What It Costs 


The charge for ADT services 
varies according to the size and type 
of buildings, the distances to the 
central station and the amount and 
degree of protection required 


The systems are installed and 
operated on a rental basis. Usually 
there is an advance service charge 
to help defray cost of the original 
installation. 


Il — Wholesaler’s Story 


In addition to their automatic 
fire detection system, the MacLea 
Lumber Co., Baltimore, also is pro- 
tected by ADT burglar alarm serv- 
ice. 

The firm has never had a burglary 
loss since the system was installed 
in 1933. The silent alarm service 
has led to the capture of several in- 
truders. 


The burglar alarm system affords 
protection at all break-in points. 
Windows are protected by an un- 
obtrusive metal foil strip about 14” 
wide. The strip is attached to the 
glass on the inside and follows the 
perimeter of the frame. If a bur- 
glar attempts to break the glass or 
raise the window, an electrical con- 
tact is broken and a silent alarm 
goes to the ADT station, which noti- 
fies police. 


Doors in the MacLea office and 
warehouse are protected by metal 
contact devices that flash an alarm 
the second the doors are opened or 
the devices tampered with. 


One of the main MacLea yards, 
which contains a large inventory of 
valuable lumber and timber, is 
guarded by an ADT invisible ray 
system. The system is based on the 
familiar electric eye, but it is spe- 
cially engineered for protective pur- 
poses. This device, similar to super 
market door openers, sends an 
invisible beam of light hundreds of 
feet across the yard at knee level 

(continued on page 48) 
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Heres why home shoppers” 
will be RUSCO “window” shoppers, too! 





BING sings for Rusco! 


Bing Crosby, America’s No. 1 Show 
Business Personality. sings for Rus 

over the CBS Radio Network. And the 
inimitable Ken Carpenter tells Bing 

tremendous audience why it always pay 
to look for Rusco “White Beauty of 
Silvertone Grey windows and doors when 


buying or building a home 





National big space magazine ads 
in color create a demand for Rusco 
“White Beauty” windows that 
builders will want to meet! 


These ads, all a part of Rusco’s biggest 
national advertising schedule, show off 
White Beauty” at its best. Builder 

want to meet the demand for Rusco 
windows and doors-and they! 


to you tor them 
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‘Show House’’—the colorful home 
buyer's guide in Saturday Evening Post 
and Living for Young Homemakers 


tells home buyers and builders alike why 
Rusco “White Beauty” is the big window 
news in 1956! Ties Rusco in with other 
famous brand name products youll be 
sciiingg to Dual lers too And ni Ru 
products—in the window and door fe 


are in Show House 


SESS SSS SESS RESO ROR eeeeeecececad 


Scwoscccwewowowsososososesosed 


You sell and profit more with RUSCO 
‘White Beauty’ windows and doors 


Rusco’s great array of advertising in 1956 creates a desire with 
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home buyers your builder prospects won't want to ignore. And 
you profit more with Rusco because you're selling complete 
packaged units. Builders save time, labor and money on instal 
lation, refitting, painting, glazing and hardware. Rusco products 
are available in natural or painted aluminum, too. The F. ¢ 


Russell Company, Department 6-AL-36, Cleveland 1, Ohio. WINDOWS and DOORS 
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ADT BURGLAR ALARM protects windows at the MacLea 
Intruders break electrical circuit 


laimber Co., Baltimore 
resulting in an alarm 


umber Co., Baltimor 


Vhotos taken at MacLea 1 


Anyone who walks through the un 
seen beam automatically calls the 
police without knowing it. 


Ill —- Manufacturer's Story 

A series of ADT remote super 
visory devices are saving money by 
watching over industrial processes 
at the Signode Steel Strapping Co. 
plant, Baltimore, manufacturers of 


across yard. 


ELECTRIC EYE projects an invisible beam 
Intruders, 


passing through 


beam, unknowingly summon the police 


metal strapping for lumber and 
other reinforcements 

Signode officials say their com- 
bined ADT systems save $1,400 per 


year after amortization of the orig- 


inal installation charges. (Signode 


subscribes to the fire detection and 
alarm service, burglar alarm serv- 
ice, sprinkler supervisory and wa- 
terflow alarm services and the 
automatic heating supervisory serv- 
ice in addition to the remote process 


supervision. Savings result from 
elimination of watchmen). 

The ADT remote devices keep a 
constant automatic watch on tem- 
peratures in lead kettles, on liquid 
levels in sumps and on tempera- 
tures in key rooms. 

The instant one of the processes 
goes awry, the supervisory devices 
flash an alarm to the ADT central 
station, which informs company 
officials, 





Increase your Flooring Profits with 


=—_—_= 
~ 


DGETT-SMITH_ OAK FLOORING: 
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@® BETTER SERVICE © BETTER QUALITY 


~ 


DIRECT VAN DELIVERY 


(Within 600 mile radius) 
Coast-to-Coast Rail Shipment 


PS. Here is beautiful top-quality 
flooring that is manufactured from 
genuine Ozark Mountain Oak. 
End-matched, NOFMA graded and 
carefully seasoned makes Padgett-Smith 
Oak Flooring easy to sell at a nice profit 


for you. It will pay you to investigate. 


Representatives in most states, Write or phone for particulars. 


Phone 31 
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Pavcerr- CO mitt FLOORING: COMPANY 
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‘‘Customers place a standard order 
for pressure-creosoted posts, 


and then come back for more”’ 


SAYS J. D. FOSTER, PRESIDENT 


ROEBUCK GIN AND LUMBER COMPANY, ROEBUCK, SOUTH CAROLINA 


TWO FREE FOLDERS help you build 
sales of pressure-creosoted posts! To help 
you increase sales of pressure-creosoted posts, 
U.S. Steel offers you two free folders which you 
can pass out to fence prospects in your area 
These folders, “Fence Planning Saves” and 
“Fences That Pay,” tell exactly how to go about 
erecting a good fence—from planning to finish 
ing details. 

T hese folders are available from treaters who 
use USS CREOSOTE in treating top quality 
farm fence posts and other lumber. Send in the 
coupon and it will be forwarded to the treater 
nearest you. 


ait 
planning 
SOVes 








“We've been selling pressure-creosoted posts 
for 10 years, and we keep about 300 to 500 of 
them in stock at all times,” continues Mr. 
Foster. “I use pressure-creosoted posts on my 
own farm and I recommend them highly. I tell 
farmers that if they want a good fence—one 
that will really last a long time—they should 
build it with pressure-creosoted posts. Cus- 
tomer reaction has been very good.” 


Agricultural Extension 

United States Steel Corporation 
525 William Penn Place, 
Pittsburgh 30, Pa. 


Please send me information on your merchandising program 
for pressure-creosoted products 

Name 

Address 


City 
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OPPORTUNITY IN CASEMENT SALES SINCE THE INTRODUCTION OF CASEMENT DESIGN 


Product improvement is something that has the con- 
stant attention of Ceco research and engineering. Out 
of it comes many changes that bring bigger profits to 
our dealers. Once in a great while an improvement is 
made that has special significance. Such is the new 
Ceco-Sterling Casement with Integral Fin-Trim. For 
this new product presents a business opportunity to 
dealers equalled only by the introduction of casement 
design itself. You can increase your earnings because 
this new window offers these profit-building advantages 


to your customers: 


installation costs are less than for any other window: 
1. There are no fins or outside trim to attach, for at 
last they are built into the casement, all in one piece. 

2. Rough openings are easy to figure—no complicated 


mathematics. 


Saves in any kind of construction: 

1. In frame construction, siding material can be easily 
applied up to the trim, without other finishing. Fin por- 
tions are punched for quick anchoring with screws or 
nails, 
























NEW CECO-STERLING 
ALUMINUM CASEMENT 
WITH INTEGRAL FIN-TRIM 









+ > x 
Le Pct. 
4d Mullion detail— Shaded area 


Installation with Ceco's Steel 
Casing results in additional 
savings by eliminating cost 
of applying plaster ground, 
corner bead and inside trim. 





shows new window frame 
section incorporating fin and 
outside trim. Mullion design 
has neat interior and exterior 
appearance...also saves 
cost of notching the stool. 





2. In veneer or masonry construction, trim can be 
used as a convenient masonry guide 


3. In solid masonry, fin gives ideal anchorage in stand- 
ard openings 


4. In stucco construction, trim is proper depth for 
framing. 


So be the first to offer builders the new Ceco-Sterling 
Aluminum Casement with Integral Fin-Trim. Here’s a 
fast turn-over item that has builder demand since it 
simplifies installation and offers savings in labor costs 
And note that one stock will accommodate all construc- 
tion methods. This new Ceco Window is available in 
popular types and sizes. A special style has been de- 
signed for use with stucco construction in Western 
states. Wherever you are, plan now to profit by stock- 
ing this improved product. Send coupon for particulars. 


IN CONSTRUCTION PRODUCTS CECO ENGINEERING MAKES THE BIG DIFFERENCE 
CECO STEEL PRODUCTS CORPORATION 


Offices, warehouses and fabricating plants in principal cities 
General Offices: 6601 West 26th Street, Chicago 8, Iiinols 


CECO STEEL PRODUCTS CORPORATION 
5601 West 26th Street 
Chicago 50, Illinois 


Ceco-Sterling Casement with Integral Fin-Trim 





We are a stocking outlet 






Name 


Company 


Address 


City State 


AL 

















Gentiemen: Please send me information about the new 







UNIT LOADS, marked with inventory 
tags, are picked up in the warehouse 
and lowered onto the truck for de- 
livery 


Fork Lift Doubles as Carrier 


Fast service is possible, 
even in 10-foot aisle space, 
with new side-loading fork 
lift truck. Read how the 
Barberton (Ohio) Whole- 
sale Lumber Co., using this 
equipment and two men, 
loads 22 trucks in one day. 


“The fastest wholesale lumber 
service in Ohio” is advertised by 
tarberton Wholesale Lumber Com- 
pany, Barberton, Ohio. The firm 
has loaded as many as 22 trucks 
in one day. The average custom 
er’s truck is loaded and on its way 
in under 20 minutes. Even big 
semis are loaded with as much as 
18,000 board feet in 80-45 minutes 
Yet the yard crew totals only two 
men, 

Mechanization of materials han- 
dling with a fork lift truck is re- 
sponsible for this efficient opera 
tion. At Barberton, it is achieved 
without the usual penalty: space 
wasted in big aisles 

A combination of high stacking 
and relatively narrow aisles make 
it possible for Barberton to store 
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all lumber inside, and it can still 
utilize the speed of mechanized 
materials handling. The secret is 
that Barberton’s operation is 
planned around a unique side-load- 
ing fork lift truck, which can lift 
and carry and work in 10-foot 
aisles. 

Inside storage. Barberton han 
dies a wide variety of lumber, 
building materials, and such items 
as windows and door frames, 
Stocks include redwood, Ponderosa 
pine, white and yellow pine, fir, 
spruce, and oak; flooring, siding, 
paneling, finish, and timbers. De- 
spite the narrow aisle space, the 
company stocks and handles lum 
ber as long as 28 feet. 


Barberton’s storage is all inside, 
in two warehouses approximately 
80x150 feet. Each has eight rows 
of lumber and materials storage 
with four aisles to provide access 
by the side-loader to each row. The 
inside storage greatly reduces 
checking and warping and is prac 
tical because high stacking and 
narrow aisles permit maximum use 
of floor area. 

Since Barberton’s fork truck is 
a side-loader, it does not need the 
wide aisles that an ordinary fork 
truck would. Aisle width is ap 


Mar h 5, 


proximately 10 feet. 

Lumber is stored lengthwise in 
rows. Each row is made up of 
stacks of individual “loads.” Each 
load is made up of a known and 
recorded quantity of the same 
type and size of lumber. Each 
load rests on three bolsters, 2x2s 
or 2x4s placed across the top of 
the load beneath to provide space 
into which the truck’s forks can 
enter. 


Operational procedure. In fill 
ing an order, the truck drives 
down an aisle and pulls up along- 
side a stack containing a load of 
the type, size and quantity of 
lumber desired. Forks are inserted 
above the desired load and all 
loads above the forks are lifted 
off and temporarily stacked else- 
where. Then the truck returns, 
picks up the desired load and car- 
ries it out. The truck returns later 
to replace the displaced load. 

If the order calls for only a 
small amount of lumber, the forks 
are lifted to load height and the 
needed number of pieces is trans- 
ferred to them manually. 

In the yard, the side loader can 
deposit lumber directly on flat bed 
trucks; or if the waiting truck is 
a closed truck, it can position itself 
and its load to make manual trans- 
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CUSTOMER’S TRUCK can be loaded and on its way within 20 minu 


fer of the lumber convenient. the side-loader driver. The other ind fills the next ordet 
Often, orders are assembled in the yard man, meantime, is busy cor Barberton has two large 
yard in advance of the arrival of recting inventory records and, if which travel throughout the 
the delivery truck, then picked up necessary, some of the inventory territory the company serves, mak 
and loaded as a unit in just a few cards attached to each load in the ing deliveri« to «retail vardes 
seconds. warehouse, to reflect the changes Loads, made up of individual o1 
The entire procedure of assem- caused by filling the previous or ders, may total as much as 13.000 
bling an order and loading it on a der. The men usually alternate, board feet. They are usually matt 
delivery truck takes only a minute one driving the truck to fill an up in advance with the 
or two for each separate size and order and then making the nece ready for quick loading of the 
type of lumber included in the sary inventory record change emi when it arri t 


semi 
wide 


ide loader, 


a ( 


minimize 
order and usually requires only while the other takes the truck turn-around time 


ide-loader j also utilized 
e, to take lumber from rail 
© torage 


Dual purpose truck. The side 
loading fork truck combines chat 
acteristics of straddle carriers and 
standard fork lift trucks. It can 
stack like any other fork truck 
and like a straddle carrier ita load 
is carried lengthwise, so long 
loads can be handled in relatively 
narrow aisle 


The truck is equipped with road 
tires, springs, head and tail lights, 
power teering and hydraulic 


brakes, so that it can operate on 
streets and make deliverie 


available with gasoline or 

se] power, in model with 5 o1 

6-ton capac t tandard lift 
height } IZ feet 


Barberton places great stress on 
the speed with which it can fil 
orders and get custome truck 
out of its yard f e of the 
high per-hour co f operating 
highway truck Barberton thu 
saves its customers money by per 
mitting quick turn-around. T} 

fast service along with all-inside 

stored lumber and availabilit of 

timbers and ong lumber wh ! 

many yards don’t atock. is a major 

factor in securing business from 
SIDE-LOADING TRUCK makes it possible for firm to store all lumber | + sin 28 counties in Ohio and three in 
truck can operate in narrow aisles. Truck is fully equipped for city 4 ri Pennsylvania 
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OHI Works at the 


How dealers tie-in to 


the nation-wide promotion 
and how manufacturers are 


helping them. 


Look for help in promoting your 
oun OHI program in the April 2nd 
issue of American Lumbermean. This 
annual Dealer Products File issue 
will carry a apecial new section en- 
titled, “Making OHI Work for You.” 
Among other things, it will tell you 
how to build an OHI information 
hooth and how to inatall an OHI 


window in your tore 


What about Operation Home Im 
provement at the dealer level? Is 
it anything more than talk? If not, 
what are dealers doing? 


The best answer to those ques 
tions is found in a 20-page tabloid 
supplement of the Idaho State 
Journal devoted exclusively to 
OHI. This special edition of the 
Pocatello paper carried the display 
ads of eight local dealers. Several 
were full-page ads and all carried 
the OHI seal 


Pocatello plans. Coleman’s ad 
sold people on the idea that they 
didn’t have to move to a new neigh 
borhood to enjoy the conveniences 
of a new home at their present ad 
dress. They could simply add new 
shingles, siding or garage; add-a 
room, remodel the kitchen or in 
stall a TV room 

Every one of these projects was 
advertised “for as little as” with 
a specific monthly payment men 
tioned in each case. Readers were 
given a chance to clip a coupon 
and check the type of project that 
interested them 


McLelland 
tello, tied in 


Lumber, also Poca- 
with Better Homes 
and Gardens $25,000 home im 
provement contest. Financing and 
before-and-after pictures of the re 
modeling job were added induce 
ments. Bannock Lumber also fea 
tured no-down payment and three 
years to pay. Henderson's ad pro 
moted paint and the firm’s com 
plete planning service. Portneuf 
Lumber also hit paint in their half 
page ad. Anderson played up FHA 
terms and their specific monthly 
payments for suggested home im- 
provements. Pocatello Lumber took 
the back page of the supplement 
to talk about their one-stop ser\ 
ice and list a diversified line of 
products ranging from plywood to 
housewares 
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FREE PLANS for building this OHI 
information center designed by Ameri- 
can Lumberman may be secured from 
the Masonite Corporation 


Direct mail plug. Back east, the 
Bay Ridge Lumber Co., Inc., Brook 
lyn, N. Y., has sent a piece of di- 
rect mail to its homeowner cus 
tomers, announcing itself as local 
headquarters for OHI. A return 
post card gave homeowners a 
chance to name the specific im- 
provement they plan and whether 
they plan to do it themselves or 
whether they need help; how they 
plan to finance the project and 
whether they want personal con 
sultation. Homeowners are offered 


Varch 


a free subscription to American 
Lumberman’s HOME Maintenance 
and Improvement magazine. 

In a Chicago neighborhood, man- 
ager Joe O'Neil of the Andrews 
Lumber & Millwork Co. has been 
named chairman of the local OHI 
program, which will include a 
home improvement contest. Deal 
ers in Grand Rapids, Mich., are back 
of the OHI drive in their city. George 
DeVries, their president, was pic- 
tured in the newspaper with the 

(continued on page 124) 
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Bad eta e's 


You get a HALF-TON MORE TRACTOR in the 
NEW INTERNATIONAL 300 UTILITY 


Stronger front axle, heavier chassis, more rugged power 
train—the new International 300 Utility leads the field 
with up to 1,000 pounds greater built-in weight for strength 
and stamina. The result is better tractor balance for 
work with rear-mounted fork lift, greater traction for 
dozing, rugged strength to stand up under heavy-duty 
loading operation with a half-yard bucket. Big pneu- 
matic tires let you lift or load, pull or push equally well 
on paved or unpaved areas. 


10 speeds forward with optional Torque Amplifier, 
from 1.5 to 16.8 mph... change speed, increase pull- 
power on the go for timesaving fork lift operation 
handling loads up to 4,000 pounds. 


Sales and service near your yord from the 
world’s largest network of tractor dealers. 

fo Look in the classified directory —’ phone your 
IH dealer for a demonstration. For free 
specification folder, write International 
Harvester Co., Dept. AL-3, P. O. Box 7333, 
Chicago 80, Ill 


See Your 


Endless utility! You can equip the 300 Utility with 
rear-mounted fork lift alone, or use combinations 
of equipment such as heavy-duty front loader and 
rear blade (above). For seasonal or special needs, 
you can change to dozer blade, dirt scoop, crane, 
snow plow, and other equipment to cut your yard 


and job costs. 


INTERNATIONAL HARVESTER beater 


International Harvester products pay for themselves in use — McCormick Farm Equipment and Farmall Tractors... 


Motor Trucks... Crawler and Utility Tractors and Power Units 


ButLpDInG Propucts MERCHANDISER 


General Office, Chicago 1, Wlinols 
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REMODELED BUILDING MART, 
right, shows extent of remodeling. Sec 
ond floor loft was converted into a 
home planning studio and office space 
A house was moved to create a park 
ing area 


SHOWROOM displays ome of the 
more than 150 nationally advertised 
brand name products handled by the 


firm 
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Displays 10 Model Homes 
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nder One Roof 


By remodeling its two-story building in- 
to a modern showroom, this Ohio firm now 
displays the equivalent of 10 different homes 


in 19 display areas. 


Designed to show a wide variety of building mate- 
rials in use, DeVille Lumber Co. recently opened its 
remodeled Building Mart to display the equivalent of 
10 model homes under one roof. 


The 27-year-old firm, which operates two yards in 
Canton, Ohio, remodeled the yard at a cost in excess 
of $125,000. A two-story, two-family home adjoining 
the yard was moved to provide space for a paved, 
50-car parking area. 


More than 190 different types of wall and ceiling 
materials are displayed in 19 rooms which include 
two complete model kitchens and four bathrooms. 
A 12-page booklet issued by the firm lists and de- 
scribes the materials used in the model rooms and 
offices. 


Through its home planning studio, DeVille offers 
customers a wide variety of free services which in 
clude blueprints from its library of 2,000 plans, build- 
ing consultation service and estimates, kitchen plan 
ning help, color styling and help in financing new 
homes and remodeling jobs. 


One of the nation’s top lumber retailers, President 
Paul DeVille received the American Lumberman Master 
Merchant Award in 1954. 
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MRS. OHIO OF 1955 snipped the rib- 
bon to open the remodeled Building 
Mart. President Paul DeVille, left, and 
secretary Ray DeVille played host to 
10,000 people during the open house 


PLANNING STUDIO is 
the designing office on 
floor 
able for potential 
contractors 


the 


homeowners 


adjacent 
second 
About 2,000 stock plans are avail 


to 


and 


CUSTOM-BUILT KITCHEN features 


birch cabinets 
a wall refrigerator. A 
kitchen hown 


cabinet 


second 
not 
, gas range 
refrigerator 


and oven 
electri 


built-in appliances 
mode! 
features mahogany 
and 


and 


an 





NEATLY STACKED SHORTS are individually priced at DeVille Lumber Co 
Canton, Ohio. Scattered about, these shorts would create the impression of being 
scraps and customers would expect to get them free 


in the Warehouse 





Stop Selling Short Lengths Short 





Here’s how to merchandise 
short lengths as good lumber 


instead of scrap. 


In the Showroom 


LUMBER BARGAIN SIGN attracts shoppers to the 
shortlengths department at Capitol Lumber Co., Mil 
waukee. Dick Geroux, who is in charge of the depart 
ment, keeps the racks tidy and price marks each 
individual board 
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Every construction or remodeling job—large or 
small—needs short-length lumber, and properly mer- 
chandised these shorties can be converted into long 
profits. 

‘Short Tips’ For Selling Short Lengths, a brochure 
recently published by the Western Pine Association, 
Portland, Ore., is loaded with ideas for merchandis 
ing shorts. The dealer has to make his customers 
aware of the many possible uses of short-length lum 
ber. Here are some of the suggestions the booklet has 
to offer: 


In the showroom a binful, strategically located, 
can help promote short lengths. Every piece should 
be individually marked with its own price. Occa 
sionally, packages of shorts can be made up into 
bundles and sold at a unit price on a cash-and-carry 


basis 


In the yard short lengths should be neatly piled 
and displayed. When shorts are scattered about, they 
create the impression they are scraps and customers 
expect to get them free. 


Tie-in sales with other products can help sell 
shorts, too. Power tools displayed with a package 
of short length lumber might make a good buy for a 
homeowner. Often home handyman plans have a bill 
of materials and the retailer can assemble the proper 
units to go with each plan and sell them as a package. 

During slack periods shorts might be cut up into 
grade stakes, fencing, garden stakes, precut build 
ings, and hundreds of other useful items. Woodwork 
plants can use shorts for door panels, cabinets, sash, 
frames and other shop uses. 

In industry, there is a never-ending market for 
shorts. Random length cleat stock can be used by 
crating contractors and skid manufacturers. Furni 

(continued on page 117) 
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Know how very little 


inventory-space this 
big-selling door takes ? 


Modernfold comes complete in one slim package for fast 
over-the-counter sales 


Here’s downright magic—a profitable 
large item that doesn’t eat up your 
inventory space! MODERNFOLD Doors 
are substantially built with all-steel in- 
terior framework ...they come complete- 
ly equipped with necessary trim. Yet 
they fold into compact packages. 


















MOoDERNFOLD Doors are in big demand 
for new homes and remodeling. Month 
after month, impressive one- and- a-half 
page national advertising pre-sells their 
space saving features, their convenience 
for closet openings, their lifetime quality. 
What an opportunity to get more profits 
out of small inventory space! See your 
MopDERNFOLD Distributor, or mail the 
coupon right away. 



















Attractive kitchen featured in MODERNFOLD national ade—in American 
Home, Better Homes and Gardens, House Beautiful, Living for Young 
Homemakers, Sunset and Small Homes Guide 











A NATURAL FOR "DO-IT-YOURSELFERS” 





MopERNFOLD's low-cost ““Spacemaster” line 
Available in these popular sizes 



































| Fit Opening Width of: Fit Opening Height of 

2’. ~~ 6-6" or 6 -B4" 

x 2’-6" 6'-6" or 6’-6 | 

| ~ ___ 0B" or F-B54"__ 
4’-0" 6-6" or 6-84" or 8-0" 











MODERNFOLD NATIONAL ADVERTISING SENDS PRE-SOLD CUSTOMERS TO YOU 









Everything furnished in one pack 
age. Only a screwdriver is needed 
Homemaker instalis a MODERNFOLO 
Door in less than 30 minutes 
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New Castle Products, Ltd., Montreal 6-1 Germany: New Castle Products, GMBH, Stuttgart 





in Canada 
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as the e 


Maroon and White 
with easel and 
hanger. 24” square. 


you will 
have the 
edge in 
PROFITS 3 You are looking at a 
counter-display that carries 
the keenest array of aluminum mouldings on 
the market. This compact, colorful, well- 
planned Silent-salesman holds 33 sparkling 
samples of a line that speaks of quality. Here 
are just a few of the features that help sell 
ARTRIM on sight: — price — uniformity — 
exciting new shapes — gleaming finish — nail 
and screw holes precision aligned with no 
burrs, or rough edges. There’s a lot to be 
said for ARTRIM but it talks for itself. <€ 
ARTRIM your sales and you're heading for 


A card or call i“ 


will get you one of those attractive display 

panels for your counter, a brand new wall 
EZ, 
y 


a shipload of easy profits. 


chart and catalog. 


A few good distribu- 
torships are open. 
Write for informa- 
tion on territories 
available. 


Citrele No. 32 on Coupon, page 128. 





SLIDE-OUT PLYWOOD RACKS makes customer selection 
easy. System saves time for yard men 


Stores Plywood 
on Edge 


Racks for storing plywood on edge are saving time 
and solving customers’ selection problems at the 
Harris Lumber Co., Providence, R. I. 


“When we had plywood stacked flat,” says Ned 
Hopkins, merchandising manager, “customers were 
always having yard men flip sheets over to ‘find a 
good one.’ With the plywood stored on edge, cus- 
tomers can easily slide sheets out to inspect both 
sides.” 


The racks, which are stacked two high in a shed, 
are made of 2”x3” framing members. Each bin is 
16” o.c., eight-feet long and 53” high to allow suffi- 
cient clearance for sheets. 


To facilitate sliding sheets and to prevent edge 
damage, the bins are lined on the floor and at other 
contact points with hardboard. Bins are plainly 
marked for storage of sheets of different thicknesses. 


Plywood goes into the racks as soon as it is deliv 
ered to the yard. Hopkins says there have been no 
complaints by customers about warping. Because 
they are fast moving products, sheets are not in the 
storage racks long enough to warp. 
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CURTIS 


is your profit name in windows... 


¥ 


because Curtis Silentite windows 
offer a powerful sales tool to Curtis 
Woodwork dealers—it’s a complete guar- 
antee as to materials and workmanship! 


becauSée@ since 1916, Curtis windows Wy ‘ iit ahs biddd 
and woodwork have been advertised eee iii Ts; 
consistently in the big national magazines . 
reaching millions of home owners. You 
don’t have to sell customers on quality! 


because Curtis offers you a com- 
plete line of Silentite windows for every 
purpose— windows that fit any type of 
home—any type of wall construction. 


because Curtis Silentite windows 
come as complete units —ready to install, 
saving the contractor’s time and costs 
—lowering the home owner’s costs, too! 


because Curtis works shoulder to 
shoulder with you in creating more sales 
and profits from Curtis windows and 
woodwork... providing you with effective 
point-of-sales materials...passing on the 
names of live prospects in your area, 
supplying literature and sales promotion Curtis Silentite double-hung windows are unsurpassed for 
aids — PLUS active selling help. operating ease and weather-tightness. They are self-adjusting 
with the famous patented “‘floating’’ weatherstrips. 


i8es 
CurtiS fem 


woooworRk t WAU 
siLENTITE] es 


the Insulated window mpi 


Curtis dealers handle Curtis Silentite 
windows and woodwork for only one good 


, ; ' ; Curtis Silentite Convertible win- Testa sl that C Sile . 
reason — it pays them in profits! Shall we ‘ ‘ ; ar ded wey urtis Silentite 


; ‘ C ’ dows offer unlimited flexibility casements are so weather-tight 
send you comple te details of the Curtis answer every window need. They they can save up to 17% of fuel 
merchandising plan? Just write us—soon! come with Zytel nylon hardware. costs over ordinary casementes 


SvVUATIS WOODWORK meart of the Heme 
CURTIS COMPANIES SERVICE BUREAU 


Clinton, lowa 

A Department of Curtis Companies Incorporated 
Clinton, lowa © Wavseu, Wis. © Chicago, lil. © Sioux City,lewe © Lincoln, Nebr 
Topeka, Kans. © Minneapolis, Minn. © New London, Wis. © Scranton, Pa. * Oconto, Wis. 
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REMODELING IS PUSHED by this billboard in front of the showroom 


Notice 


the emphasis on time payments on the right 


A Philadelphian's story: 





Grosses $500,000 from Small Contractors 


Have you wondered 
about the trade secrets of 
selling to remodeling con- 
tractors and homeowners in 
a price-conscious region? 
Here’s how the Peter Lumber 
Co. does it. 


What are the methods that en 
able the Peter Lumber Co., Phila 
delphia, Penna., to earn a much 
better than average net profit on 
a $500,000 annual gross by selling 
only to small contractors and 
homeowners ? 

“We all have lumber to sell,” ex 
plains Albert Stephen, “so the 
only other business ingredients we 
can capitalize on are product 
knowledge, courtesy and customer 
service.” 

While sales volume for many 
yards lags seasonally, the Peter 
Lumber Company’s income re 
mains constant all year even 
though they are located in a price 
conscious, price-cutting metropol 
itan region. Here’s how they do it: 


Jobbing Contractor Services 


ASSIGNING JOBS: “We prefer 
to sell to small, jobbing contrac- 
tors rather than large contrac- 
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tors,” says Al, “because their jobs 
are not subject to weather condi- 
tions. Their interior remodeling 
work goes right on through the 
winter months which helps keep 
our sales up.” 

The firm works with 100-150 job- 
bing contractors. Whenever a re 
modeling request is presented to 
the yard, the firm recommends a 
contractor whose training and ex- 
perience fits the job. The work 
assignments are passed around so 
each contractor gets a fair share. 


MERCHANDISING HELP: “We 
find that our contractors are ex 
cellent mechanics,” says Al, “but 
many are slow on general engi 
neering, layout and merchandis 
ing suggestions for the customers. 
Therefore, we will help the con- 
tractor design their remodeling 
projects and work up a rough 
drawing of the projects to help 
them sell their customers. 


SHOWROOM USE: “We have 
tried to arrange our showroom to 
exhibit as many products as pos- 
sible in-use. We tell our contractor 
customers that the showroom is of 
little use to us unless they use it. 
They are constantly advised to 
bring in their customers to look 
at the displays and materials. 
Many of our contractors do this, 
and then we help them base their 


job estimates on the materials the 
customers pick out,” he says. 

CONTRACTOR ACCOUNTS: 
About 80% of the firm’s volume is 
carried on open charge accounts 
with contractors. These are called 
courtesy accounts. A discount of 
2% is allowed if payment is made 
within 10 days from the date of the 
purchase providing the sale is 
more than $100. 

“If a contractor asks for an ex 
tension of time on paying a bill,” 
says Al, “we generally are agree- 
able. However, we try to make sure 
that our contractors maintain a 
good credit record to protect both 
ourselves and them.” 

DELIVERY POLICIES: “We 
never kid anyone on deliveries. If 
we promise a delivery and find we 
can't make it, we immediately call 
the customer. We explain why the 
delivery cannot be made and offer 
them an opportunity to cancel the 
order if they desire. The custom 
ers appreciate the explanatory 
call and usually tell us to make the 
delivery when we can. 

“We try to treat our customers 
alike on all service policies, but 
we make an exception in the case 
of giving delivery priority to work 
ing contractors,” says Al 

COMPLIMENTARY MAGA 
ZINES: The company sends out 
free subscriptions of a national 
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CUSTOMERS are cordially greeted at 
the billing counter which doubles as a 
display case for glass block, paint 


















brushes, tools and other specials 


and Homeowners 


builder magazine to all its contrac- 
tor customers as Christmas pres- 
ents. 


Consumer Customer Services 


PERSONAL JOB CATALOG: 
When a consumer customer in- 
quires about a remodeling job, the 
salesman first gives him an im- 
printed folder. The folder contains 
a welcome letter that tells about 
the firm’s products and services. 
It also contains a copy of the 
American Lumberman’s HOME 
Maintenance and Improvement 
Magazine. 

All product literature and esti- 
mate sheets on the customer’s job 
also go into the folder. “The cus 
tomer ends up with a personal cat- 
alog on his own remodeling proj 
ect,” says Al. 


JOB CONTROL: “If a consumer 
customer wants us to control a job 
for him, we will oblige. We will do 
the engineering and layout, help 
him select the materials, assign a 
contractor and finance the proj- 
ect.” 

FINANCING: The firm offers 
customers the use of Peter’s Pay- 
ment Plan which involves an ABC 
or FHA Title I loan on remodeling 
projects. 

“We always tell customers that 
the service charge for financing 
a project is the same on $50 as on 
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PERSONAL CATALOG is prepared within this folder for 


each customer's remodeling project 





A welcome letter and 


a copy of HOME Maintenance & Improvement Magazine 


goes in first 


200,” adds Al. “If they want to 
finance a small amount, we explain 
that they can have a larger job 
accomplished and thereby finance 
a larger amount to escape the ex- 
orbitant rate charged for small 
financed deals. 

“If a customer should pay cash 
on a purchase over $100, we im 
mediately grant him our 2% dis- 
count. Customers like this sys 
tem.” 

PRICING: “We use piece prices 
on lumber because that’s the way 
the consumer customers want it 
We also follow Art Hood’s com 
pensatory pricing techniques, 
which I like to define as ‘an ade 
quate return for materials and 
services rendered.’ 

Employe Training 

“IT found myself in a hospital 
for several weeks once,” continued 
Al, “and our sales dropped off 
rather badly. Thus, I learned the 
hard way that I was carrying too 
much information in my head. On 
my return, I started a project of 
preparing price books for each of 
the salesmen and conducting regu 
lar sales meetings.” 

PRICE BOOKS: The firm’s price 
books are prepared alphabetically 
and list all materials and prod 
ucts. Code symbols are used to 
show the consumer and contractor 










prices and the source of supply is 
listed for each item. 

SALES TRAINING: Sales train 
ing meetings are conducted at 
least quarterly. The meetings are 
also considered “gripe sessions” 
where employes can get problems 
off their chests. Each salesman is 
required to attend various train 
ing schools conducted by associa- 
tions and manufacturers All 
sales personnel receive copies of 
the American Lumberman at their 
homes. The magazines are paid 
for by the company as a sales 
training aid for their employes 


How They Advertise 


The Peter Lumber Co. spends 
1'44-2% of its gross income for 
advertising. The budget is spent 
on regular advertising in three 
newspapers, three local telephone 
books, direct mail to new custom 
ers and bus signs. 

The firm uses a bus-side adve 
tising sign which costs $70 per 
month. The sign, 3'-4"x4', is seen 
by 125,000 people per month, ac 
cording to the bus company. The 
sign features the name, address, 
motto and hours of the company 

The Peter Lumber Co. is part of 
a seven-yard chain which operates 
in Philadelphia, Wyncote, Sirens 
ford and Columbia, Penna., and 
in Pleasantville and Egg Harbor, 
N. J 
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YOUR AD OF THE WEEK 


(FOR YOUR AD-IDEA FILE) 





No. 54 of a Series 


“SPRING FIX-UP" —NRLDA Calendar Theme 


“In March, stress products for repair of winter 
wear and tear,” says the 1956 Advertising and Mer- 
chandising calendar, prepared jointly by National 
Retail Lumber Dealers Association and Saturday 
Kvening Poat. In our suggested ads below, we've 
expanded the theme to include timely “outdoor” 


merchandise. 


YOUR NAME OR SIGNATURE CUT HERE 


Spring FIX-UP specials 
FOR HOUSE...LAWN...GARDEN 


| Your Best Buy! 
(BRAND) 


PAINT 








GARDEN TOOLS 


“y 


Se 1, 
a, ON | 
wey: 
Wx a 


aera 


YOUR NAME 











If you have the complete set of ADservice mats, 
you have a wide choice of illustrations which can be 
substituted for those shown. ADservice offers dealers 
a group of 254 top-quality mat illustrations for a year 
‘round campaign. Write American Lumberman for 
free book giving complete information. 


Left: 3 col. x 14 in. ad Right: 2 col. x 13 in. ad 


using ADservice mats nos using ADservice mats nos 
24, 160, 43, 161, 55, 56, 44, 144, 26, 34, 35, 54, 250, 155, 
15 252 


“ve 


YOUR NAME OR SIGNATURE CUT HERE 


It’s Time to Start Your 
Spring FIX-UP Jobs! 


(BRAND) 


PICKET 
FENCE 





‘00 


PY YOUR NAME | 


J 
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finest quality... 


Ong | 
ee 


nie an sara 
A cmrepemmmentiy tlta 
ee 


> Taig 


me 
7 te 
Sai 
een 
te lie eee 


senna io 
“ieee. Senet ow. ™ 
satis ere 


CERTIGROOVE 
CEDAR SHAKES 


wumBer@ @ crave C ERTI -§ PLIT 


100% Ldge-greie 100% ; 
Teese emtons proved shakes hove bese processed rom Handsplit Red Cedar Shakes 


CERTIGRADE meres ¢ Comme haat 30 1 w hata 
Red Ceda' te tt a te a NUMBER 1 GRADE 
RED CEDAR SHINGLE BUREAU 


o.oo oe 
—> 66 These shekes meet off quelity requirements fer 


hendsplit red coder chokes os extablished by 
RED CEDAR SHINGLE BUREAU 


1007 Heartwood 


SOE OE Seemeent O8T Geemew tine 10 OTE! dee Tet Geert 

SC ener wT ETS OF COmmIRCe Tiemeene CE Do) fen te 

C1008 Ceemtels a6 hbetE OF Ot eireetOteT © Comment 
Sosorncron 06 


CEDAR SHINGLE BUREAL 


DEMAND SF LABELS 


Only red cedar shingles, machine-grooved shakes and handsplit shakes that have 
passed the strict Red Cedar Shingle Bureau inspection for grade may carry these 
labels. This inspection is a service that costs you nothing. Make certain 
you feature only the brands that offer you this extra measure of | 
protection. Look for the labels under the bandstick or on 
the carton — Certigrade, Certigroove, Certi-Split. 


RED CEDAR SHINGLE BUREAU 


5510 White Building, Seattle 1, Wash. + 550 Burrard St., Vancouver 1, B.C 
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SIDING SOFFITS AND GABLES 


In lapped, grooved and plain styles. Workability of Harborite makes it 
Lasts longer, looks better! easy to cut to irregular shapes. 





BOATS INTERIOR PANELING 


Rugged P.T. boats are made of For rooms that get hard wear. Ideal 
Harborite...ideal for all marine uses. in dens, playrooms, clubs, etc. 


HARBORITE 


the miracle overlaid fir plywood—super-resistant to wear, weather and water 


SIGNS AND DISPLAYS KITCHEN CABINETS AND BUILT-INS 


Tests prove Harborite superior to Finishes beautifully for cabinets, 
aluminum, steel, fiber-glass, etc built-ins, doors, paneling, etc 








CONCRETE FORMS INDUSTRIAL USES 


Lowest cost per-foot-per-use. Re-uses Resistant to abrasion and chemicals. 
run 30 to 40 per panel. For truck bodies, freight cars, etc. 











———————— = 
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HARBORITE 


AVAILABLE IN UNLIMITED QUANTITIES...AND REDUCED 20%* 
NOW COMPETITIVE WITH FINEST MARINE TYPE FIR PLYWOODS 


For fifteen years, production of Harborite, the lumber 
industry's first and finest overlaid fir plywood, has 
gone almost exclusively to the United States Govern- 
ment for the production of P.T. boats and landing 
craft. Now, new production techniques makes Har- 
borite available in unlimited quantities for civilian use 
at a warehouse price reduced approximately 20° 
(prices vary slightly depending on area.) This super 
strong, light-weight, structural panel has miraculous 
weather-proof, split-proof, check-proof qualities. 


*warehouse prices... vory slightly in each market. 


Harborite's hard, smooth, grainless face is the perfect 
paint-holding surface; grain-raise problems are mini- 
mized. Harborite is str mger than steel 
tant 


super resis 
to wear...and impervious to weather and 


moisture. Harborite will last a lifetime. These large, 


lightweight panels are easy to handle, wonderfully 
easy to work, Use of Harborite cuts time and labor 
costs to the bone! Cuts paint costs too! Harborite’s 
absorption resistant surface uses less paint yet paint 


finish lasts longer ... looks better! 


1. Only select Douglas Fir veneers are used in Harborite 

2. Core veneer strips are machine-edged and butted tight. 

3. All solid wood —no core voids —no flaws. 

4. Harbor-developed waterproof glue makes a permanent weld 

5. Core panels are rehumidified to minimize warping and grain-raise 


6. Harborite’s resin-impregnated overlay makes a perfect paint-holding surface. 


HARBORITE ~ 


... from the Royal Family of Pliywoods! 


HARBOR PLYWOOD CORPORATION, Aberdeen, Washington 


Sales Offices and subsidiaries in... 


ABERDEEN, Washington, P. 0. Box 940, Phone 221 
ATLANTA, Georgia, 1161 Ridge Ave., SW, LA 0215 
CHICAGO, lilinois, 1444 W. Cermak Rd., CA 6-0134 
CINCINNATI, Ohio, 511 Baymiller St., MA 1-2797 
HOUSTON, Texas, 303 St. Emanuel St., CA 7-824] 


INDIANAPOLIS, Indiana, 1001 E. New York St., ME 7-3434 
JACKSONVILLE, Florida, 2355 Dennis Street, EL 4-8229 
LOS ANGELES, California, 235 South Alameda St., Mi 1854 
SAN FRANCISCO, California, 3095 Third St., VA 6-241] 
SEATTLE, Washington, North 34th & Fremont, EV 2228 
TAMPA, Florida, 802 No. Rome Ave., Phone 8.1868 
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LUMBER COMPANY 
WACORPORATED 1991 
ABERDEEN, WASHINGTON 


Manufacturers ond Distributors of 


WEST COAST WOODS 


Douglas Fir, Hemlock, Cedar, 
Pine, White Spruce 


AND SHINGLES 


Each office of Twin Horbors 
is geored to provide fast, 
experienced and complete 
information regarding place- 
ment of your order, 


BRANCH OFFICES 


CALIFORNIA 
Eureka 
Menlo Park 
Los Angeles 


OREGON 
Portland 


NEW YORK 
New York City 


MASSACHUSETTS 
Medford 


_—— 


ax. en 
yf MAIL THIS >, 
/COUPON TODAY!S 


/ TWIN HARBORNS LUMBER COMPANY 
ABERDEEN, WASHINGTON 
I'd like proof of your qvelity end serv. 


lee, Send nome, oddren of my neorest 
Twin Herbert wholesoler or salesman. 
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Manufacturer News__ 


. 


<.. 
oo OR 


HYDRAULIC LIFT mounted on an International 300 utility tractor does a quic 


job of loading prefabricated house 
attachments, tractor 
smoothing, excavating 


retail lumberyard 


and other 


Universal Atlas Cement 
Expanding Facilities 


New construction underway at 
Universal Atlas Cement Company’s 
Hudson, N.Y., plant will increase 
the production and shipping capac- 
ity there by about one-third. Ac- 
cording to the announcement by 
Charles B. Baker, president, com- 
pletion of the program is expected 
about mid-1957. The firm, a sub- 
sidiary of United States Steel, also 
has an expansion program under 
way at its Leeds, Ala., plant and at 
its production facilities at Fair- 
born, Ohio, Buffington, Ind., and 
Milwaukee, Wis. 





COMPANIES ANNOUNCE 





Kyanize Paints, Inc. has re-elected 
Austin H. Gibson as vice-president 
and general manager, and has also 
made him a director of the firm 


Dexter Industries, Inc. has an- 
nounced two promotions: G. L. Sittser, 
executive vice-president and member 
of the board of directors and J. Pres- 
ton Miller, assistant treasurer. 


Atlas Plywood Corp. has appointed 
John M. Rae director of management 
services, . . . According to Robert A. 
Muller, president, the appointment 


partitions 
can be used for loading and unloading materials 
earth-moving jobs for building contractor and 


interchangeable 
grading, 


Equipped with 


position in the 
and expansion 


creates a new staff 
firm’s reorganization 
program. 


Crown Zellerbach Corp. has _ pur- 
chased the Waxide Paper Co. with 
ner in Kansas City and St. Louis. 

‘axide will be operated as a division 
of Crown Zellerbach. 


Standard-Toch Chemicals, Inc., has 
named Edward M. Howard as sales 
manager of the trade sales div... . 
Howard has been with the firm ten 
years, most recently as district sales 
manager, 


Olin Mathieson Chemical Corp. will 
build a $90 million integrated alumi- 
num plant in the Ohio River valley 
near Clarington, Ohio, reports Thomas 
S. Nichols, president. 


Kawneer Co., Niles, Mich., has made 
Irving R. Seely, administrative vice- 
president, a member of its board of 
directors. 


Stran-Steel Corp. has named C. V. 
Blackburn vice-president, reports 
Charles LeB. Homer, president. 


McCann-Erickson has appointed 
Reginald E. Gilbert sales promotion 
supervisor for the Owens-Corning 
Fiberblas group. 


Casings, Inc. and Drywall Trim, 
Inc. appointed William G. Wollaeger 
to their sales divisions. Both firms 
produce metal trim for the construc- 
tion market. 
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big promotion 
sells this great name in 


birch flush doors! 


\S Seen) ip 


or \Norie’s Better Homes 


ThA (vara Ws 


< 


and Lardens 


Four color advertising in Plus every merchandising 
America’s greatest home magazine help to get your share 


This advertising goes direct to the biggest group of lo tap big sales for yourself, just use the FREI 


f 
residential buyers in all America a market 4 million 


aids. They re ready to us 


strong all willing and able to buy what you sell check Ou can cash 





They're pre-sold and stay sold. Only 


Atlas Plywood doors are quality con 


wolled from American forest to finished Atias Plywood 
product 


Sell the door that gives you and the final CORPORATION ‘ 
user more. Order your complete Atlas FROM AMERICAN FOREST TO FINIGHEO PRODUCT 4 


ak { promoton kit 1 v. Writ Jepr 
Plywood pr ‘ . ’ e De P Boston 16, Moss. Distribvtors in oll principal cities 4 
Pp P 


’ 
AM 3, 1432 Statler Bldg., Boston 16, 
Massachusetts 
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COMPANIES ANNOUNCE 


Consoweld Corp. has appointed 
James J. Pizak special project sales 
representative reports J. A. Davies, 
sales manager 


Sherw'n-Williams Co. has named 
David W. Drummond southwestern 
regional director, succeeding the late 
A. W. Everett, according to A. H 


jurt, vice-president 


Jaeger Machine Co., Columbus, ha 
appointed J. D. Anderson general sales 
manager, succeeding J. H, Yearling, 
now director of market promotion. 


Russell & Erwin and Corbin Cabinet 
Lock Divisions of The American Hard- 


ware Corp., named Orlando J. Manochi 
advertising manager, according to 
C, W. Bostrom, corporation advertising 
director 


L.O.F. Glass Fibers Co. has pro- 
moted D. W. Lyon to general sales 
manager of the Textile Div., reports 
J, M. Johns, vice-president. Lyon suc- 
ceeds C, F, Hegg, who heads a new 
automotive sales division. 


Signode Steel Strapping Co. ap 
pointed Joseph F. Beckman assistant 
director of sales and manager of steel 
industry sales. Beckman, who has been 
with Signode since 1925, has been dis- 
trict sales manager of the New Or- 
leans region since 1950, 


Roach & Musser Co. of Muscatine, 
lowa, has anncunced the election of 


LUMBER PRODUCTS 


SAN FRANCISCO 4, CALIF 


2060 leletype Sf 


starts in the forest and 

continues through manufac- 
ture, seasoning, grading and 
shipping. TW&J's balanced 


Coast lumber products — 
a convenient one-call 
service for lumber buyers. 


P ¢ Box 74 
STOCKTON, CALIF 
HOwerd 4 636) let 
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Roach as president, succeed- 


Tipton. 


tobert L. 
ing the late A. R 


Gypsum Co. has elected 
John W. Brown senior vice-presi- 
dent in charge of marketing and 
named him a director of the company 

Wade W. Hildinger succeeds Brown 
as vice-president in charge of general 
sales. 


A. R. Tipton, president and general 
manager of Roach & Musser Co., died 
November 1. In addition to heading 
Roach & Musser for many years, Mr. 
Tipton was one of the organizers of 
the National Woodwork Manufacturers 
Association and Ponderosa Pine Wood- 
work and served as a director and an 
officer of both organizations. At the 
time of his death he was treasurer of 
the former organization and also 
chairman of the American Lumber 
Standards Committee. 


National 


Pittsburgh Plate Glass Co. chair- 
man of the board, Clarence M. Brown, 
announced his retirement at a recent 
directors’ meeting. He was elected 
honorary chairman and will continue 
to serve as a member of the board. ... 
Harry B. Higgins, president since 1944, 
succeeds Brown as chairman and 
David G. Hill, vice-president, was elec- 
ted president. Ralph V. Reisgen has 
been made vice-president in charge of 
glass manufacturing, succeeding Hill. 


William F. 
Wood-Mosaic Corp. 
president of Parkay, Inc., died sud- 
denly at his home in Louisville, Ky., 
December 14. Mr. Franket had been 
a noted figure in the lumber industry 
for many years. He was credited with 
helping to develop the type of hard- 
wood flooring used in the White House, 
Buckingham Palace, the National Art 
Gallery in Washington and other pub 
lic buildings. 


Franket, secretary of the 
for 37 years and 





HONORING his 25 years as president 
of Huttig Sash & Door Co., Roy R 
Siegel was presented with a bronze 
plaque by officials and plant managers 
at the firm’s annual management con 
ference in St. Louis. Presentation was 
made by Lynn G. Barnard, president 
of Memphis Sash & Door Co., a Huttig 
subsidiary 
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‘‘Miracle Model’’ "epbieshiil 


Overhead Garage Door In 
Two Beautiful Styles 














® CURVED TRACK AND 
BRACKET Pre-assemblied 
—forms keystone” for taper 
mounted track, 





@ TRACK ANGLE SUPPORT 
F jes strong, long-life 


} 
; 











STYLE TNS—5 SECTION STYLE TF4—4 SECTION 


A new high in “looks” and performance...a new low in price! That's 
the “Miracle Model” by Frantz, in two styles, with enough features to 
make it the fastest-selling sectional overhead garage door in America! 
Lighter in weight, the new model comes in a compact shipping con 
tainer, with taper-mounted tracks that nest for easy handling and stor 
ing. Faster to install, the kiln dried door sections are pre-bored for easy 
assembly by anyone, and bolted for greater strength, longer life! Easy 
spring adjustment for feather-light opening and closing. The two style 

No. TF4, four section, and No. TNS, five section, are both available in 
8’ x 7’ and 9’ x 7’ sizes. Only 642” headroom clearance required, All 
newly designed, zinc-plated hardware with new type hanger roller 

Act NOW! Install, sell, feature...the new Frantz “Miracle Model 


WIRE OR WRITE TODAY SURE FOR COMPLETE DETAILS 


FRANTZ MANUFACTURING CO. 


STERLING, ILLINOIS 
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Hardwood School 


More than a score of applica- 
tions had to be turned down for 
the National Hardwood Lumber 
Association’s 17th Inspection 
Training School at Memphis, 
which began February 15. Appli- 
cations are handled on a first-come 
first-served basis and early closing 
of registrations indicates the de- 
sirability of the instruction pro- 
vided in the five-month course. The 
association urges early application 
for the 18th term which will begin 
September 8. 


Morgan Expands 
Organization 


An expanded sales promotion pro- 
gram has led Morgan Co. to estab- 
lish new merchandising and adver- 
tising divisions in Oshkosh, Wis. 
William D. Sawler, director of mer- 
chandising and Roger A. Swanson, 
director of advertising, head the re- 
spective divisions, which will op- 
erate in conjunction with the sales 
division. Newly completed quarters 
at Oshkosh include an attractive ex- 
hibit room for display of the firm’s 
products. 





Why b 


materials the hard way... 


has EVERYTHING 
a PLYWOOD DEALER COULD WANT 


When you buy supplies from WETNA... 


YOu gel GRADING that gives you a full measure of value for your 
plywood dollar. When you buy an “A” Grade plywood 
panel from AETNA you can be sure it more than meets 
“A” Grade specifications. 


Gon get SERVICE from unusually well trained salesmen who save 
you money in recommendations whenever they possibly 
can. These men work hand in hand with our technical 
staff to assist you in the solutions of problems relating 


to plywood. 


you get WIDE SELECTION from AETNA’S unexcelled broad range 


of plywood products. . . 


any species, grade, size or 


thickness — in any quantity and at fair cost. AETNA‘s 
great warehouse capacity can provide quickly the plywood 
that is best suited to your requirements. 


No one has had more experience in the distribution of plywood for 
every purpose. Nowhere else can your dollar buy so much in plywood 


quality and customer satisfaction. 


We Will Quote on One Panel or a Carload 


AETNA PLYWOOD & VENEER CO. 


1732 N. Eiston Avenue, Chicago 22, lilinois 


ARmitage 6-7100 


BRANCH WAREHOUSES: Detroit, Grand Rapids, indianapolis, 


Peoria, Rockford. 


MILWAUKEE PLYWOOD CO. Milwaukee 4, Wis. 


Branch: Wausau, Wisconsin 


HEADQUARTERS 
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Varch § 


COMPARTMENTED bathroom shown 
at the NAHB convention by St. Regis 
Panelyte. Area for the man of the 
house has panelyte vanity in gray 
pickled limed oak. Postformed medi- 
cine cabinet and mirror in black pic 
kled limed oak panelyte matches slid 
ing doors of nearby closet 


Record Year for J-M 


Johns-Manville’s sales volume 
established a new high record in 
1955 for the sixth successive year. 
Its Canadian mines total produc- 
tion of asbestos fiber also set an- 
other all-time record in 1955. In 
announcing the 97th anniversary 
report, L. M. Cassidy, chairman of 
the board, added that the firm’s 
continuing expansion program 
promises a favorable record again 
in 1956. 


Two different pulls for new Yale 
sliding door hardware line: left, 
small finger pull with small rim; 
right, a larger escutcheon pull. 
Designed for quick, easy, low-cost 
installation, the hardware is pro- 
duced in two groups, the Costsaver 
for doors of 75 pounds maximum 
weight and De Luxe for doors with 
a maximum weight of 100 pounds. 
Heavy-gauge aluminum tracks, 
heavy-gauge steel hangers and 
nylon wheels permit sliding doors 
to glide smoothly shut with a light 
touch. 
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For the sash you make or bu ys 


Use “PENNVERNON”... 





not just “window glass’ 


a hee E THE GLASS in the sash this workman is installing. 


fine visional qualities, its smooth finish and high cle ure 
See the distinctive label in the corner of each light. 


clarity, its even, smooth surface and its freedom from dis 
That label is your assurance that this is Pennvernon" 


“window glass at its best.” contractors, builders and homeowners 


Whether you buy sash already glazed or glaze your own For more information on Pennvernon, contact your 


sash. be sure to insist on Pennvernon Window Glass—and 


jobber or write Pittsburgh Plate Glass Company, R 
look for the distinctive label on every light. Pennvernon’s 


6120, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa 


Pennvernon Window Glass 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 


oon 


FIBER GLASS 
PITTSBURGH PLATE GLASS CH eee 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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when you Install 


MULTIPLEX MERCHANDISERS 


“a kasae 


These modern merchandisers provide the most effective way 
to show samples of flat merchandise such as panelling, roof- 
ing, siding, wall and floor coverings, and other specialties 
right up front where customers can make their own com- 
parison and selection, Full-size sample doors can be dis- 
played by attaching simple pivot brackets, top and bottom. 
The space required for a typical Multiplex installation is 
shown by the drawing below. 


Mail the coupon today 
ond get complete in 
formation on the many 
sizes and types of Mer 
chandisers that will 
help you multiply your 





ULTIPLEX DISPLAY FIXTURE CO, 


907-917 North 10th Street ° St. Louis 1, Missouri 


Please send a tree copy of your Display Equipment Catalog 
NAMI 
COMPAN 
ADDRE 


CITY AND STATI 
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National Ads Highlight 
Curtis Promotion Campaign 

Curtis Companies, Inc., has announced an enlarged 
advertising and sales promotion campaign featuring 
ads in national home magazines, builder and archi- 
tectural publications. 

Curtis Woodwork’s national advertising has been 
appearing since 1916. The 90-year-old millwork firm 
was among the first of the building material manu- 
facturers to use this medium and for 40 years its ads 
have stressed the retail lumber and building mate- 
rials dealers as headquarters for building and re- 
modeling ideas and product information. 

C. R. Hunsicker, marketing manager, says Curtis 
is providing many new merchandising aids for deal- 
ers to cash in on the firm’s ad program. He expects 
“1956 will be a good year for lumber dealers, but 
also a very competitive year—when selling will count 
heavily toward volume and profits.” 


Whitehall Kitchen Corp. Expansion 

An accelerated expansion program and a new plant 
promise to add strength to the anticipated record 
sales year of the Whitehall Kitchen Corp. and its 
Custom Packaged Kitchen Concept. Completion of 
the firm’s modern two-story plant, adapting new 
techniques in automation, is expected in April. 


Ruberoid Reports Record Sales 


Highest net sales in the company’s history were 
reported by Ruberoid Co. for the year ending December 
31, 1955. The firm, a leading producer of asphalt 
and asbestos building materials, expects that dollar 
volume of new construction in 1956 and the repair and 
modernization market will “favorably affect the market 
for Ruberoid products.” 


Marsh Wall Sales Conference 


A week-long sales conference of Marsh Wall Prod- 
ucts, Inc. was held January 9-13 at Dover, Ohio. Speak- 
ers included Paul B. Shoemaker, vice-president, Mason- 
ite Corp., Arthur A. Hood, American Lumberman 
editor and Paul DeVille, president of DeVille Lumber 
Co., as well as executives of Marsh Wall. 

Although the compeny’s present facilities are almost 
50 times the size of the original plant of 25 years ago, 
“we're not complacent about our position as leaders in 
the industry,” V. R. Marsh, executive vice-president, 
told his sales organization. He added that the company 
has a strong and active research and development de 
partment bringing out new products. 


SPEAKERS at Marsh Wall sales conference included J. J 
Marsh, general sales manager; Paul DeVille, past president 
of Ohio Lumber Dealers Association: A. A. Hood, American 
Lumberman editor and V. R. Marsh, vice-president 
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SUILDING 


Air penetration proves 
no need for building paper 


For basic economy in 


Sheathin 


Its different ! 


When a builder eliminates a dozen costly details — with 
better end results —he is getting basic economy. This is 
Homasote economy. The Homasote Handbook — Page 28 


—Says 


“For real economy the “42” (Homasote) is the right ma 
terial for all types of finished exteriors-—such as brick 
veneer, siding, clapboard, or stucco. If the builder uses the 
Big Sheets in the proportion of one-third 8’ x 14’s and two 
thirds 8’ x 12’s, he will find that he comes out with no waste 
at all. The cutouts from windows or doors may be used as 
closet ceilings, plaques, soffits of stairwells, as well as ex- 


terior soffits.” 


With the Big Sheets, racking tests by independent labora- 


HOM ASOTE COMPANY 


*< WALL COVERED 


Wa THERPROOF 


1 '( HOMASoTE 


INSULATING. BUILDING 


BOARDS 


1M SIZES UP TO 
7 
8'x 14 


~IN A WIDE Vani 
ry 
OF FORMS AND THICKNESSES 


WITH HOMASOTE 





NOMASOTE COMPaNy 
ENTON 3, NEW sEesey 
1 Qeetty Praducn Sone boge- 


tories show there is no need for corner bracing. Weatherproof 
Homasote needs no building paper, as the air penetration 
tests above demonstrate. Homasote knew-hew reduces material 


and labor costs 


The famous One-Man Sheathing, in V-grooved 2° x 8 
panels, is another Homasote sound building value 


The Homasote Handbook gives you the right answers tw 100 
construction problems. We have confidence in its basic value 
in both product See our 


\ products 
the 
without cost | f 


in 
=z 
—— 


Homasote is different — 
and know-how 


May we send you a Copy 

or obligation? Kindly address your inquiry iyi 
| | 

to Department C-16 l 


MATIONAL 
HOUSING 
canter 


Watwingion. 6 ¢ 


TRENTON 3, NEW JERSEY 


Propucts MERCHANDISERS 
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How 
AF ay ‘ Bie, 7. 
/ MA TACKERS 


Save TIME, LABOR & MONEY 
for ALL-AROUND FASTENING 
BUILDING INDUSTRY 


T-32 at Sioux Falls, 


GUN TACKER February 8-9. 
FAST! COMPACT! |The 1956 con 


USED WHERE LIGHTER vention was 
’ dedicated to Pat 


SHORTER STAPLE IS NEEDED. J. Quirk, long- 
ime representa- 
tive of the South 
Dakota Cement Quirk 
Plant, honoring him for his years 
of service to lumbermen. 

New officers elected at the con- 
vention were: R. F. Kelly, presi 
dent; Floyd Hurd, vice-president 
and K. J. M. Benz, secretary- 
treasurer. 


Tite ails 
1956 DEALER 
CONVENTIONS 


SDRLDA—Sioux Falls 


The 37th annual convention of 
the South Dakota Retail Lumber 
men’s Associa : 
tion was held 


7 1-50 
4 GUN TACKER 
} POWERFUL! VERSATILE! 


USED WHERE HEAVIER, 
LONGER STAPLE IS NEEDED. 


NLA—Minneapolis 


Northwestern Lumbermens As- 
sociation held its annual conven- 
tion January 17-19 in Minneapolis. 
: Delegates from the upper midwest 
” Rls and Canada, enthusiastic in their 

a Ky praise of the business program 

aN and exhibits, called it the most 
successful convention in NLA’s 
history. 

Officers elected for 1956 were: 
Walter E. Will, president; Minn. 
vice-president, Spencer Stearns; 
lowa vice-president, J. L. Me- 
Klveen; N. D. vice-president, Jake 
Smith; S. D. vice-president, Jack 


HT-50 
HAMMER TACKER 


EASY...WRIST ACTION! 


HAMMERS STAPLE HOME 
WITH EACH BLOW. 


Building contractors and sub- 
contractors everywhere use 
Arrow Staple Tackers for 
INSULATING, ROOFING and 
many other fastening applica- 
tions! Look INTO IT TODAY! 


ARROW FASTENER COMPANY, Inc. 

1 Junive $¢., Brooklyn 12, N. Y. Dept. AL 
t Piecse send descriptive brochure end prices on a 
| Arrow Automatic Tockers. 

Name 
i Fire 
J Address . 
t City. : 

thy evpplier is Lindeberg, Walter Will, Dave Taylor, 
Lous ee ee! row: Ralph McNerney, 
Civele Neo. 108 eon Coupon, page 128. 
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Dealer News 


t NLA OFFICERS AND DIRECTORS. Seated, George Westover, 

Paul Mathew 
Race Crane, Bruce Hooper, Ben Timmerman, Bob Horton, Ran Engelbeck 
C. J. Span, Cole Berry 


March §, 





SDRLDA OFFICERS: R. F. Kelly, 
president, K. J. M. Benz, secretary- 
treasurer, Floyd Hurd, vice-president. 


was elected 
Badeaux, 


Benz. Bruce Hopper 
treasurer and W. H. 
secretary. 


MRLDA—Grand Rapids 


In spite of adverse weather and 
heavy snow, the 67th annual con 
vention of the Michigan Retail 
Lumber Dealers Association in 
Grand Rapids, January 81-Febru- 
ary 2, was at- 
tended by a 
near - record 
2,762. For addi- 
tional merchan- 
dising help to 
dealers, dis- 
plays at the con- 
vention were 
concentrated on 
in-use presenta- 
tion. Yerkes 

The following officers were elect- 
ed for the coming year: president, 
Donald P. Yerkes, Jr., Robert A. 
Dean, first vice-president; James 
H. Van Zylen, second vice-presi- 
dent; Harold H. Hager, treasurer; 
secretary-manager, Don Moe and 
assistant secretary, Don Wall. 


Jake Smith, Ted 
Second row: R. F. Kelly, 
Back 
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IMPORTANT 
NEWS 


ABOUT THE 


NEW GRADE 
NAMES* 


FOR WEST COAST LUMBER 


EFFECTIVE 


MARCH 15 
1956 








Orders placed under Rule #14 may be graded and 


stamped under that rule for a limited period after 


March 15. This is to accommodate stocks in the process 


of manufacture or on hand at yards or mills. 


All new orders should be placed under the new rule, 


Rule #15, which becomes effective March 15, 1956. 


If you have not received your free copy of Rule #15, 
write to West Coast Lumbermen’s Association, 


1410 S. W. Morrison, Portland 5, Oregon. 


*Applies to Boards, Dimension and Timbers 


DOUGLAS FIR + WEST COAST HEMLOCK 
WESTERN RED CEDAR «+ SITKA SPRUCE 


BUILDING PRropuUCTS MERCHANDISER Circle No. 41 on Coupon, page 128. 





Western Dealers Active; 
Buy and Sell Yards 


At LeGrand, Calif., the LeGrand 
Lumber Co., formerly owned and 
operated by the Merced Lumber 
Co,, has been purchased by L. J. 
Riddle, president of the Tioga 
Lumber Co., Merced, The yard is 
being managed for the new owner 
by W. H. Green 


At North Sacramento, Wendel! 
Scott, Scott Lumber Co., is plan- 
ning to sell his inventory and lease 
his retail yard buildings to devote 
his full time to wholesale sales of 


SILENT HOIST 


3-5-6-7'2-8 
10-12-15 


Capacities 


Write for 
BULLETIN No. 77 
and 
““EARN-ITS-WAY 
BUY OR RENT 
PLAN” 





“‘has givenus... 


A SOLID YEAR of 
er UNINTERRUPTED 
SERVICE.... 


“NOT A SINGLE MINUTE 
LOSS DUE TO BREAKDOWN 
OR REPAIR... 

FROM THE FIRST DAY 

OF OPERATION .. .” 


cients 


- » « SO WRITES 
A SATISFIED OWNER 


lumber and building supplies in 
northern California and eastern 
states. He has operated the Scott 
Lumber Co. for eight years. 


In Reno, Nev., J. Morvay is sell- 
ing his retail lumber and building 
materials yard to enter the whole- 
sale lumber business as a lumber 
broker. He has been in retail 
lumber in Reno since 1946. 


Also in Reno, Ted Drennon, long: 
time district manager of the Home 
Lumber Co, of Nevada, has pur- 
chased the firm’s Reno yard and 
is operating it as the Home Lum- 
ber & Supply Co. Retail manager 
of the yard is Win Logan. 





This large FLOORING PLANT works LIFTRUK 
round the clock. Their Model FK-15 (15 tons 
capacity) handles 8 foot packages, on all yard 


and kiln track handling operations 
Previously, continuous breakdowns had been 


prevalent they report, but since switching to 
LIFTRUK uninterrupted, full-time service is 
assured for the “first time.” 


~.8. Additional LIFTRUKS ordered! 


SILENT HOIST & CRANE CO. 


5 6( 63 


Circle No, 42 on Coupon, page 128. 
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At Oakgrove, Ore., Joe Davies, 
Davies Lumber & Hardware Co., 
is seeking a buyer for his inven- 
tory of retail lumber and building 
materials who will rent the firm’s 
present buildings. Davies plans to 
devote his full time to a lumbering 
manufacturing business. 


Frank Seaman Valentine, 82, found- 
er of the Valentine Lumber Co., 
Springfield, Mass., died December 20 
after a long illness. 


The Lumbermens Club of Memphis 
elected John T. Silk president for 
1956. Silk is Supreme Jabberwock of 
Hoo-Hoo, ... At the election meeting 
and banquet, retiring president Wiil- 
lard Ward presented bronze plaques 
to three 50-year club members: S. N. 
Nickey, Sr., Frank A. Conkling and 
John W. McClure. 


The Tacoma Lumbermen’s Club has 
elected L. T. Murray, Jr., president for 
1956, succeeding George A. Williams, 
Jr. New vice-president is Alan G. 
Ogren. Don B. ate was reelected 
secretary-treasurer and Raymond 
Gardner is recording secretary. 


The Orban Lumber Co., Pasadena, 
suffered damage estimated at nearly 
$100,000 when fire broke out in the 
yard recently. Ten companies fought 
the three-alarm fire which destroyed a 
quarter million board feet of lumber. 


The Valentine Lumber and Supply 
Co., Springfield, Mass., has announced 
two promotions within its organization 
...» Raymond J. Lord has been made 
assistant vice-president and Benjamin 
F. Clark is assistant secretary. Lord 
has been a salesman with the firm and 
Clark has been in charge of the sales 
service dept. 


Peter J. McHugh, senior vice-presi- 
dent and a director of Edward Hines 
Lumber Co., retired January 1 after 
36 years of service to the lumber in- 
dustry. He is leaving Chicago to make 
his home in California, but will remain 
a member of the firm’s board of direc- 
tors. 


Jarvis Fry, Hugo (Okla.) area lum 
berman and rancher, has been elect 
ed to head the Choctaw county chamb 
er of commerce. 





Protect Your Property 


Is your yard adequately pro- 
tected against fire and theft? 
Check your coverage by reading 
“Fool-Proof Property Protec- 
tion” on page 44. 
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This is Cherry V-Plank —just one of 7 beautiful V-Plank woods ranging from light to dark. Sell a customer on paneling 
a 12’ x 8’ wall with Cherry V-Plank, and you've got a solid $79 sale! Same size wall in other V-Plank woods —from $52 


PRE-FINISHED V-PLANK 


A new high profit opportunity! 


Get this new sell-on-sight display working 
for youl It will really zoom your V-Plank 
sales. See your Weldwood salesman, or 
send the coupon for all the details. 


Weldwood 
V-PLANK’ 6&5. pe 


A product of 


UNITED STATES PLYWOOD CORPORATION 


Sales of pre-finished paneling are sky 
rocketing! And V-Plank is the fastest 
growing profit maker in the complete 
Weldwood pre-finished line 
it’s a natural! A beautiful random plank 
effect paneling, expertly pre-finished by 
experienced woodcraftsmen. Comes in big 
4’ x 8’ panels that are a snap for any home 
handyman to put up 
Buliders love the way it ends expensive 
on-the-job finishing, makes model homes 
sell! And when remodeling, Weldwood 
pre-finished paneling goes over old walls 
easily, it looks like a million! 
It’s a trouble-free sale for you! 
-Plank—like all the Weldwood pre 
finished paneling—is not only guaranteed 
for life, but comes prepackaged for a 
clean, off-the-shelf sale. And it's a sale 
"Trade Mark **Reg. and Pat 


55 West 44th %., 


RUSH ME deta) 


| want to get in on 


COMPANY 


ADDRESS 


WELDWOOD—The Best Known Name in Plywood 


SUILDING Propucts MERCHA 


with that excellent Weldwood profit mar- 
gin. Pre-finished paneling with quick de 
livery is always available at your United 
States Plywood Corporation branch office 


Don't forget the rest of the Weldwood 
pre-finished line: Plank weld**-——the panel 
ing with metal clips that’s so easy to 
install: Colonial V-Plank—like V-Plank 
with “pegged” appearance; Pre-finished 
hardwood—5 beautiful woods that give 
charm to any room. And display famous 
Contact Cement——Weldwood's answer to 
the joint and nail hole problem, Recom 
mend Contact Cement, and get an extra 
profit tie-in sale! 

Consistent advertising is selling your 
customers on Weldwood pre-finished pan 
eling. Stock it! Display it! Cash in on the 
pre-finished boom! 


United States Plywood Corporation 
New York 36, N.Y 


mn how | can get a hard selling V-Plank displa 


if 


the big trend to pre-finished paneling. at.3.5.56 


i DISEI Circle No. 44 on Coupon, page 





Ruffin & Payne Expands 


Ruffin & Payne, Inc., Richmond, 
Va., has purchased the Saluda 
Lumber Co., at Saluda. According 
to Thomas L, Ruffin, president, a 
full line of materials will be han 
dled by Saluda, the first branch 
operation of the lumber and build- 
ing supplies firm. M. V. Putney, 
salesman for Ruffin & Payne, has 
been named manager of the Saluda 


office. 
Detroit President 


George H. Kenney, Sr., owner 
of the Kenney Lumber Co., Detroit, 
was elected 
president of the 
Detroit Lum 
bermen’s Asso 
ciation at the 
annual meeting 
of the associa 
tion. Also a 
member of the 
national affairs 
and legislative 
committee of Kenney 
the National Retail Lumber Deal- 
ers Association, Kenney has been 
active in the lumber industry for 
40 years. 


New Estimating Course 
The Lumber Merchants Associa 

tion of northern California will 

conduct a _ five-day Estimating 


Course at the Whitcomb hotel in 
San Francisco, March 12-16. In 
addition to instruction in blueprint 
reading, construction and mate- 
rials estimating, each student will 
receive a complete set of mate- 
rials and texts. Other subjects to 
be covered are truss construction, 
the Lu-Re-Co Panel System, pre- 
cutting and prefabrication and 
home construction financing. A 
field trip will be made to a large 
pre-cutting operation. 


Intermountain Dealers 


Home Improvement Year was 
the theme chosen for the 13th an 
nual convention of the Intermoun- 
tain Lumber Dealers Association, 
February 2-4. Some 900 lumber 
dealers from Utah, Idaho, Navada 





How to Sell Fencing 


For valuable tips on making 
fencing sales, look for the ar- 
ticle, “How Dealers Create Pack- 
age Fencing Sales” in the next 
issue of American Lumberman, 

This article will suggest seven 
ways to promote fencing. Read 
this article in the March 19th 
issue and boost your fencing 
sales. 











Webster 


and Wyoming attended the three- 
day meeting in Salt Lake City. 
The following new officers were 
elected for 1956: Lyle D. Webster, 
president; Francis Jones and EI- 
mer Pickett, vice-presidents, and 
Preston Barratt, secretary-treas- 
urer. Three-year directors elected 
were: T. T. Snedden, John D. Mer- 
rell and Max E. Ker, the associa- 
tion’s immediate past president. 





3 Simple 
Reasons Why 


Ba eu 


Le 


RGING 


d's 
aia, saicbe 


@ MORE THORO MIXING 


80 Cirele No. 43 on Coupon, 


Put Bigger Profits 
in Your Pocket! 


Take features like TRANS- 
CRETE’S time-tested outswing- 
ing hopper and floating drive — 
add to them NEW SHORTER 
OVERALL LENGTH — and it’s 
no wonder TRANSCRETE beats 
‘em all a country mile for pour- 
ing more and better concrete — 
easier, faster — and at less cost! 

There's a size TRANSCRETE 
(4 models, from 34% to 7 yard 
mixing capacities) to do any 
job in the books 

New Model 700 hauls up to 
8 plus yard loads mixes any 
7-yard batch. Write CON- 
STRUCTION MACHINERY CO., 
Waterloo, Iowa. 





© QUICKER DISCHARGE 


Write for NEW, FREE, Just-Off-The-Press 
1956 TRANSCRETE Catalog 


Construction Machinery Co., Waterloo, lowa 
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yes indeed — 
whitest in the bag— 


whitest in the mix— 
whitest in the 
completed Job ! 


TRINITY W 


Trinity White is a true portland cement made from materials that 
are free from color minerals. It is an intense and very beautiful white. Makes 
the most attractive of all concrete, either in the pure white or with tinting 
pigments added. A favorite with architects and builders and with 
do-it-yourself home owners. For dealer information write 


Trinity White, 111 W. Monroe St., Chicago 


TUM 


@ product of GENERAL PORTLAND CEMENT CO. DEALERS! 


Sead for your copy of this new 
CHICAGO . DALLAS . CHATTANOOGA * TAMPA . LOS ANGELES populer booklet for consumers 


BuILpING Propucts MERCHANDISER Cirele No. 45 on Coupon, page 128. 8] 





Gilcrest Celebrates 
Centennial Year 


lowa’s oldest lumber company, 
Gilerest Lumber Co., is celebrating 
“100 Years of Service.” The cen- 
tennial has been launched with din- 
ners for customers and employes, 
newspaper ads, publicity stories and 
similar promotions 


The “oldest firm in Des Moines 
under one name, one family man 
agement,” Gilcrest Lumber was 
founded by brothers from Ohio, 
J. K. and W. H. Gilcrest, and now 
is headed by Philip Worth, Jr. and 
Charles Linn, great-grandson and 
great grand-nephew of the found- 
ers, There are 25 employes, five 
of whom have a combined service 
record of 184 years. 


In 1856, oxen and mules, wag- 
ons, bobsleds and huge rafts were 
needed to get logs to Des Moines. 
There were no railroads to the 
town. The firm’s early advertise- 
ments proudly proclaimed “every 
material used in house building,” 
a slogan still used by the company. 


Even in those days Gilcrest de- 
livered to the job site—-with mule 
drawn wagons then, red, white and 


DELIVERY TO THE JOB SITE has been a basic part of Gilcrest Lumber’s serv- 
ice to builders all through its 100 years of service. 


blue trucks today. Delivery is still 
made without charge, no matter 
how small the order. 

Another phase of the centennial 
is a remodeling and modernization 
program. New offices and show- 


room will be built and several 
thousand feet of warehouse space. 
complete with fast mechanical 
handling, will be added to start the 
firm’s second 100 years of service 
to builders. 





Fast Selling Money-Maker for You! 


GABRIEL UTILITY WINDOWS 
NOW AVAILABLE IN ALUMINUM 


THE RIGHT UTILITY WINDOW FOR EVERY COM- 
MERCIAL APPLICATION! Yes, now you can give your 
customers Gabriel Utility Windows in both aluminum and 
steel! The same Gabriel quality—the same exclusive Side- 
Arm locking detail that provides top or bottom opening .. . 
locks automatically when closed! Available in three popular 
models, Gabriel Utility Windows are designed to meet the 
requirements of nearly all small commercial buildings, 
stores, service stations, farm buildings, etc. Gabriel win- 
dows are easy to operate, require no maintenance and pro- 
vide rain-proof, draft-proof ventilation all year around. 
Whether you sell them in aluminum or steel—Gabriel 
windows are made right . . . priced right . . . and shipped 
to meet your delivery requirements! 


AVAMLABLE IN THREE POPULAR MODELS-— 
4-LIGHT: Popular 15” X 20” Gloss Size 

Masonry Opening: 32%" X 42%" 

Gloss Size: 12” X 20" 

Masonry Opening: 40%" KX 42%" 

Glass Size: 15” X 20” 

Masonry Opening: 48%" X 42%" 








6-LIGHT: 


6-LIGHT: 











Write Today for Prices and Complete Information 


STEEL ™ [ 
COMPANY 
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13704 SHERWOOD AVENUE ¢« DETROIT 12, MICHIGAN 
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To all dealers who really want 


MORE SALES... 


with your AlignaLock supplier for full details . . . and 


You can’t get your full share of lock business by 
waiting for it to come through the door. 


So do what many other dealers are doing. Go out 
and make calls on builders! 


You’ve really got something to sell in Sargent 
AlignaLocks. You’ve got a truly handsome, high 
quality, low cost lock...with an unconditional 
guarantee. A lock that can be installed faster than 
any other lock on the market. 


And in no one lock can you offer the builder so many 
home-selling aids! The AlignaLock Guarantee Cer- 
tificate! Displays! House signs! Home owner bro- 


chures! Colorful literature! 
You can’t miss on this! So don’t wait. Get in touch 


Bur_pinc Propucts MERCHANDISER 


a special direct mail campaign that helps you set up 
builder calls. If you’d like, write direct to Sargent & 
Company, New Haven 9, Conn., Dept. 3C. 


SARGENT LOCKS 


“A sign of a well built house” 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities . . . 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 


a 


HALLINAN LUMBER CO, 


628 5. W. Herrison Portland |, Ore 
MANUFACTURERS DOUGLAS FIR 
a» Alwater 9236 Teletype PD 457 


’ ‘a 
564 Market S*. 
Sen Francisco 4, Calif. 


VAN VALER LUMBER CO, 


Radic Central Bidg 
Spokane 4, Wash. 
TW SP 19 


today. 











Phone, TEmple 2743 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PODS72 


WALES LUMBER 60, 


OLD NATIONAL BANK BLDG. 
SPOKANE, WASHINGTON 


Our 22nd Yeor 








Wr vet! 
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A; ft Wholesaler News 


G. C. WHOLESALE personnel 


front row, 


Bill Weldon, Jack Forrest, Ted Glass, 


H. H. Cheaney; back row, Don Barth, Harry Leys, Steve Whitlatch, Bill Sullivan, 


Jim Saarinen and George Taylor 


New Wholesale 
Building Materials Firm 


A new corporation, G. C. Whole- 
sale, Inc., has been established by 
the Gate City Sash & Door Co., 
Fort Lauderdale, Fla., to operate 
and manage its wholesale building 
materials department. Manager 
of the new company is H. H. 
Cheaney, formerly Gate City’s 
vice-president in charge of whole- 
sale. Offices and warehouses of 
the new firm are on a 3l-acre site 
in Fort Lauderdale. All employes 
of G. C. Wholesale are former 
long-time Gate City employes. 


New Distributors 

For Filon Plastic Panels 
Filon Plastics Corp. has an- 

nounced a number of new distribu- 

tors for Filon fiberglas plastic 

panels 


In Pennsylvania, branches of 


Georgia-Pacific Plywood Co. at 
Philadelphia, Lancaster and Hat- 
field have joined the distribution 
network and in Maryland, branches 
at Baltimore and Easton and in 
Vineland, N. J. Other Georgia- 
Pacific branches in the eastern area 
already are handling the panels. 

In Michigan, new distributors are 
the Detroit Fiberglas Insulation 
Div. of Owens Corning at Detroit 
and the Plastic Forming Co. in 
Grand Rapids. 

Other new firms added are Colum- 
bia Supply Co., 8. C.; Nichols Wire 
and Aluminum Co., Davenport, 
lowa; Hayco, Jacksonville, Fla.; 
Block Iron and Supply, Oshkosh, 
Wis.; Nevada Neon and Supply 
Co., Las Vegas and J. S. Kibben 
Co., Rapid City, S. D. 

Complete Filon stocks will be 
maintained at each point and each 
company will be staffed with fac- 
tory trained personnel to service 
dealers, architects and contractors. 


NEW WAREHOUSE serving retail lumber dealers in the Columbus, Ga., area, is 


the sixth branch of Bass and Co 


The operation is under management of R. G. 


Edwards; sales representatives include Tommy Nelson, Charles Earhart, Richard 


Ward and Jack Bybee 
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A COMPLETELY NEW DESIGN IDEA 
TO SELL EVERY LOCK PROSPECT 


These two new Schlage open-back escutcheons 
introduce a completely new concept in door design. 
What is “Color-Accent”’? It’s the color placed behind 
lock and open-back escutcheon to contrast with 

door surfaces, harmonize with adjacent walls, 
complement any part of the doorway. Why is “Color- 
Accent” so salesworthy? Because your lock prospects 
now have more reason than ever to buy Schlage quality 
locks to use in these unique escutcheon settings. 


Continental design open- 
back escutcheon, 11” x 8”. 
Coiored background is 
paint applied to door. 
Shown with Saturn 
design lock. 






































hy 


SE 


SELLS THE BUILDER — who can now individualize the door 
ways of his homes by combining Schlage’s new open-back 
escutcheons, with a whole range of colorful paints and a wide 
assortment of Schlage locks 


SELLS THE ARCHITECT— with a new design technique for 
creating modern doorways with new materials wallpaper, 
leather, grass cloth, patterned metal, paint... all can be used 
behind an open-back escutcheon for unusual, interesting 
effects 


SELLS THE HOMEOWNER — by letting him create his own 
individual “Color-Accent” with easy-to-install Schlage open 
back escutcheons 


MOST IMPORTANT— every prospect for “Color-Accent” es 
cutcheons is a potential buyer for Schlage locks. Completely 
new sales techniques and promotional tools are available to 
help you put across the “Color-Accent” story to your custom 
ers. See your Schlage jobber 
Manhattan design open- 
back escutcheon, 8” x 4%". 


Background is wallpaper 
to door. Shown with SAN FRANCISCO - NEW YORK 
Tulip design lock. VANCOUVER, B. C. 
Address all correspondence to San Francisco 


SumLDING PropuctTs MERCHANDISER Circle No, 48 on Coupon, page 128. 





VENTO 


(STEEL OR ALUMINUM) 


Sneronve Features in 




















— —h \ VENTO Aluminum Awning Windows 


AUTOMATIC LOCKING... No gadgets to turn, no gim- 


micks to operate, nothing to get out of order 

WEATHER TIGHT... VENTO alone keeps metal to metal 
contact plus metal to weatherstrip 

UNLIMITED ADJUSTMENT... Unique in ability to be 
quickly returned to proper adjustment 

POWER PLUS OPERATOR . Screw not worm geare d 


operator working in self-lubricating nylon journals 


EFFORTLESS OPERATION... Nylon roller blocks at all 


friction points permit finger tip operation 


VENTO Steel Casement Windows 


All casements drilled and tapped to receive storm sash and 
screens, operator arm guide channels attached with screws 
for easy removal and replacement, if necessary; ventilator 
frames constructed from the same heavy sections as the out 
side frame to provide greater rigidity and stronger ventilators 


VENTO Bonderized “Champion” 


Steel Basement Windows 


Effortless operation gives any of three ventilation openings 
or sash removal, Sturdy 14 gauge jamb fins for easy installa 
tion in block or poured concrete walls, An improved cam 
latch and slotted opening allow greater tolerance, insuring 
positive operation and latching under all conditions, Base 
ment sash also made in Thrifty style in three standard sizes 
and in special sizes. Both Champion and Thrifty styles avail 
able in putty or puttyless glazing. For poured basement 
walls, window forms available for both Champion and Thrifty 
styles to suit individual specifications 


Sea SS Ce SS See ee ee 
Please send further information on t 
Vento Windows as checked. 


[) AWNING TYPE ALUMINUM [') STEEL BASEMENT 


, [| INDUSTRIAL AND COMMERCIAL | ) FORMED STEEL LINTELS e 
STEEL PRODUCTS [lease 
() DEALER [] ARCHITECT 


C0., INC. 


ARE YOU A () BUILDER 0 


Name 
Street 


249 COLORADO STREET City and State 


BUFFALO 15. N 


Y 


ieeinaimenumaiabininan an unebenal 
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Jobber Salesmen Hold 
Annual Elections 


The Michigan Association of the 
Traveling Lumber and Sash and 
Door Salesmen held its annual 
meeting in January in Grand Rap- 
ids. Officers elected for the coming 
year were: Ray Robinson, presi- 
dent; Wm. Hughes, vice-president; 
A. C. Blixberg, secretary-treasurer 
and Geo, Latcham, assistant to the 
secretary-treasurer. 

Directors also were elected at 
the annual meeting. Edmund Wal- 
ton was chosen for a three-year 
term; Garnet Rachon for two 
years. R. A. McGrath, Jr., L. C. 
Pickles, C. J. Kohler and Hilme: 
Hall were elected to serve one 
year terms. 


Fiddes-Moore Adds 
Pittsburgh Warehouse 


Fiddes-Moore & Co., distributors 
of plywood and allied items, has 
added a Pittsburgh warehouse to 
its list of branches in Minneapolis, 
Peoria, Hammond, South Bend, 
Fort Wayne and _ Huntington, 
W. Va. The new unit comprises 
the ultra modern warehouse with 
13,000 square feet of storage area, 
fully automatic handling equip- 
ment and extensive loading facili- 
ties. 

Originally developed by Hal 
Keeley over 15 years ago, the new 
Fiddes-Moore branch continues 
Chuck Thompson as manager. It 
is supervised by Milt Taylor, who 
also directs the Dayton and Hunt 
ington branches. 





Charles L. Baxter, retired president 
of the Baxter Lumber Co., Chicago, 
died suddenly, January 27, in Fort 
Lauderdale, Fla, Mr. Baxter was 69 
years old. He had been living in Flor 
ida since moving from Winnetka, IIL, 
five years ago. Mr. Baxter is survived 
by his wife Kathlyn, a son, Charles L., 
Jr., and three daughters, Kathleen, 
Suzanne and Mrs. Betty Witherington. 





Successful Wholesaler 


Some down-to-earth operating 
policies have helped make the 
Goldberg Wholesale Supply 
Corp., Tarrytown, N. Y., one of 
the most successful distributors 
in the east. Read how this firm 
helps their retail dealer custom- 
ers in the article, “Blueprint of 
a Successful Wholesaler,” in the 
next issue of American Lumber- 
man, March 19. 
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» Sell the man Pa who makes the difference 


Here’s why you’re getting 
sO many calls for... 


MASONITE 
SHADOWVENT 
SIDING 


It’s the most nearly perfect siding and siding 

application method ever offered! 

Architects, contractors and home owners have 
discovered its three-fold superiority —handsome 
appearance, long-lasting protection and all-around 
economy. To be specific: Masonite Shadowvent 
Siding offers all the strength and stability of grain- 
less 144" Tempered Presdwood™®, all its resistance 
to weather and surface injury. 

It’s Primecoted! Needs 
only finish coating. The 
y> we next paint job is years away! 

SS \\ \ No visible nails to spot 

“at and streak the surface. Pat- 
6D ented aluminum mounting 

NS strip hides nails, keeps 

panels straight and true. 
; 
— ed Ay 
Specially designed joint ” 
Rien, 
fasteners and corners, too. 

No vapor traps — mount- 
ing strips are vented 

Goes up faster, without dimensional loss. Cut- 
ting and lap losses are lower. Application time 
cut as much as 50° over regular methods. 

Are you getting your share of profitable 
Shadowvent volume? Check with your Masonite 
representative! Or write Masonite® Corporation, 
Dept. AL-35, Box 777, Chicago 90, IIL. 


* 


MASONITE 


PREBOWOOO PRODUCTS 


SUILDING Propucts MERCHANDISER Circle No. 50 on Coupon, page 128, 





THE LUMBER MARKET 


Weather Blamed For 
Spotty Baltimore Market 


BALTIMORE Southern pine 
has shown some slight weaken- 
ing the past two weeks, but yard op- 
erators feel this is only temporary. 
Dealers pointed out that the weath- 
er has been extremely bad in pine 
producing regions, and therefore 
supplies should show a decided de- 
crease in the very near future. 
Roofers and sheathing, either air 
dried or kiln dried, currently bring 
around $88-$92 per M at the mill. 
Large southern pine timbers are 
quite plentiful, but their prices re- 
main fairly high. 


West coast fir continues at a pre- 
mium, but most wholesalers expect 
prices on this lumber to drop just 
as soon as weather conditions im- 
prove, Green Douglas fir in the No, 
1 common with up to 25% of No. 2 
presently brings between $110-$115 
per M, about the same as two weeks 
ago. White spruce in these same 
grades is being bought at around 
$95-$105 per M. Fir timbers are 
exceptionally strong in price and 
very scarce 


The hardwood market in this area 
remains practically unchanged from 
what it was 15 days ago. Lumber 
is perhaps a little scarcer, but de- 
mand continues steady. Predictions 
concerning the increases of hard- 
wood prices due to the new Mini- 
mum Wage law are much less dire 
than they have been. Most dealers 
now feel price boosts won't be near- 
ly as bad as anticipated. 


Redwood continues very hard to 
procure and prices remain high. 
Walnut in the 4/4 FAS also re- 
mains quite scarce and prices range 
around $425 per M. Cherry in the 
same grades brings close to $300 
per M; while corresponding grades 
of white oak are about $215 per M. 
Philippine mahogany in the better 
grades was quoted as high as $340 
per M- substantial price increase 
in the past 30 days 


Oak flooring still is a little weak 
in the lower grades, although the 
better grades are holding their own 
nicely. Local yard operators look 
for this lumber to increase rapidly 
in price and demand as spring ap- 
proaches. Several wholesalers ex- 
pressed concern over the possibility 
of direct shipments by flooring mills 
to on-the-spot contractors, as oc- 
curred last year. This situation 
caused a rather severe decline in 
flooring sales by many wholesalers 
in this area in 1955 
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Weather Slows 
Kansas City Market 


KANSAS CITY, Mo. — Weather 
was the all-important factor in the 
lumber business in the southwest 
during the first ten days of Febru- 
ary. Heavy rains in the producing 
regions virtually put a stop to 
production at the mills and logging 
in the forests was halted. In fact, 
mills, even at a reduced rate of 
operations, were down to the bot- 
tom of their log supply. Unless 
the rains stop mills will be forced 
to quit sawing because of the lack 
of logs. 

The slow down in output was 
matched by the lack of interest on 
the part of retailers to order in 
view of the snows and cold in the 
consuming regions. Building ac- 
tivity was at a low point and little 
lumber was moving from the retail 
yards. Mills reported that they 
would have been unable to fill the 
orders if they had been placed; 
air-dried orders on hand for many 
weeks have not been shipped and 
kiln-dried lumber has been sub- 
stituted on orders with specific 
shipping dates. 

Reports indicate yellow pine 
prices will be upped before long 
in order to compensate for the hike 
in freight rates and the boost in 
the minimum wages. 

Some improvement already has 
been noted in the key dimension 
items, with quotations up $1 or 
so on 2x8s in 12 to 14-foot lengths 
and 2x6s in 14 to 16-foot lengths. 
Both items are commanding $90 a 
thousand. On boards, the market 
is a shade stronger although price 
changes have not been observed to 
any marked degree. No 2, kiln- 
dried boards in 1x6s and 1x8s are 
bringing $85 and air-dried stock 
about $2 to $5 less. 


Seattle Market Quiet; 
Log Inventory Is Down 


SEATTLE—tThe market is slug- 
gish but prices are holding for most 
items. Transits in many instances 
have had to be sold at $2 less or 
below the wholesale or mill price. 
They have been expected to rise on 
account of the 7% advance in 
freight rates effective February 25. 
Green fir dimension tends to weak- 
ness. The weather affects trading 
adversely. One county in western 
Washington closed 1,200 miles of 
roads to all but school busses. Some 
mills are desperate for logs at the 
mill but the frosty roads can’t be 
used, 

Inventory of logs in hands of 


mills and loggers in commercial 
waterways dropped during January. 
Low grade plywood stocks are 
building up. Green fir 2x4’s and 
2x6’s are still strong. Demand for 
shingles is weak. Export is quiet 
but an order for 4.5 million feet of 
high grade squares has been placed 
by Formosa to be shipped within 
six months. 

On February 1 logs in Puget 
Sound totaled 415'% million feet, 
losing during the month 77 million. 
The previous figured for January 
was 493. A year ago Puget Sound 
reported 438 million. Columbia 
river on February 1st had logs 
amounting to 369 million feet or a 
drop of 52 million for the month of 
January. A year ago February 1 
logs in this district totaled 3821. 
Grays Harbor on February 1 had 
logs amounting to 55 million hav- 
ing lost during January 134%. A 
year ago the inventory stood at 75 
million feet. 


Market Sluggish 
Expect April Upturn 


SAN FRANCISCO—The lumber 
market throughout northern Cali- 
fornia has slowed considerably 
from the break-neck pace of last 
year primarily due to adverse 
weather conditions. Heavy rains 
caused both mill and forest opera- 
tions to lag and a slow-down in 
construction work. Order files re- 
main full, however, except for low 
grade common and here the diffi- 
culty essentially has been inability 
to find shipping space. 

Prices appear to have leveled off 
at about $2 above the December 
averages. Current prices, delivered 
in the San Francisco bay area, now 
are 2x4, $92.25; 2x6, $90.50; 2x8, 
$90.50; 1x6, $83.75; 1x8, $83.75; 
and studs $83.00. 

Siding, clear vertical grain, is 
being quoted at $151 for 1x8; 
$155 for x8; $175 for x10 and 
$220 for *% x10. Boards, 1x12, 
clear flat grain surfaced, are bring- 
ing $250 and 1x8 drop siding, clear 
hard flat grain, gets $225. At these 
prices, declares Jim Farley of Pa 
cific Lumber Co., “lumber is pretty 
hard to buy.” 

The area’s catastrophic floods 
ton only slowed down woods and 
mill operations but halted ship- 
ping. 

Practically all industry spokes- 
men agree that the California 
market has “gone flat” and is off 
from January peaks. However, 

(continued on page 125) 
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Mack B-60T with trailer hauling Marietta precast con 


crete panels (approx. 3,200 Ibs. each) to construction site 


relies on MACKS to deliver 


big precast concrete panels on schedule 


When a contractor is ready to erect precast concrete 
siding, deliveries must be made promptly on schedule. 


That’s why the Marietta Concrete Corporation of 
Marietta, Ohio, chose Macks. They were convinced 
that these rugged, dependable tractors would main- 
tain a steady flow of their unique concrete-and- 
insulation “sandwiches” from production line to 
building sites. 

Marietta uses Mack B-60T’s with special trailers 
to transport these big precast concrete insulated 
wall panels, which measure up to 8’ x 20’, and weigh 
3,200 Ibs. and more. Although many deliveries are 


made as far away as 200 miles over all types of road 
Macks’ dependable and versatile performance keep 
these big slabs rolling on schedul 

chedul is of the 
dep nd on Mach 
stamina and roadability for round-the-clock reli 


Whenever maintaining tight 


itmost importance, you can 


ability. And you can count on Mack Thermodyne* 
Diesels for unmatched fuel economy. It will certain! 
pay you to find out how Mack can help you make 
more money on the important job the V ach 
ized jobs. Contact your Mack Branch or Distributor 
today 


MACK TRUCKS Empire State Building, New York 1, N. Y. 





Lumber Prices at Press-Time 


The following index is intended merely os « check on buying practices. It is « compilation 
and average of mill prices at press time and should not be considered as current on the day 


the magatine is received. The prices should be useful in followin 


market trends and eas 4 


check on purchases mode approximately ten days before receipt of the magezine 


DOUGLAS FIR 


Vertical Grain Flooring 
Bab 
x4 10.% 
Flat Grain Flooring 
4 
rb 


45.00 
65.00 
Drop Siding 


xh (Pat 
xh (Pat 


60.00 
60.00 


#106 
Hi \6 
Calling 

Ver4 275.00 

x4 5.00 
Boards and shiplap and 2" (Green) 

xt ly? 

70.00 
48.00 


Ne HI 
No. 72 
No, 3 


fH) 
00 
00 
| Dimension 
2 

84.00 
‘4 83.00 
¥ 85 00 
0 65 © 
12 83.00 
2 Dimension 
4 79.00 
4 78,00 
# 86.00 
10 80.00 
2 76.00 


Dimension ¢/\ only 


3 
4 
4 
7 
i 


CEDAR SHINGLES 


Royals 
N 
N 


h 
‘ 


Perfections 
N 
N 
N } 

12 © & © | 
N 
N 
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WESTERN RED CEDAR 


Prices for Western Red cedar siding 
cars, new bundling, §' to |é' are 
Beveled Siding, '/2 Inch 


by 4 
by § 
by é 
' 
Clear Bungalow Siding, % Inch 


¥ 


Finish, 8 and Mtr 
6’ te 16 or Rough 


52 of 45 


Ceiling or Flooring, 8 and Bry 
I to 16° of Longer 
BABI 
xj 4% Of 7 
x4 445.00 


Discount on moldings, 6 to 20° odd lengths 


Series 6,000 

Listing der 2 

Listing 2.00 4 r ety 4 
Clear Lattice, $/16" « 1%"—8' to 18 


100 lin. 


90 


60.00 


49.90 
160.00 


66 fC 
55 00 


55.00 


00 2x10 94.00 
146 00 q . ) + ¥ yw) fy 


WESTERN PINES 


Ponderosa Pine 


Selects 


$2 or 45 
ChBtr. R 


Shop, $25 
5 A 


6/4 
Commons, $2 or 45 


eR 

int? ® 
Idaho White Pine 
Selects $2 or 45 

x4 
270,00 
210.00 


ChBtr. RI 
D Ri 

Commons, $2 or 45 
6 
eid 


Sugar Pine Selects $2 or 45 
BLBtr 
Cc RI 
D Ri 
Shop, $25 


Pi 


6/4 
4/4 


5/4R8W 


4/4 OW 6/4 OW 8/4 OW 
275.00 290 00 290.00 


2 
00 
00 


248) 
0.00 


- 


x o] 
770.00 270.00 
215.00 210,00 


N ‘ 
160.00 
85.00 


No. 2 
150.00 
60.00 


00 
00 


4PW 
285 00 
280.00 
290.00 


4RW ¢ 
280.00 
275.00 
230.00 


4/4 ROW & 
265.00 
260.00 
220.00 


No. ! 
152,00 
152.00 


No. ? N ; 
122.00 80.00 
22.00 80.00 


OAK FLOORING 


Clear Pain 
Wx2!/, 
1.00 


White 7 
218.00 


Red 
Sel Plain 
White 
Red 
#! Com 
White 
Red 
#2 Com. 
Pin White & Red 
it! Com. & Bir 
Shorts 


ws 
4 


203.00 
210.00 


6.00 
750 


a5 


SOUTHERN PINE 


Vertical Grain Flooring 


x4 
Flat Grain Flooring 
1x4 
1x6 
in mixed Drop Siding 
v6 32106 
6 Hib 


Boards & Shiplap 


4 

78.00 

na 00 

00 

).00 

).00 

2 Dimension (Dense) 
x 4 %.00 9.00 
x & 0) 00 94 00 
a 88,00 90.00 
79 00 


0. IR/L Only 
x 4 


Je 6 


x & 


BABY 
230.00 


40.00 
65.00 


All prices based on kiln dried stock 
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REDWOOD 
Bevel Siding 


All 

i} Heart 

All 

r Al 
All 
All 
All 

r All 
ear All 
ear All 
V.G 


sbove 


ga 4 Heart 
x6 
hx 8 Heart 
Heart 
Heart 
Meart 
Heart 
Heart 
Heart 
Heart 
Redwood Sid ng $6 00 


WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr 


x4 150.00 


Fiat Grain Flooring 
1x4 
'x6 

Drop Siding 
1x (Pat 
x6 (Pat 


35.00 


106 
HiN6 
Ceiling 
gu 
x4 
Boards and Shiplap and 2" (Dry) 
1x6 ix8 x10 x12 
N 74,00 76.00 78 
No. 2 67.00 69.00 b 2 
N } 00 2.00 é 


No 


115.00 80.00 


00 
00 
00 


| Dimension 


No. 2 Dimension 
79.00 
79.00 
79.00 
78.00 
76.00 


79,00 
78.00 
78.00 
76.00 


No. 3 Dimension r/| only 
27x 4 
2x 6 
2x 8 
2x10 


ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


é 1x8 ( 


00.00 05.00 
79.00 84.00 


03.00 
82.00 


No, 288+ 
No, 3&8 


No. | Dimension 

4 é 
00 76.00 
00 14.00 
2x 8 00 18.00 
2x10 ] 00 17.00 
2x12 72 00 


No. 2 Dimension 


ax 4 


2x 4 7\.00 
69.00 
75.00 

00 


or 


71.00 
73.0 
77.00 


75, 00 


Zu 6 
a8 


2x10 £ 


Mills are now grading boards No. 2 and 3 com 
mon. Mills do not grade out No. 3 dimension 
as in fir 
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the trouble-free window 


Freedom from installation troubles... from operating troubles 

. from maintenance troubles . has made Truscon’s 138 the 
largest selling steel double-hung window in the world 

Builders have found it to be the trouble-free window. You'll 
find it trouble-free to stock and to sell. 

This window is a complete unit, factory assembled. It comes 
complete with hardware, stainless steel weatherstripping and 
motor spring balance tapes already installed 

New light gray prime coat is attractive and is an ideal base for 
field painting in colors that harmonize with the home 





Sell the trouble-free window that’s been proved the leader 
Take advantage of Truscon sales support, of Truscon warehouse 
backing. Send the coupon to get the facts about the exciting and 
profitable Truscon dealer program 





TRUSCON STEEL DIVISION, REPUBLIC STEEL 
1058 Albert Street . Youngstown 1, Ohie 


TRUSCON® I'm interested in facts on the Truscon dealer program 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


1058 ALBERT ST, YOUNGSTOWN 1, OHIO 
Export Dept.: Chrysier Bidg., New York 17, N. Y. 


Name Tithe 
Firm 


Address 
A NAME YOU CAN BUILD ON 


BuILDING Propucts MERCHANDISER Circle No. 91 on Coupon, page 128. 





NEW Beira as 


1. . » featuring Window and Sereen Teme 


Bar-Lock Operator 


The Bar-Lock underscreen operator, 
featuring exceptional strength and a 
new design that is said to insure tight 
closing of the corners for weather- 
tightness is one of the two major im- 
provements to the Andersen Flexivent 
Window Unit. The other is precut, 
toxic-treated Seal-Trim, which in 
cludes exterior casings, subsill and 
flashing with a resilient vinyl gasket 
that is claimed to make a tight seal 
between casings and wall. A special 
spring deflection bar anchors the Bar- 
Lock operator to Flexivent sash and 
contributes greatly both to weather- 
tightness and strength. This bar, 12” 
long, is formed in a slight curve and 
imparts a tension to the sash which 
bows it inward just enough to insure 
tight contact at the corners, it is said. 
Both improvements are offered as op- 
tional equipment for Andersen Flexi 
vents. Andersen Corp., Dept. AL, Bay 
port, Minn. 

Cirele Ne. 201 on Coupon, page 128 


Lightweight Aluminum Screen 


These new handy, colorfully pack 
aged Homeshield Screen Kits are said 
to contain everything to hang and in- 
stall a full-frame aluminum screen: 
Frames, Fiberglas screen cloth, corner 
locks, installation hardware and even 
a miter box. Kits for sliding half 
screens are also available. Two types 
of self-merchandisers offer dealers the 
chance to get in the screen business at 
low cost. Because the screens are 
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lightweight and rust free, homeowners 
can eliminate the annual repainting 
and repairing of heavy, old-type 
screens, it is said. Assembly is simple; 
no special tools are needed. American 
Screen Products Co., Dept. AL, 807 
N. W. 20th St., Miami 37, Fla. 


Circle Ne. 202 on Coupon, page 128. 





Aluminum Sliding Window 


A completely new, easy-sliding 
aluminum window is announced by Sun 
Valley. The new addition to the Sun 
Valley door and jalousie line is avail- 
able in 34 sizes and several styles. The 
new window is constructed of rugged 
extruded aluminum to provide maxi- 
mum structural designing. The window 
has a tapered sill with weep holes to 
facilitate water drainage. Fin and trim 
also have prepunched nail holes for 
easy installation. Window accommo- 
dates either single or double strength 
glass and is shipped from the factory 
kd for shop glazing. Sun Valley Indus- 
tries, Inec., Dept. R1-AL, 8354 San 
Fernando Rd., Sun Valley, Calif. 


Circle No. 203 on Coupon, page 128. 


Hoggson Brand Rollers 


Hoggson announces a new tool de- 
signed to speed insertion of window 
splines. A sturdy roller with non-skid 
edge is said to make it easy to insert 
rubber splines in aluminum windows. 
Also announced is a new fiberglass 
and plastic-screen star with concave 
face. Roller is sturdy, reinforced fiber. 
Available with or without cornering 
tool, It’s easy, it is said, to insert the 
spline into frame with this tool after 
screen is positioned. Hoggson’s convex 
face roller is said to zip screening 
into frame slot fast. Also available is 
a flanged, handy all-purpose screen 
roller designed to pay for itself in no 
time. Hoggson & Pettis Mfg. Co., Dept. 
AL, 142 Brewery St., New Haven, 
Conn. 

Cirele No. 204 on Coupon, page 128. 


Sliding Picture Window 


A new thin line sliding picture win- 
dow is said to be low in cost. Regular 
double thick window glass is used for 
both exterior and interior sash (6 
sash). Large unbroken areas of glass 
provide a modern atmosphere. End 
windows slide to the center provid- 
ing a full height open area, half the 
area of the entire window. Interlock- 
ing meeting rails and weatherstrip- 
ping on all four sides of the sash ef- 
fectively block cold, heat, dust or rain, 
it is said. The new sliding windows 
match the Fleetlite double-hung win- 
dows and both designs can be used 
in the same house. A one and one- 
half inch air space between the in- 
terior and exterior sash provides good 
insulation. Sash are easily removed 
from the frame for washing. Both 
sash and frame are of extruded 
aluminum, The window is shipped 
complete, ready to install. Fleet of 
America, Inc., De xt. AL, 1967 Walden 
Ave., Buffalo, N.Y. 


Cirele No, 205 on Coupon, page 128. 


Lif-T-Lox 


Lif-T-Lox, announced as a new prin- 
ciple in window balancing, is being 
featured as an optional extra on 1956 
R.O.W. windows. This new balance is 
said to insure that pressure-snug 
R.O.W. Removable Windows will raise 
and lower with finger pressure. Lif-T- 
Lox is self-contained—does not attach 
to the sash—or interfere in any way 
with the R.O.W. removable feature. 
There are no tapes, hooks or chains. 
The unit is self-sufficient, locks in 
place when sash is removed, reengages 

(continued on page 94) 
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DO-IT-YOURSELF RENTAL MACHINES BUILD BIG PROFITS FROM: 


RENTAL FEES — The tremendous demand for these 


popular do-it-yourself work-savers give you dollars for dimes, 
DU-8 SAN : : : 
gore In no time at all your Clarke rental machines pay 


Fastest cutting . 
machine in the for themselves in rental fees alone. 


rental field 
RELATED ITEM SALE$ — the profit really pours in 


from sales of sandpaper, sealer, filler, wax, shampoo 
. everything required to finish floors or shampoo carpets 
and rugs. You cash in doubly on your rental department. 


INCREASED STORE TRAFFIC — A Clarke do-it-yourself 


rental department brings new customers — keeps old 
ones satisfied. And, all this with no increase in overhead! 


COMPLETE MERCHANDISING PLAN — rasy.to-use 


window streamers, posters, shelf strips, postcards, 
newspaper mats, flasher sign, instruction booklets give you 
the most complete selection of promotional aids in the 
rental field — a proven merchandising plan to establish 


C-5 EDGER your store as a Clarke rental equipment headquarters. 
Perfect for : 

sanding hard- 

to-reach spots 


Mail coupon for full information 
P-12R$ RUG SHAMPOO on the complete Renta Clarke sales 
pungent, plan, the pioneer plan of the 
nanan of os ; do-it-yourself rental field designed 


shampooing of all y 
rugs and carpets - to build bigger profits faster. 


P-12 FLOOR 
MAINTAINER 


Scrubs, polishes, 
shampoos, waxes, 
and steel wools 


¢€ a rls | Your copy FREE! Write today for colorful 16-page 
m , booklet about Renta Clarke's Profit Plan. 


SANDING MACHINE COMPANY 


346 East Clay Avenue, Muskegon, Mich. 











Authorized Sales Representatives and Service Branches STORE 


and Distributors in Principal Cities 
STREET 





» In Canada: Clarke Sanding Machine Co. (Canada) Ltd. 


« 21 Advance Road Toronto 18, Ont. 
city 


~ 
S) 
’ 





,UILDING Propucts MERCHANDISER Cirele No. 51 on Coupon, page 128. 
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VINYL MATERIAL 
THE GENERAL TIRE & RUBBER CO. 
JEANNETTE, PENNA 


an 


SEND COUPON 


smeopey.\ a 


AMERICAN BAMBOO CORPORATION 
171-04 Jamaica Avenue, Jamaica 32, N. Y. 


Send information on your folding doors and room dividers 
NAME 
ADDRESS 


city ZONE STATE 








WINDOW AND SCREEN ITEMS 


(begins on page 92) 





automatically when the sash is re 
placed. K.O.W. Sales Co., Dept. AL, 
1326 Academy Ave., Ferndale 20, 
Mich 


Cirele Ne. 206 on Coupon, page 128 


Fit ‘n' Finish Shutters 


Wing-Line Fit ‘n’ Finish Interior 
Movable Shutters are now manufac- 
tured in stock panel sizes. These shut 
ters are made from fine quality sea 
soned pine in 15 panel widths from 6” 
to 16” for on-the-job fitting. Heights 
range from 21” to 85”. They are as- 
sembled with invisible double hard 
wood dowel and glue joints, milled 
edge stiles and rails and finger tip 
control movable louvers. The assem 
bled panels are sanded and ready for 
staining or painting. These shutters 
are also available on a special orde: 
basis. Complete hardware kits ar 
made up for any type installation, The 
Sam A. Wing Co., Inc., Dept. AL, 
5035 Willis Ave., Dallas 6, Texas 

Cirele No, 207 on Coupon, page 1286 





Fiberglas Screening 


A new and different screening woven 
of strong, rotproof, stainless fibers of 
giass has been introduced in a do-it- 
yourself package by Lockset. Fiber 
glas has a core of hundreds of glas 
filaments 15 times finer than a human 
hair and with a tensile strength of 
over 250,000 pounds per square inch, 
it is said. Fused around these filaments 
is an inseparable coating of sinewy 
vinyl. This yarn is supplied to Lockset 
by Owens-Corning Fiberglas. Lockset 
Screening is making available to all 
dealers point-of-purchase display dis- 
pensers. Free 12-roll floor or counter 
dispensers enable customers to help 
themselves to pre-cut, pre-packaged 
do-it-yourself kits of Fiberglas. Lock 
set Screening Co., Inc., Dept. AL, 200 
Market St., Lowell, Mass. 


Circle No. 208 on Coupon, page 128 


Stanley Tools 


Designed for woodworkers who 
want the handiest for gluing, stapling, 
nailing of picture frames, screens, 
trim and storm windows, these preci- 
sion-cast aluminum clamps hold mitre 
or butt joints at a 90° angle for accu- 
rate joining. Grooves permit truing of 
mitre joint with saw. Jaws with 3 
capacity move on screw threads for 
truer, firmer contact with work, manu- 
facturer states. Mitre and corner 
clamps (No. HW 404) are packed four 
in a tell-and-sell carton with price 
card. Hardware Div., The Stanley 
Works, Dept. AL, 111 Elm St., New 
Britain, Conn 

Cirele Neo. 209 on Coupon, page 128 
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When answering advertisements please mention 


AMERICAN LUMBERMAN 
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DET. 
we N MEASURING 


— 
ull Te 


NO COMPLICATED DIAGRAM 


ee THE “COMPLETELY ADJUSTABLE om: 
NO LARGE INVENTORIES . a : DO-IT-YO URSELF i 
WE WROUGHT IRON 


MISFITS - be 
= | RAILING 


ONLY 3 BASIC PARTS FREE ISPLAY 


BUILD A COMPLETE INSTALLATION Arouses interest, clinches sales. In 


stantly demonstrates the beauty, 
utility, rigidity and ease of assembly 
Sturdily built, attractively colored 
Compact (only 12” x 44” actual floo: 
space). FREE to new dealers with 
first order 





4 or 6 Foot Adjustable Railing 
Section can be used “as is’ 
on level surfaces or slanted 
to fit steps of any pitch. 








PLUS 


Unique combination sales and 
planning charts, 





Universal Pre-drilled Newel 

Post can be used for end, cor- i 

ner, step or intermediate post ie Display card with help-yourself 
literature dispenser. 


oe Adjveteable Fitting for bolting < 29 aa installation instruction 
, sheets. 


railing sections to newel 





(fe 
‘ posts, walls, columns, ete. 
. r » Adjustable to any angle, any 
direction. Bolts furnished. 


Advertising mats. 











A FEW OF THE 
MANY ATTRACTIVE 
IDEAS FOR 





WE 





EXTERIOR AND 
INTERIOR 


fan with Mal Cun & han 
COR wanes 800m Ory0te 





COLUMN 


ceo. | k “ : yoennesy MAIL THIS Versa-Products Company, Lodi 1, Ohio 


Send details of Versa-Railing program to 


AND CoUPO 

N TODAY ae 
ORNAMENTS — 
for more deco FOR COMPLETE Firm 
rative installa- 
tions mean DETAILS Address 
extra profits City 
for you. 

Jobber 
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Builders and Home Owners 
both find many uses for 


McKINN EY 


FORGED IRON 


Ornamental 
Brackets 


McKinney Forged Iron Orna- 
mental Brackets are fast-moving, 
profitable items—equally appeal- 
ing to builder and home owner. 
Builders use McKinney Orna- 
mental Brackets to add plus- 
value, salable features to new 
me . +». owners buy them for 
various applications— 
C4 both inside and outside 
the home. 


Order a supply in the colorful Hardware Week Display Carton 
which contains the introductory offer... all three sizes 8” x 6”; 
6” x 4%"; 4” x 3” individually packed—at special prices which 
allow 59% dealer markup. 


Ask your Wholesaler for the Special Merchandiser #624. 


| CAINNE 
P ‘bY KINNE} 


eo ee ee ee ee ee ee. es 
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NEW PRODUCTS 


(begins on page 92) 





3M Resin-Type Adhesives 


Two new resin-type thermosetting 
adhesives for honeycomb sandwich 
construction are now available. Desig- 
nated as EC-1177 and EC-1415, these 
adhesives can be used for bonding 
phenolic impregnated kraft paper 
honeycomb to thin aluminum, stainless 
steel or magnesium sheeting, it is said. 
Typical applications for such sand- 
wich construction include floors, table 
tops, partitions, ete. The EC-1177 ad- 
hesive is transparent, has a synthetic 
resin base and a heavy syrup consist- 
ency. The EC-1415 adhesive has a 
transparent amber color, a synthetic 
resin base and a medium syrup con- 
sistency. Adhesives & Coatings Div., 
Minnesota Mining & Manufacturing 
Co., Dept. AL, 411 Piquette Ave., De- 
troit 2, Mich. 

Cirele Ne, 210 on Coupon, page 128 


Out-of-the-Wall Diffuser 


An Out-of-the-Wall Diffuser has re- 
cently been added to its line by Air 
Control Products. The No. 16 was de- 
signed for applications where stack- 
head and duct cannot be put in the 
wall. It is economical to install on con- 
crete or cinder block applications, or 
on many types of old construction that 
require remodeling. The unit has two 
parts, a back section that fits against 
the wall, with a pre-cut hole in the 
bottom, and a diffuser which screws to 
the front. This unit provides the same 
proven air pattern as Air Control’s No. 
15 Sidewall Diffuser. The No. 16 Out- 
of-the-Wall Diffuser is available in two 
sizes, 10 x 6 and 12 x 6. Air Control 
Products, Inc., Dept. AL, Coopersville, 
Mich. 

Civele Ne. 211 on Coupon, page 128. 
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Its usable horsepower that counts! 





Many possenger car type truck engines have to rev up to high 
speeds to pull their loads. They strain at the job — cost big money 


Internationals give you power in wear and repair. INTERNATIONAL all-truck engines turn at rela 


tively low rpm — deliver high usable horsepower at normal road 


without strain at safe, economical rpm speeds, for peak performance, long life, BIG money savings 
to save you the BIG money! 


Rated horsepower figures don’t tell the whole story 
of truck performance. 
Wise truck buyers want to know more than rated horsepower 
They want to know what actual usable horsepower they 
are going to get to pull capacity loads at normal, legal speeds 
without undue engine strain 
Usable horsepower — that’s the point to keep in 
mind when buying trucks. 
INTERNATIONAL engines deliver high usable horsepower at 
economical, wear-reducing speeds. Because they are built for 
use in trucks, with no compromise with passenger car design. 
, » usable power you neec s longes ‘k life 
You get the usable power you n é 1, plus longest truck life, inl ik inte mined conitiiéte wads Wed; tare ore ere 
every driver comfort and convenience. See your models for every building supply job. Eight pickup and 10 stake 
INTERNATIONAL Dealer or Branch for trucks exactly right for models from 4,200 to 18,000 GVW. Every other truck type, all 
your job—all-truck built to save you the BIG money. ral with fomovs Comfe-Vision cabs 


INTERNATIONAL HARVESTER COMPANY + CHICAGO 
All-Truck Built to 


INTE RNATIONAL save you the BIG money f 
dustrial Power 


Motor Trucks * Crawler Tractors * In 
TRUC ue g McCormick® Farm Equipment and Farmall® Tractors 
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net nk at FONDEROGA PINE | st cos 


Powerhood Ventilator 


The new Fasco ventilator is com 
pletely contained in a modern adjust- 
able hood. Its snap-in ventilator is 
attached to the underside of the hood. 
The high efficiency impeller wheel, 
push-button controls and underhood 
light come ready-installed on the 
Powerhood, with all working parts con- 
cealed to give the unit a modern ap- 
pearance. The ventilator features 
Fasco’s unique turbo radial impeller 
wheel. The metal hood adjusts to fit 
the underside of any cabinet or row 
of cabinets from 30” to 42” long. Fasco 
Powerhood is available in kitchen 
white, colonial copper and stainless 
steel finishes. Fasco Industries, Inc., 
Dept. AL, Rochester 2, N. Y. 


Circle No, 212 on Coupon, page 128. 


Three New Lock Trims 


Created by the Lock and Hardware 
Div. of Yale & Towne, the Blackstone 
pattern is one of three new lock trims 


one of 10 woods from the designed by Yale to be used in con- 

junction with its modestly priced 5200 
series tubular locks. The Blackstone 
escutcheon comes in gleaming brass, 


j , 4. bronze and aluminum finishes. A black 
. plastic insert surrounds an interior 
region circular bas-relief part of the escutch- 


eon, while the entire design of the 

piece is in the form of a square. The 

. Yale & Towne Manufacturing Co., 

Straight, close and uniform-grained, lightweight, light haut. AX. Unepster Wide, Mew York 
Y 


colered, workable, nailable, paintable, Ponderosa Pine 17, N. Y. 

rele No. 213 on Coupon, page 128. 
is the pick o’ the pines! Suited for all residential and light _ eae 
construction use — for fine paneling, woodwork, windows 


and doors — for furniture and specialty cuttings. Trash Burners 


R , Two new outdoor trash burners 
Ponderosa Pine comes in 3 select, 5 common, 4 dimen- mounted on big wheels are announced. 
rr : Designed to give the same safe burn- 
sion, 4 factory grades. You can order it in straight or ing as standard models, these new 


mixed cars—together with the other woods of the mobile units simplify the moving of 
burners to and from storage areas. 


Western Pine region—-from most Western Pine Associa- The units are made of rust-resistant 

aluminized steel. They incorporate a 

tion member mills! heavy duty grate and ash pan base 

and are complete with sturdy six-inch 

wheels and a 36” handle rod, The 

. IDAHO WHITE PINE burner bodies lift off the base for easy 

the Western Pines PONDEROSA PINE hauling of ashes to dumping area 

SUGAR PINE Both units feature Alsto scientific 

draft control construction, utilizing 

safe burning principles that eliminate 

dangers of burning, blowing bits of 

LARCH paper and minimize smoke and smel! 

DOUGLAS FIR Alsto Co., Dept. AL, 4007 Detroit Ave., 
WHITE FiR Cleveland 13, Ohio. 


the Associated Woods ENGELMANN SPRUCE Circle No. 214 on Coupon, page 128 


INCENSE CEDAR 


RED CEDAR 
LODGEPOLE PINE Wovynfold Folding Door 


American Bamboo Corp. announces 
et the facts ; nO Wovynfold, the newest addition to its 
PONDEROSA PINE folding door family, which includes 
to help you sell JUL WO . Accordofold and Bamboofold. Wovyn- 
Write for the FREE illustrated booklet to fold, a folding door in the low price 

field, offers modern, functional design, 
WESTERN PINE ASSOCIATION maximum privacy, solid body and com- 
plete ventilation. Wovynfold’s mate- 
rial consists of %” Basswood slats 


TODAY'S WESTERN PINE TREE FARMING GUARANTEES LUMBER TOMORROW | (continued on page 100) 
Cirele No. 55 on coupon, page 128. 





‘ow Registered Vrademars 
dt the Westone Pine Asacstion YOON Bldg., Portland 4, Oregon 
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REYNOLDS ALUMINUM 
REFLECTIVE INSULATION 


and Vapor Barrier 









Here’s a sensational new profit- 


0_2eu_m 
maker...a lighter grade of Reynolds 
famous insulation that will broaden /N Ni 


even further a fast-growing market. 


Ideal low-cost insulation and vapor —_— 
barrier developed especially for RS 
builders. It’s aluminum foil with B yl 









rolls of 





maximum heat reflectivity (up to 

95%), bonded to 40-Ib. kraft paper. a. / ee: 9 

Easiest of all to store, transport and WW (4, A 25” and 

handie. Available in 250 and 500 sq. ~ 36” widths 

ft. rolls, Call your supplier for this —: foil 1 side 
and 2 sides 


new volume seller. 








Reynolds Metals Company, 
Building Products Division, 
2002 South Ninth Street, 

Louisville 1, Kentucky. 













Also stock the established ™ i 
favorite, the heavier-grade 
Premium Type ...and always stock these 


REYNOLDS ALUMINUM staple profit-makers: 
REFLECTIVE INSULATION REYNOLDS Lifetine ALUMINUM 
and Vapor Barrier ROOFING AND SIDING 

GUTTERS AND DOWNSPOUTS 
/ NAILS... FLASHING 


im 1 _<allil 


Ny 
y 

















Embossed aluminum foil on tough 
80-lb. kraft paper. Foil 1 side 
and 2 sides. 250 sq. ft. rolls, 
25”, 33” and 36” widths. 
F) Your familiar best-seller 
in a new-designed carton. 

















See “FRONTIER,” Reynolds great dramatic series, Sundays, NBC-TV Network. 


REYNOLDS 2% ALUMINUM 


BUILDING PRODUCTS 


Circle No. 92 on Coupon, page 128. 
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* ” 
Ki tt Kimsul makes woven together with %” strips of viny! 
y plastic. Wovynfold is available in 
many decorator patterns and colors 
and as a stock item in all the stand- 
ard sizes. American Bamboo Corp., 


added sales for you! Dept. AL, Jamaica 32, N. Y 


Cirele Neo. 215 on Coupon, page 128. 


Wheels on 1956 Models 


Wheels on easily demountable 
brackets have been added to both the 
Trim Master and Bantam electric lawn 
trimmers and edgers in the 1956 
models. There will be no change in 
either the wholesale or retail price, it 
is announced. The wheels are said to 
make the trimmers more convenient 
to operate in edging jobs and for trim 
ming in hard-to-reach places. They can 
be detached with ease by those who 
prefer to use the implement without 
wheels. Another improvement in the 
1956 models is a new, improved posi- 
tive locking joint connecting the han- 
dle to the motor housing. The trim- 
mers also have a built-in edging guide 
meow to assure precision edges and an anti- 

tangle device that prevents grass from 

wrapping around the blade and shaft. 
Kimsu! E. F. Britten & Co., Ine., Dept. AL, 
; 22 South Avenue, West, Cranford, 


iaguur J 
ade 


Cireie No. 216 on Coupon, page 128, 


Kimsul aed 
“BS ea Air-Lite Chair Webbing 


omarion # 
Air-Lite Chair Webbing is now 
available in a handsome herringbone 
weave, The width, too, has been al- 
2 s ps : tered. Rolls are now in popular 2%" 
Kitty Kimsul Sells Kimsul Insulation for Y ou width, 100 yards long. Woven of Fire- 
e “in person” at “do -it-yourself”’ shows stone Velon, the webbing is available 
in maize, green, ivory and red. The 

® in national magaz page: Rid tied. , 
EREGAEINES fabric is fade-resistant, stain-resis- 
© on point-of-sale pieces (shown above) tant, washes with soap and water, it 
¢ on film for your local TV shows is said. The manufacturer offers an 
attractive display rack free with ini 
rs , , , , tial purchase of four rolls. Also avail- 
Kimsul Insulation Brings You Big Profits Because ; able are free how-to-do-tt brochures 
@ It's the ideal “do-it-yourself” insulation, easy to be used as giveaways, it is said. 
‘lastic Woven Products, Inc., Dept. 

to cut, measure and install. Pla } , ’ . 

F AL, 51 Camden St., Paterson 17, N. J. 


It's compressed to 1/5 normal size. Saves you Clecie No. 817 on Coupon, page 128. 





storage space. Gives you far more 
profit per square foot 
G-E Gas Furnace 


Cpooial tiaffic builldor. prom. Kimoull This new G-E gas furnace, espe- 
+ cially designed for the home builder 
Now you can offer your customers this denim cob g market, has all the features, including 
bler's apron — a regular $2.50 value —for only 8% cast iron heat exchanger, of the pre 
They're being featured in Knesut's national adver vious standard builder mode] with the 
g 

Y single exception that the new furnace 
tising. And since only Kimsut dealers will have has a direct drive blower with adjust- 
them, this terrific bargain will bring more customers able speed control. The blower has 
to your sales room. See your KIMSUL salesman for sufficient capacity to handle Air-Wall 
full details or write: Kimberly-Clark, Dept. heating systems and, in addition, will 
\-J6, Neenah, Wisconsin be able to handle heating and cooling 
combinations that are installed with 
KI MSUL a peenest oF other types of duct systems, it is said. 
Kimberty Clark This blower model is manufactured in 
upflow models only. General Electric 
INSULATION Home Heating & Cooling Dept., Gen- 
eral Electric, Dept. AL, 5 Lawrence 

St., Bloomfield, N. J. 


Cirele No, 218 on Coupon, page 128. 








Kimberly Clark Corporation «+ Neenah, Wisconsin 


Circle No. 56 on Coupon, page 128. 
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Visqueen Black Film 


Increased protection for lumber and 
other material stored outdoors is 
offered with Visqueen black film, an 
nounces the manufacturer. Black Vis- 
queen is said to protect Ponderosa and 
Sugar Pine from tanning, discolora 
tion and also adequately protect the 
lumber from rain and dust. The Visk- 
ing Corp., Plastics Div., Dept. AL, 
Terre Haute, Ind. 

Circle No, 219 on Coupon, page 128. 


Ger-Pak Vapor Barrier 


Gering Products announces a new 
extruded polyethylene moisture-vapor 
barrier film, called Ger-Pak, in light 
and heavy construction fields. The new 
moisture-vapor barrier film, which is 
available in widths up to 20’ and wound 
on rolls of 100 linear feet or more in 
thicknesses of .002”, .004” and .006” 
and heavier, is available in two colors 

black and transparent. Ger-Pak is 
used as a moisture-vapor barrier under 
concrete slabs, in crawl spaces around 


REDUCE delivery costs 
SPEED UP deliveries 


Complete 
Beds Shipped 
KD. Easy 
Assembly & 
Mounting 


Write, wire, phone for 


Catalog ond Prices 


The R-B Company 


1921 Guinotte, Kansas City 20, Mo. 


~ee 


Unioad a Load 
or Half Load at a Time 


the exterior of foundation walls, also 
over sub-flooring and on the warm 
side of walls as a dust barrier. Ger 
Pak will not embrittle with age, crack, 
chip or peel and is highly resistant to 
most known chemicals, it is said. 
Gering Products, Inc., Dept. AL, Ken- 
ilworth, N. J. 


Cirele No. 220 on Coupon, page 128 


Stateline Series 


Glissade, manufacturer of bathroom 
vanities, is announcing its new Stats 
line Series. A completely post-formed 
unit featuring a rolled front edge and 
coved back, the unit has been designed 
to answer the requirements of the 
price conscious buyer. Available in a 
complete of well designed 
styles and in seven popular colors 
Liebman Bathroom Specialties, Inc., 
Dept. AL1-56, 769 Chauncey St., 
Brooklyn 7, N. Y 


Cirele No, 221 on Coupon 


selection 
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Cleveland Framing Anchors 


Cleveland Framing Anchors are sak 
to provide stronger nailed wood joint 
with costs. Made of 18 
gauge galvanized steel, they eliminate 
notching and ledger strips, eliminate 
toe nailing and splitting and provide 
automatic spacing for joists and raft 
ers, it is claimed. Cleveland Steel Spe 
cialty Co., Dept. AL, 3773 East 91st 
St., Cleveland 5, Ohio 
Cirele No. 222 on Coupon 


reduced labor 


peae 128 


NuTone Power Maid 


NuTone announces its entry into the 
manufacture of small kitchen appli 
ances with a combination food mixer 
blender-juicer and electric knife sharp 
ener, known as the Power-Maid. One 
model is an In-Built, powered by one 
motor, which is into the 
kitchen countertop. All the appliances 
attach to the same power shaft on the 


recess d 


(continued on next page) 


WA Storm and Screen 
DOOR HARDWARE 


ONE-BORE 
PUSH-PULL LATCH 


Gueranteed quality. Fast appli 
cation. Easy latching spring sirike 


DOOR CLOSERS 








NO. 90 DOOR CLOSER 


o 
o 
o 


e 


Self lubricated. Enclosed shock absorber spring 


ie) ae 


iZ 








NO. 80 DOOR CLOSER AND CHAIN PROTECTOR 


with chain hold up spring 


am pg , 
@ & 1 
l alley 
oh oleh 


IDEAL HINGES 


Solid Bross 
Bronze Oilite Bearings 


write for description, 


price ond delivery on these 
and other hardware items 


] Mei 


—_ 
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Plated or Stainless Steel or 
Available with 


Self lubricated and guaranteed for 10 years 


well ADJUSTABLE 


DOOR SPRING 


Quick, simple, positive adjustment. Just turn end in 





or ovt 


ome 


and brand Neu 
FLEX-IT DOOR STOP | 


will not mar door 
vtop “rews into 











Prevents injury of damage 
Rubber tipped spring steel 
seporate base 


+ IDEAL BRASS WORKS, INC. 


250 EAST Sth STREET © ST, PAUL |, MINN 
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HIGH QUALITY PLYWooDs : 
SMOOTH GRAIN - TOUGH NEW PRODUCTS 


(begins on page 92) 


TEXTURE By-Passing 


stainless steel plate, which is flush 

with the countertop. The same _prin- Door Track 
ciple is also available in a plug-in 

model, NuTone, Inc., Appliance Div., 

Dept. AL, Madison and Red Bank 

Roads, Cincinnati 27, Ohio. 

Cirele No, 223 on Coupon, page 128. The addition of extruded aluminum 
track for %” by-passing doors to its 
line of E-Z Glide Track and Upper 
Guides is announced. It features 

, simple, speedy installation by pro- 

B | R C be i. viding two parallel machined fibre in- 

2 serts in a single aluminum extrusion. 

Star Hack Center punched at 6” intervals for 

3 { R ;, on fastening with No. 3 flat head screws. 

To be marketed as E-Z Glide No. 821, 

GUM Saw Frame the new track is available in 4, 5 and 

6’ lengths. To be used in conjunction 

: with No. 1801 Glide and No, 200 Upper 

A mark of quality for T Guide. The Engineered Products 
consumers of plywood. This workmanlike new Star hack Co., Dept. AL, Flint, Mich. 


12 Convenient Warehouses _ frame meets the mechanic’s need a se ee co oe 
or a durable saw that can be used in 
MICH. IND. TEXAS CALIF. MO. close quarters, it is said. The frame 
is of single-member construction, with 
WIRE — PHONE — WRITE comfortable Tenite butyrate plastic 
For Immediate Delivery handle molded directly onto the steel. The New 


The tool adjusts readily for standard 
10” or 12” blades. A cam-action lever- 
BRAUND PLYWOODS ING. lock eee proper tension on either AS Mechanicus 
size. The complete frame is rustproof. \ 
314 Wabeek Bidg. Its steel hadi osthen in either a ae 
Birmingham, Michigan or a crackle finish. The handle, de- 
Midwest 4-3450 signed in chip-proof red or green buty- A new multi-purpose tool for strip 
Twx 500 rate, is said to be highly resistant to metal work—the Mechanicus—is an- 
oil and moisture, Clemson Bros., Inc. nounced, The tool performs 10 opera- 
Dept. AL, Middletown, N. Y. ' tions by simple screw adjustment, it 
Ties otal omen : Cirele No. 224 on Coupon, page 128. (continued on page 104) 
You can't beat 
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’ 
What's Your Answer? 
What’s Your Score? 9 or 10 correct: Excellent! 7 or 8: Good. 5 or 6: Fair. 


Here’s an easy way to check your retention of the information contained 
in this issue. Use the questions, too, as a quiz in your next sales meeting. 
Both editorial features and manufacturers’ advertising are represented in 
the questions below. For the answers, see page 113. 


1. How does the Pennsylvania firm, L. H. Schmoyer, keep sales volume 
up and eliminate slow months? 


What company makes the “new Wepco adjustable aluminum window 
awnings”? 

What are the hazards of business operation that the ADT systems 
guard against? 


What firm advertises Harborite, called the “miracle overlaid fir ply- 
wood”? 


How does Harris Lumber, Rhode Island, store plywood for more effi- 
cient customer selection and service? 





® Give your metal roofs added life 


Me : > Ps MZP). : P - P P 
with Metallic Zinc Paint (MZP) . Who is advertising “completely adjustable do-it-yourself wrought iron 


Covers in one coat by brush or : : ” 
spray. Stops rust, Sticks fast, ex- railing ... and free demonstration display ? 


pands and contracts with metal . What does the Philadelphia firm, Peter Lumber Co., feel is the reason 
to maintain unbroken coating. for a better than average net profit on $500,000 annual gross and a 
Covers 600 to 800 aq. ft. per gallon. sales volume that remains constant throughout the oeent 

In attractive colors. Tests started 
in 1932 prove MZP is best of 92 . Who advertises Pennvernon Window Glass? 


roofing paints! Get the full story : : : 

before you paint! Using its unique side-loading fork lift truck, how long does it take 

Barberton Wholesale Lumber to load the average customer's truck? 

FREE STRUCTION MANUALS! What company advertises “Your customers get the first dollar’s worth 
American Zinc Institute free”? , 

324 Ferry St., Lofoyette, indiana, Dept. AL3. 
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IN PROFITS FOR YOU 


Only Midland offers all the sales ammunition you need to 
compete for your prospects’ dollars against other products 
and services. And Midland backs you up with aggressive 
magazine and newspaper advertising. Get the facts on exclu- 
sive franchise. Use coupon! 


IN FINANCING FOR 
YOUR CUSTOMERS 


Midiand’s new Time Payment Plan gives 
customers up to 24 months to pay as 
little as 10% down. You make your own 
credit decisions, extend immediate credit, 
make “time” sales almost as quickly as cash 
soles. Learn details . . . use coupon! 


-- IN TILLERS FOR WIDEST SALES 


Midland offers your customers widest tiller selection in 
America to meet every need . . . these 5 models, 4 of which 
are self-propelled. The 4 units mount weed cutters, rotary 
and reel-type lawn mowers, cultivators, disc harrows, etc. for 
multi-purpose utility. Get the facts. Use coupon! 


‘ 


2% ho 
Rotary Tiller 
3.6 hp Super Rotary 2% hp Rotary 5 ho 5 ho Riding 


Tiller-Mower Tiller-Mower Tiller-Tractor Tiller-Tractor 


z 


| ack tor Detaile! ime 


Send dealer information on Time Pay 
ment Plan and all models and attachments 


THE MIDLAND CO. DEPT. 29 


South Milwaukee, Wisconsin 


STREET 


city STATE 


Circle No, 59 on Coupon, page 128. 
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is said. The Mechanicus serves as a 
metal snip for cuts of various lengths, 
a metal punch and metal brake, Ad- 
justment of the screw attachment 
adapts it to straightening, flattening, 
rolling and curving of strip metal. It 
may also be used for bending or form- 
ing of wire. Available singly or in a 
kit containing 1 Mechanicus tool, a 
screwdriver, 50 nuts, 60 brass screws 
and 15’ of nickel-plated steel strip, 
The Holly Co., Dept. AL, 2787 North 
Pine Grove Ave., Chicago 14, III. 
Cirele No. 226 on Coupon, page 128, 


Bogert Vinyl Molding 


Bogert announces a new acoustical 
tile molding said to be faster and 
easier to install than any other cove 
molding. This flexible molding is in- 
stalled by simply pressing it into 


place, it is said. It is held firmly by 
its own tension. It may be used on 
curved walls and bent around column 
caps just as quickly and easily as it 
can be installed on a straight surface. 
The Bogert viny! molding requires no 
painting, no nailing, no adhesive, no 
puttying, no retouching, no mainte- 
nance and no wood ground, it is 
claimed. It is also said to be shrink- 
proof and non-combustible. Its soft- 
finish white is easily painted if a cus- 
tom color is desired. A. Z. Bogert Co., 
Dept. AL, West Point, Penna. 
Cirele No. 227 on Coupon, page 128. 


Electric Hand Saw 


A new, moderately priced electric 
hand saw by Victor J. Krieg is de- 
signated the Lesto type GEB4. Under 
load it is said to provide a cutting 
speed of over 2300 strokes per minute. 
This speed enables it to cut so fine 
that often sanding is unnecessary. The 
compact Lesto type GEB4 weighs but 


4% pounds. It is said to saw wood 
up to 1%” thick, as well as soft metal, 
insulation material, plastics, etc. The 
Lesto GEB4 has a list price of only 
$62.50. Victor J. Krieg, Dept. AL, 611 
Broadway, New York, N. Y. 


Cirele No. 228 on Coupon, page 128. 


Turret Arm 


Claimed to be the first nine-inch 
radial arm saw to feature a turret arm 
(or double arm construction), the new 
Delta unit is said to permit full and 
free blade travel in any direction. De- 
signed for the home workshop, it can 
be operated on either 220-V or 110-V 
with a simple wiring change. The % 
hp motor is said to be the most power- 
ful and coolest running unit of its size 
designed for this type and size of 
unit. Rockwell Manufacturing Co., 
Dept. AL, 400 N. Lexington Ave., 
Pittsburgh 8, Penna. 

Cirele No, 229 on Coupon, page 128. 
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Trade Mark 


DOUGLAS FIR 


PONDEROSA PINE — SUGAR PINE 


WHITE FIR 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


| 
onal / 


Registered 











Circle No, 60 on Coupon, page 128. 


DIAMOND 
HARD 


For Selling School Boards... . 


show ‘em that Ft. Lauderdale school report’ favoring 
hardwood floors and remember — for warmth un- 
derfoot and fewer sniffles — for resilience and less 
teacher fatigue — for easier cleaning and less 
janitor grumbling — they can't beat J. W. Wells 
Diamond Hard Northern Maple. 

*For a copy write— 


Circle No, 61 on Coupon, page 128. 
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NEW STOCK DISPLAY 
Keeps your stock of PRE- 
PASTED Bolta-Wall “right 
up front” in a small space 
on your floor! 


NEW DELUXE DISI’LAY 
A beautiful, full-color pres- 
entation of the exciting 
PRE-PASTED Bolta- Wall 
story that sells! 


Let your customers know you have it! 


Take your choice! Either of these handsome new floor displays 
for fast-selling PRE-PASTED Bolta-Wall will do a terrific 
job for you...and they are backed by big 4-color ads in 
LADIES’ Home JOURNAL, BETTER Homes & GARDENS, HOME 
MODERNIZING, POPULAR SCIENCE, and POPULAR MECHANICS 
for Spring 1956! Get in your stock! Order NOW! 


Send in the coupon below... TODAY! 


*So easy to use... “just wet the back”! 
Available in Mahogany and Bamboo pat- 
terns in latest decorator colors all 
washable, stain-and-scuff-resistant! 


(GENERAL 


PLASTICS 





1: 


SO EASY TO INSTALL!? 


BuILDING Propucts MERCHANDISER 


THE GENERAL TIRE & RUBBER COMPANY 
BOLTA PRODUCTS Division, Lawrence, Mass 


| am interested in your |_| Stock Display _ | Deluxe Display 
Please have your representative contact me: 


NAME 


ADDRESS 





ZONE STATE 


Circle No, 94 on Coupon, page 128, 
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Snap-Cut Pruners 


Seymour Smith & Son announce two 
new Snap-Cut pruners, a de luxe 
model, No. 319-8”, and a competitive 
model, No, 019-8”. These will supple- 
ment their present Snap-Cut pruner 
models Nos. 119-8” and 118-6”, The 
manufacturer states that the purpose 
of these additions is to provide a com- 
plete price range in the original anvil- 
type Snap-Cut pruners. The four prun- 
ers as now offered are the new No. 
319-8” de luxe version with stainless 
steel blade and special Triple-Krome 
finish at $3.95 retail; the standard 
and original Snap-Cut model 119-8” 
with tool steel blade and chromium 
slate finish at $2.95; the smaller 
adies’ model, No. 118-6", at $2.49, 
and the competitive model, No. 019-8”, 
with bright orange painted handles 
at $1.95. The first three models are 


boxes with dowel for test cutting. The 
019-8” is affixed to an individual dis- 
play card with dowel and with hole at 
the top for display on pegboard. Sey- 
mour Smith & Son, Inc., Dept. AL, 
1940 Justin St., Oakville, Conn. 
Cirele No. 230 on Coupon, page 128. 
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Wall Rack 


Plan Hold Div. of Air Comfort Com- 
pany announces a most unique Wall 
Rack. Brackets pivoted within a wall 
plate support Plan Holds which are 
equipped with special slide-over clips. 
Brackets swing back and forth so ref- 
erence is readily available to either 
side of plans. This construction allows 
for easy filing of skirted plans, it is 
said. A rolling steel stand with built- 
in wall plate is also available, pro- 
viding a more convenient support for 
the brackets and Plan Holds. Plan 
Hold Div., Air Comfort Co., Dept. AL, 
5204 Chakemco St., South Gate, Calif. 


Yale Home Safes 

New home safes especially designed 
to fit between wall studs or floor joists 
are now being marketed by Yale & 
Towne. The new safe is guaranteed by 
the manufacturer to withstand a tem- 
perature of 1700° Fahrenheit for a 
one-hour period, thus protecting 
papers from charring. The Yale wall 
safe is equipped with a combination 
lock which makes it possible for the 
owner to set it at any of 10,000 pos- 
sible locking combinations. A Yale floor 
safe, similar in al] other features to 
the wall safe, comes equipped with a 
five-pin tumbler lock. The new Yale 
safes offer the homeowner fire and 
burglarly security and the spacious 
interior of the safes, 741 cubie inches, 
is ideal for the storing of important 
personal documents. The Yale & 
Towne Mfg. Co., Yale Lock and Hard- 
ware Div., Dept. AL, 11 South Broad- 
way, White Plains, N.Y. 


packaged in individual, open-face Circle No, 231 on Coupon, page 128, Cirele No. 242 on Coupon, page 128. 


Z BESSLER 


DISAPPEARING STAIRWAY MODELS 
ae to meet EVERY need! 


AS LOW AS 


$5309 


Generous Trade 
Discounts! 





DURABLE 


Low Cost 
FARM 
BUILDINGS 


with J. NEILS 
TREATED POLES 


Write for 
Free Catalog 
and Wall Chart 


BESSLER 
DISAPPEARING 
STAIRWAY CO. 


More and more of your cus- 
tomers are asking about 
treated pole frame construc- 
tion because it costs less... 
lasts longer. Treated Lodge- 
pole Pine from J. Neils is the 
answer to their needs and to 
increased sales for you... 
J. Neils poles are straight, 
strong—selected from our 
own timberlands...and treat- 
ed (penta or creosote) in our MILL AND TREATING PLANT 
own plant. Mixed cars can AY 

include poles with treated or 
City .... ee untreated lumber. Write for LIBBY, MONTANA 
information. 


FREE CATALOG 


AND 1900.8 East Morket St 


WALL CHART Akron, Ohio 
eeeneen. 


BESSLER DISAPPEARING STAIRWAY CO. 
1900-8 Bast Market $¢., Akron 5, Obie 


Please send free Catalog, Wall Chart, Prices and Discounts 


J. NEILS 


LUMBER COMPANY 





Nome . 


Address 














Circle No. 62 on Coupon, page 128. Circle No. 63 on Coupon, page 128. 
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PD17 Caulking Compound 


A plastic base Caulking Compound 
that remains workable in freezing 
weather is announced by Armstrong 
Cork. Because PD17 Caulking Com- 
pound is both non-staining and non- 
corrosive, it is recommended for use 
with all materials, including metal, 
slate, wood, etc. The all-weather work- 
ability of the compound is the result 
of a polymerized plastic base. The 
polymerized base also enables the 
compound to form an elastic skin 
shortly after application that is im- 
mediately paintable, it is said. PD17 
Caulking Compound is available in 
onnanath gallon cartridges, gallon 
and five-gallon containers. Two types 
of caulking guns are being introduced 
for use with the compound. Armstrong 
Cork Co., Dept. AL, Lancaster, Penna. 

Cirele No, 233 on Coupon, page 128. 


Super Plank Wall Panel 


Super Plank is a new hardboard 
panel 16” wide and 8’ long. It is stud 
width, needs no additional backing or 
spacers, it is said. Super Plank is 
completely pre-finished, comes pack- 
aged with 6 Super Planks, 7 molding 
strips, nails, touch-up color and full 
installation instructions. Sells for 
about $16. per package, or about 25¢ 
per square foot. Available in four 
pastel tones: Sprite Green, Cameo 
Pink, Champagne Beige and Antique 
Ivory. Finish is baked-on plastic, flat 
and washable. Super Plank may be 
nailed directly to the studs, or over 
any existing wall. Superior Wall Prod- 
ucts Co., Dept. AL, 4401 North Ameri- 
can St., Philadelphia 40, Penna. 

Circle No. 234 on Coupon, page 128, 





Silicone Water Repellent 


Aquacide silicone water repellent 
protects above-grade masonry reports 
the manufacturer. Producing water 
repellency in depth, the new silicone 
water repellent prevents moisture 
seepage on outside walls, above- 
ground foundations, chimneys, walks, 
driveways, etc., it is announced. Ef- 
fective on new or old construction; on 
brick, mortar, concrete, stucco, ete. 
Applied by low-pressure spray or 
flushed on with a brush, one gallon 
covers 75-150 square feet. Accelerated 
weathering tests are said to indicate 
one treatment may be effective as long 
as 10 years. Southern Coatings and 
Chemical Co., Dept. AL, Sumter, S. C. 

Circle No. 235 on Coupon, page 128 





(continued on page 118) 


on your next order 


QUALITY YOU CAN SEE 


Beautiful eye-catching matched 

rains and uniform texture that 
armonize with any interior decor. 
Precision-graded to NOFMA 
Standards. 


QUALITY YOU CAN FEEL 


Properly seasoned and accurately 
milled to # smoothness not ordi- 
narily found in the “run-of-the- 
mill” flooring. Requires a minimum 
of sanding—saves labor and 
money. 


QUALITY THAT ENBURES 


Made from the finest of Oak 
from the Missouri Ozarks to with- 
stand many years of hard wear. 


Yes, try OZARK BRAND 

Oak Flooring on your next order, 
Your customers will be 
delighted with its fine quality 
and unusual beauty. Like many 
of our accounts, you will enjoy 
repeat orders. Your order 

will be shipped promptly. 
Flooring is carefully bundled 
for safe clean arrival, easy 
unloading and easy handling. 


One order will convince you. 


Write, phone, or wire us collect for quotations and delivery on any of 
your oak flooring needs, 


When answering advertisements please 


— The OZARK OAK FLOORING COMPANY 
AMERICAN LUMBERMAN 2ISMARCK. MISSOUR! PHONE 115 
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inating the possibility of strains caused 


i by manhandling the package for a 
right angle turn. The table top may 
be mounted on a permanent or port- 

' able base or in conveyor lines. A 
metal strap guide can be used as op- 


tional equipment to facilitate feeding 
the strap. It is constructed of metal 
feature permits faster positioning. clad Haske lite and contains 61 one-inch 
Hyster Co,, Dept. AL, 2002 N. £. sllcasters. These easy-rolling casters 
Clackamas St., Portland 8, Ore. extend %” above the table surface and 
, , are mounted in a staggered pattern on 
Circle No, 246 on Coupon, page 126 4” centers. Signode Steel Strapping 
Co., Dept. AL, 2600 North Western 

Ave., Chicago 47, III. 


Cirele No, 237 on Coupon, page 128 
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Cart-N-Grab 


For rapid handling of cartons and 
packages without pallets, Hyster has 
introduced its new Cart-N-Grab for 
Models UC-20 and YC-40, 3,000 and : 
1,000 pound capacity lift trucks. The ; 
Cart-N-Grab arms are said to accom H 
modate packages from 22%" to 70%’ Strapping Table Top 
Incorporating both the Hyster Load The Signode strapping table top en- Two Accessories 
Grab and Side Shift features, the ables the operator to stand in one po 
Cart-N-Grab holds entire package ition while rotating heavy containers Increased safety for nerators is 
firmly, eliminating any spillage or for packing or strapping. It is said now provided by two new fork lift 
damage, it is said. Arms are claimed to provide a valuable safety factor be- truck attachments. These include an 
to operate faster than any compara cause these heavy containers are han Overhead Guard attachment designed 
tive models and the Hyster Side-Shift dled with a minimum of effort, elim- to provide maximum protection for 














PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 


A Medium size, wedge-edjusted planer 
which is widely used in nearly ail 

phases of the wood-working Industry 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without danger of 

hick-beck, Has built-in knife 

grinder, variable speed, in- 

stantaneous control of lower 

rolls, instantaneous mi 

crometer control of 

pressure bar, shearing x - 

plehie dedesthe . Above is average of timber being cut today on our second 

features, Sturdy : cycle cutting on 200 Thousand Acres of timberland, Annual 
. : 2 

ennigy ee cut 20 Million for past half century under exacting Forest 

24". 26" of 1" « 

8. A real pre 

cision, production 


mochine of 00 : HARDWOODS — WHITE PINE — HEMLOCK 





Management Plan without depletion. 


erate price. Write 
for descriptive 
bulletin--No, $4 


DEFEND YOUR TRADE WITH 


BUSS MENOMINEE INDIAN MILLS 


MACHINE WORKS Neopit, Wisconsin 
238 EIGHTH ST., HOLLAND, MICHIGAN ; OUALITY LUMBER 
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operators of Towmotor Fork Lift 
Trucks by shielding the driver from 
materials that may fall from un- 
wieldy loads being transported or high- 
stacked. Another accessory said to 
be of great value in eliminating ac- 
cidents, saving handling time and re- 
ducing damage to the products being 
handled is the Carton Clamp. This 
hydraulically operated device easily 
and safely handles multi-unit loads of 
cartons, cases, packages, crates and 
similar objects and also assures maxi- 
mum utilization of storage space in 
the yard, plant or warehouse. The 
Carton Clamp, which eliminates the 
need for pallets, has arms whose faces 
are rubber covered for added protec- 
tion to the load. Towmotor Corp., 
Dept. AL, 1226 East 152nd St., Cleve- 
land 10, Ohio. 
Circle No. 238 on Coupon, page 128. 


Perfect Blade Balancer 


A new service tool for Lawn Mower 
repair shops which immediately en- 
ables them to balance blades used on 
rotary lawn mowers is announced. 
Called the Perfect Blade Balancer, it 
is supplied with two tapered mandrels, 
the range of which permits the balanc- 
ing of all rotary blades, with hole 
diameters from /”" to 1%”. The new 
tool is shipped KD and can be set up 
for immediate use. Hagedorns Mfg 
Co., Dept. AL, Erlanger, Ky. 

Cirele No, 239 on Coupon, page 128 


Snow Cut-Off Gauge 


An improved model of the Snow 
Cut-Off Gauge, at a lower selling price, 
is announced. This new gauge, known 
as Model 6, is made extra sturdy for 
heavy duty cutting. It is of heavy 
steel construction and is built to resist 
weather conditions for inside and out- 
side use. The Snow Cut-Off Gauge 
measures quickly and accurately and 
is available for tables ranging in 
widths from 8” to 18”. According to 
the manufacturer, any length up to 


BUILDING PropuCcTs MERCHANDISER 


nine feet may be set and the stop turers of the Circafio line of hot spray 
positively locked in position in a mat- heaters. In many cases, contractors 
ter of seconds, without the operator have not only reduced the required 
moving from his position in front of number of coats by half, but have also 
the machine. Stops are available for eliminated sandings required between 
multiple cutting, metal cutting for 45 coats, it is said. Hot spray does not 
and 90° angles and for cutting pic require special paints, but works well 
ture molding. Snow Manufacturing = ‘ble aye + . . - Ad viscosity 
, a > . » b eat, sc ed, Spee 
Co., Dept. AL, P. O. Box 368, Alham- Pio, Dept. AL, 720 Polk, Houston, 
bra, Calif. Texas 
Circle No. 240 on Coupon, page 128 Circle No. 241 on Coupen, page 128 





Hot Spray 


Painting contractors using spray on 
interiors of new homes report 30 ganilen 
savings in materials and 50% saving 


in time when using the hot spray proc AMERICAN LUMBERMAN 


ess, according to Spee-Flo, manufac 


When answering advertisements please 





deal with the man behind the seal 


the best route between 


imill and retailer is via your National-American 


LUMBER WHOLESALER 


He has more than a map in his head, He knows where to find the lumber you 
retailers need, the customers you manufacturers want. He can help you solve 
shipping and other problems. He devotes his energies solely to the distribution of 
forest products, which frees you manufacturers to concentrate on producing 
lumber, and you retailers to concentrate on selling it 

The NATIONAL-AMERICAN DIRECTORY contains over 500 listings lo 
cated all over U. S. and Canada. There's no better guide. 1956 edition now 
in preparation, Write for complimentary copy. 


Times constantly change. The man behind the seal keeps up to date! 


I KobitelalleycWiilciaiaela A WHOLES 


WHOLESALE gp 


Lumber Association 


41 East 42nd Street, New York 17, N. Y. 
1111 Yeon Building, Portland 4, Ore. 





Circle No. 65 on Coupon, page 128, 





How to 


give 


your business 


a personality mS SEE THE 


Sure, you could hire a circus—put your 
name on the tents and banners—maybe on the 
tatooed lady. But there’s a more economical 
way to get your name and building product 
story before the public. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lumber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, with 
full color cover bearing your name, address, 
phone number and sales message. We mail it 
to your customer and prospect list — live 
names, not just occupants or boxholders. 


Cirele No. 69 on Coupon, page 128. 


TATOOED 
LADY/ 
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There is timely, worthwhile information 
for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your local advertising prob- 
lems. Just fill in the coupon below and mail. 





Service Manager, Room 2000U. 

HOME Maintenance & Improvement 

189 North Clark Street, Chicago 2, Illinois. 
Financial 6-5380 

( ) Send us eomapiote information, with no obliga- 


tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 





Street. si 
City ee 








Your name_ cients 
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Roll Valley Flashing 


Kaiser Aluminum’s Roll Valley 


display. Available 
ages are 10’ and 





Flashing has been 
smart new package to catch the con- 
sumer’s eye. Easily converted into 
display pieces, the new packages are 
aimed at the do-it-yourself trade. The 
single roll package can be used as a 
counter sample, while the multiple- 
roll package forms an excellent floor 


dressed up in a 


in the new pack- 


50’ lengths in 14” 
and 20” widths. The 10’ lengths are 
packed eight rolls to a carton, the 50’ 
lengths one roll to 
roll of flashing in 


a carton. Each 
the multiple-roll 


package carries a wide paper sleeve 
with the Kaiser Aluminum logotype 
imprinted in red and black, bearing 
a sales message with suggested end- 
uses for the product. It is planned 
to use sleeves with the single roll car 
tons as well. Kaiser Aluminum & 


Chemical Corp., 


Dept. AL, Kaiser 


Bldg., 1924 Broadway, Oakland 12, 


Calif. 


Cirele Neo, 242 on Coupon, page 128 






Technical Chart 


A two-color Technical Chart on 
wood screws, machine screws and tap- 
ping screws is announced. This chart 
features pilot hole and shank clear- 
ance hole boring recommendations. It 
gives complete instructions on how to 
measure and determine sizes in length 
and diameter for wood screws. Thread 
dimensions and hole size recommenda- 
tions for tapping screws are shown, 
as well as machine screw thread di- 
mensions and stove bolts equivalent 
to machine screws’ sizes. All! head 
styles, both standard and special, are 
clearly illustrated. Information on the 
Chart includes materials and finishes 
in which each fastener is available. 
Southern Screw Co., Dept. AL, Box 
1360-L, Statesville, N. C. 


Circle No. 248 on Coupon, page 128 














Idea-of-the-Month Plan 


ey card monthly. 





A new Idea-of-the-Month Plan de 
signed to provide fresh display aide 
monthly to Decor-Eze dealers is an- 
nounced by Bolta Products. Under the 
plan, the retailer receives a new dis- 


Each Idea-of-the 


onth card features a different appli- 
cation for the Decor-Eze self-adhesive 
vinyl such as table 
splash boards, shelves and drawers, 
etc. The copy dramatizes the ease of 
application, washability, decorator ap- 


tops, cabinets, 


pearance and other qualities of the 


Decor-Eze material. 
charge to retailers, 


Available free of 
the Idea-of-the- 


Month display cards are suitable for 
both window and counter displays and 
can be used to supplement the mate- 
rial in ¢ regular Decor-Eze display 
kit. The kit features a simulated cof 
fee table covered in Blond Woodgrain 


Decor-Eze, window 
additional display 


streamer, poster, 
cards, leaflets, 


Circle No. 244 on Coupon, page 128. 
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Brand New Paint as 
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Discovery! <j 











































































































































The Water-Soluble 








Vinyl Plastic Base 











ALL-PURPOSE PAINT | 


















rast 10 INDUSTRY! 


@ Resists industrial fumes, salt and acid air 
@ Long-lasting Will not yellow or fode 


rast ro CONTRACTORS! 


Economica Covers up to 600 «a. feet 


CHOICE OF 


per gallon 
@ Quick-drying——Ready for second coat in 


gine Long-lasting 
j y < >< ’ urlac 
@ May be applied over damp or dry surfaces Colors and 
White 


rast ro HOME OWNERS! 


@ Ready to vie—No mixing necessary 
@ Easy to apply with brush, roller or spray 
@ ideal for pointed or unpainted surfaces 


New, really new TAMMS TYP is the modern, vinyl plastic base 
paint for all hard-to-cover surfaces! Thins with water 
water-resistant after application / TVP is smooth, odorless 


resistant needs no primer, dries to the touch in 


in Paints ! 


WRITE for prices, ond promotional ma 


terial available 


TAMMS iweusreins. INC. 


228 North La Salle Street © Chicago 


Circle No, 68 on Coupon, page 128. 


Sortones 


Handsome, 


! 





weather 
10 minutes 
For Tremendous Volume Profits, order TVP—the Terrific Value 















yer is 












Illinois 











A Directory to Better Building and Increased Sales 


The concerns listed below specialize in the precision production 

of America's finest hardwoods—Appalachian Hardwoods. Finest 
because rich soil and climatic conditions of this area produce soft 
texture, uniform grain, and easy workability. These woods are 
available now as lumber, flooring, most standard and specialty 
building items. Assure yourself of more sales with their exceptional 
quality. Order Appalachian Hardwoods today from the following firms: 


The M. B. Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Als Dried Appalachian Hardwoods. 
“Century Oak and Maple Flooring 


*Bemis Hardwood Lbr, Co., Robbinsville, WN. C. 


Hemlock, Hardwoods, Flooring, Dimension 


*MeCracken & McCall, Inc., Lexington, Ky. 
Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 


Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut, Poplar, Basswood, Beech, 
Cherry, Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 


“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 


J]. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 


Manufacturers Appalachian Hardwood Lumber 


*M. E. Crisp Lbr. Co., Welch, W. Va. 

West Virginia and Kentucky Appalachian Hardwoods. 
Oak, Poplar, Beech. Maple, Ash, Hickory. Chestnut and 
other hardwoods. All facilities. 


“Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. Complete Line 
of Appalachian Hardwoods. Maple and Oak Flooring 


*Member Appalachian Hardwoods Manufacturers, Inc 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 


Circle No. 70 on Coupon, page 128. 
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booklets and giveaway samples of 
Decor-Eze. Bolta Products, A Div. 
of The General Tire & Rubber Co., 
Dept. AL, Lawrence, Mass. 

Cirele No. 245 on Coupon, page 128. 


CRAWL SPACE 
DOORS 


Wire Goods Package 


Turnbuckles is now packing Bright 
Wire Goods in transparent self-service 
bags. Made of durable polyethylene, 
each package contains a supply of 
Bright Wire Goods sorted by size and 
type for display on perforated board, 
in bins or on counter. Type, size and 
number of fixtures in each package is 
clearly marked on the top closure 
along with space for price imprint. 
Turnbuckles, Inc., Dept. AL, Michigan 








City, Ind. 
Cirele No, 246 on Coupon, page 128 


Decal Sticker and Sign 


Two new product identification de- 
vices for Marlite plastic-finished panel- 
ing—a decal sticker and a sign on 
Marlite—have been prepared by Marsh 
Wall. In red and blue printing on a 
sunlight yellow background, both decal 
and sign carry the message: “Marlite 
Plastic-Finished Wall Panels for Beau- 
tiful Interiors Anywhere.” The decal, 
about 5”x9”, is suitable for mounting 
on glass, on a Marlite wall or the side 
of a truck. The sign, 9” x 21”, may 
be built into a display of sample panels 
or may be hung separately on a wall. 
Marsh Wall Products, Inc., Dept. AL, 
Dover, Ohio. 


Cirele Ne. 247 on Coupon, page 128 


(continued on page 119) 








What's Your Answer? 
Questions on page 102 


By carefully planned seasonal sales as blue- 
printed in article on page 38. 


The Weather-proof Co., whose ad is on page 15. 


The automatic protective systems guard against 
fire, theft and water damage as explained in 
article on page 44. 

Harbor Plywood Corp.; see ad pages 66-67. 


On edge in special storage racks as described in 
article on page 60. 


Versa-Products Co, whose ad appears on page 95. 


Because they capitalize on product knowledge, 
courtesy and customer service. 


Pittsburgh Plate Glass Co. in its ad on page 73. 


The average is loaded in less than 20 minutes as 
explained on page 52. 


Chicopee Mills, Inc. advertising its Fiberglas 
screening. See ad on back cover. 
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@ FASTER TO INSTALL 
@ REMOVABLE FOR MAINTENANCE 


@ POSITIVE, SECURE CLOSURE 
@ EASIER ACCESS TO UNDER-FLOOR SPACE 


Designed for builder and user satisfaction . . . 
Donley Crawl Space Doors are low in cost, 

easy to install and attractive in appearance. 
These units lock in place with screw-operated 
catches but can be completely removed for easy 
access to under-floor space. Frame is anchored 
in brick or concrete-block wall by 

projecting flanges. 

These features... as on all Donley Products 

for the builder... are the result of design and 
fabrication experience extending over forty years. 
Donley’s reputation for quality ... backed by 
consistent national advertising . . . eases the job 
of selling for the dealer. The results 

when you stock the Donley Line .. . are 

more sales and greater profits. 


Door Door Masonry Ship 
Height | Opening wr 


12% 32x14% 16 Ibs 














32x18% 19 Ibs 





Write today for information on 
the complete line of Donley 
Metal Building Products, 


THE BROTHERS COMPANY 


13928 MILES AVENUE * CLEVELAND 5, OHIO 
Circle No. 71 on Coupon, page 128, 
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NEW POE ee 


Window Arrangements. New folder 
gives data and specifications on Uni- 
Vent and Uni-View window units. 
Folders are also available on The 900 
Weather-stripped basement unit; 
Combination storm sash and screen 
unit; the glamorous Styldor entrance 
doors; Utility sash units; and Uni- 
glide removable window unit. Rock 
Island Millwork Co., Dept. AL, Rock 
Island, Ill. 


Circle Ne, 2468 on Coupon, page 128, 





STICK WITH THE 
LINOLEUM PASTE THAT MEANS 


EXTRA PROFITS 


TIGER-GRIP 

LINOLEUM PASTE 

More spread per 

gallon (20 yards or 

more) . . . smooth- 

er body... easy to 

spread... no dis- 

agreeable odor . . . no presetting neces- 
sary ... never gummy or tacky. 


LINOLEUM TROWEL 
Spring steel, correctly 
serrated for proper 
spreading. Aluminum 
shank, turn-proof haa- 
die. Durable, light- 
weight. 


CONSUMERS 
WATERPROOF CEMENT 
Ideal companion for 
Tiger-Grip. Where damp- 
ness exists —sink tops, 
baths, lavoratories, for 
closing seams, ¢tc. 

Order from your wholesaler. 


~~ P 


as ONSUMERS 


HADLEY 





Hardware Assortments. Illustrated 
catalog-price list circulars featuring 
Select-a-Pak hardware assortments 
are available. Included are illustra- 
tions and information on free display 
boards, panels and layouts pertaining 
to the specific assortment, and infor- 
mation on the No. 109 floor unit. Form 
2096—Assortment No. 3 Chrome, 
Brass, Bronze Cabinet Hardware. Form 
2097--Assortment No. 6 Forged Iron 
Hardware. Form 2098—Assortment 
No. 7 Shelf Hardware. Form 2095 
No. 109 Floor Unit Display. National 
Lock Co., Dept. AL, Rockford, III. 


Cirele No. 249 on Coupon, page 128. 


Home Intercom System. Catalog 
No. 1 contains details of complete 
assembly and built-in radio and phono- 
jack. Photographs and drawings illus- 
trate system used in home, office and 
plant, and explain ease of installation 
of the combination radio and inter- 
com system. Sonic Specialties, Inc., 
Dept. AL, 13259 Sherman Way, North 
Hollywood, Calif. 


Cirele No. 250 on Coupon, page 128 


Red Cedar Siding. Booklet AIA 19- 
H gives advantages, specification data, 
application information and estimating 
tables for western red cedar siding. 
Grades, uses and miscellaneous ship- 
ping information are included. Pic- 
tures in full color show homes in vari- 
ous styles using the siding. Western 
Red Cedar Lumber Association, 4403 
White-Henry-Stuart Building, Dept. 
AL, Seattle, Wash. 


Cirele No, 251 on Coupon, page 128, 


Power Tools. A 1956 catalog of in- 
dustrial portable power tools lists 
more than 100 models and accessories 
with photographs and cutaways of 
many items. It details application and 
performance of portable and radial 
saws; drills, drivers and nut runners: 
belt, oscillating and disc sanders; port- 
able and bench grinders; valve seat 
grinders, refacers and polishers. Skil 
Corp., Dept. AL, 5033 Elston Ave., 
Chicago 80, TI. 


Cirele No. 252 on Coupon, page 128 





Net Price 


Only 


wuestie, mt. 


Circle No. 72 on Coupon, page 128. 





MAKE SCRAP LUMBER 


PAY wit. 


SCHUBERT picker curren 


Points ) See 8 te 250 pickets per hour 

ith finish . . . adjustable 
fer wigth. Light-weight e te- 
ble (38 ibs.), yet rugged ond 
dureble for yeers of service. Any- 
one con opercte . . . prompt de- 
livery. Write fer complete intor- 
metien! 





H. A. SCHUBERT CO, 


1212 Washington Ave, Wilmette, it! 


March § 


Safety Hooks. Bullard - Burnham 
safety hooks are described in a four- 
age catalog with photographs of 
ooks and connectors accompanied by 
details of their uses on hoists and 
cranes. Data covers types “A” to 
“S” for hooks ranging from No. 1 
with safe working load of 1,000 pounds 
through No. 16A with 50,000 pounds 
and utility hooks for use with Hot 
Line Tools and equipment. Also, the 
safe working load of all B-B safety 
hooks throat opening, shank diameter, 
shank remaining above the gate and 
the bail or eye nut size. Also avail- 
able is an eight-page brochure cover- 
ing all technical information on sizes 
and types of B-B hooks for many 
models of hoists and pullers and pull 
test reports giving actual tensile 
strengths of safety hooks with bail. 
E. D. Bullard Co., Dept. AL, 275 
Eighth St., San Francisco, Calif. 

Cirele No. 253 on Coupon, page 128. 


Wood Paneling. Folder describes 
Bacon Panawall, called the original 
grooved panel with true random plank 
effect. Data is given on the beauty, 
economy and permanence of the panel- 
ing which bears the seal sponsored by 
The Fine Hardwoods Association. Data 
is also given on Panawall parquet. 
R. S Bacon Veneer Co. Dept. AL, 
4702 W. Augusta Blvd., Chicago 51, M1. 


Circle No. 254 on Coupon, page 128 


Pipe Catalog. An eight-page Cata 
log No. 307 describes uses, advantages 
and recommended installation practices 
for Orangeburg Pipe and Fittings 
Now available, copies may be obtained 
from Orangeburg Manufacturing Co., 
Inc., Dept. AL, Orangeburg, N. Y., or 
Newark, Calif 


Cirele Ne. 255 on Coupon, page 128 


called 66 
has data 


Folding Doors. Booklet 
Facts About Folding Doors 
on physical characteristics, operation, 
installation, costs and space. Facts are 
also included on space-saving ideas for 
the home, institution, office and fac- 
tory; beauty and styling and facts on 
convenience. Compiled by The Ameri- 
can Bamboo Corp., Dept. AL, 171-06 
Jamaica Ave., Jamaica, N. Y 

Cirele No. 256 on Coupon, page 128 


Acoustical Tile. A four-page bro- 
chure gives installation and perform- 
ance data on Ebbtone acoustical tile 
as well as specification data and tex- 
ture samples. Ebbtone, available in 
several textures, is a foamed mineral 
composition with light reflectant value 
of 81%, noise reduction coefficient rat- 
ing of .75 and sound absorption co- 
efficient of .77 at 500 cycles. Rated 
incombustible, it requires no additional 
finichine but may be painted. Comes 
in 12x12 and 12x24 sizes, F. E. Schund 
ler & Co., Inc., Dept. AL, 504 Railroad 

Joliet, Tl. 


Cirele Neo. 257 on Coupon, page 128. 


Window and door frames. Catalog 
sheets are available on Crestline re- 
movable window units, Slideby window 
units; Stacking awning units; and 
weatherstripped door frames. Specifi- 
cation data, advantages and features 
of models are described and illustrated 
in the leaflets. The Silcrest Co., Dept. 
AL, Wausau, Wis. 


Circle No. 258 on Coupon, page 128. 
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39 Books on Subjects of 
Imterest to Lumber Dealers 


ARCHITECTURAL 
SIMPLIFIED ARCHITECTURAL DRAWING 
Truman C, Buss, Jr... . $5.00 
Practical help for your Design Department 
in making working drawings for remodeling 
and new home jobs. Includes more than 160 
problems to fit your needs. 258 pages, 264 
illustrations 


ELEMENTARY STRUCTURAL DESIGN 
Charles O. Harris dis » $9.25 
Quickly prepares the building tradesman to 
solve common problems of structural design, 
through a working knowledge of the prin- 
ciples involved. Theoretical discussions are 
discarded in favor of information which can 
be put to immediate use. Each topic is ex- 
plained in a series of short steps with illus- 
trations, and practice problems and answers, 
163 pages 
HOW TO REMODEL A HOUSE 
J. Ralph Dalzell and 

Gilbert ‘Townsend $5.25 
Here’s real help in the year of “Operation 
Home Improvement” a case history study 
to give your Design Dept. many ideas on 
how to solve the remodeling job successfully. 
Contains a checklist method to plan the 
thrifty use of new materials in relation ''o 
materials in the original house. 528 pages, 
350 illustrations, 14 tables 


HOW TO PLAN A HOUSE 
J. Ralph Dalzell and 

Gilbert Townsend . $6.95 
Contains all the basic and authoritative in 
formation necessary to planning a house, 
shows your draftsmen and builders practical 
ways to work out the features new home 
prospects want in their “dreamhouse.” 584 
pages, over 400 illustrations and tables, 


BLUEPRINTS 

BUILDING TRADES BLUEPRINT READING 
f. maipn Dale... +550: $2.40 
With the clearness of a primer, this book 
offers a concise explanation of the principles 
of reading the blueprints used in the build- 
ing trades. Helps the reader quickly under 
stand conventional symbols and terms. Sets 
of prac tical questions and answers make it 
ideal for study at home. 142 pages, 110 illus 
trations 


BLUEPRINT READING 

Dalzell, McKinney and Ritow . $1.75 
A self-help book that presents the funda 
mentals of blue print re ading for the building 
trades. Partial list of contents: Architectural 
conventions. Dimensions on blue prints Spec 
ifications and notes on blueprints, Reading 
plans. Que stions and answers. 111 pages, 69 
illustrations 


HOW TO READ ELECTRICAL BLUEPRINTS 
Heine, Dunlap and Jones . $4.75 
This book covers the entire field of elec 
trical blueprint reading, providing you with 
information to readily visualize a job from 
the symbols on the blueprint. You will be 
particularly interested in the chapters on 
how to read Architectural, House-Wiring 
and Administration Building blueprints, 311 
pages. 

BUSINESS RECORDS 
MODERN PRACTICAL ACCOUNTING 
Earl A. Saliers. $4.00 
Your business will profit more with accurate 
records to aid in daily operations, This book 
gives you and your staff a working knowl 


BUILDING Propucts MERCHANDISER 


edge of accounting to help you m 
tical managerial decisions. 365 
illustrations 


BOOKKEEPING FOR BUSINESS 

AND PERSONAL USE 

Raymond V. Cradit—two volumes 

In readily understandable terms, these tw 
books explain the purpose of various busi 
ness and personal records, and how to keet 
them 

Vol. I $2.50 


Concentrates on books and methods used to 


record daily buying and selling transactions 
326 pages, 153 illustrations 
Vol. Il $2.75 


Describes records and procedure that apply 


to the organizational set-up partnership 
corporation, incorporation plus entries nec 
essary to overall business analysis. 2/2 pages 


88 illustrations 


CARPENTRY AND LUMBER 

CARPENTRY 

Gilbert Townsend 2.50 
An A-to-Z treatise on simple building con 
struction, including framing, roof construc 
tion, general carpentry work, exterior and 
interior finish of buildings, building forms 
and working drawings. 504 pages, 587 illus 
fraltons 


FUNDAMENTALS OF CARPENTRY 
Walter E. Durbahn—two volumes. . $8.00 
Your shop trainees can quickly be an asset 
if they read 

Vol. 1~Tools, Materials, Practice $3.50 
Easy-to-follow guide for tool selection, ider 
tification and choice of woods and materials 
use of the steel square, how to read blue 
prints. 336 pages, 243 illustrations 

Vol. 11—Practical Construction $4.50 
Detailed instructions on constructing a build 
ing, various processes and why they are used 
444 pages, 318 illustration 


CABINETMAKING AND MILLWORK 

Alf Dahl and J. Douglas Wilson $4.95 
Fven your experienced shop men can learn 
something from this book. Presents tested 
practices on a wide scope of jobs, how to 
eliminate errors which reduce efficiency and 
safely, how to solve the proble m quichly 235 


pages, over 250 illustrations 


THE WOODS YOU USE 

Reprinted from Wood and Wood 
Products $1.00 

Did you know that we are using commer 

cially only 16°, of the total number of tree 

species? This book of articles give ou a 

quick complete picture of these leadin 

reneral propertte 

and specific commercial use 

STEEL SQUARE 


Gilbert Iownsend $2.50 


True measurement in construction is not 


u oods, inte luding source 


only a necessity, it is a shill. With this bool 
the young carpenter learns the many use 
of, and how to use accurately, his most val 
uable measuring tool—the steel square. In 
cludes illustrative problem from start to 
finish, of house construction. Indexed by in 


dividual jobs for easy reference. 172 pages 


TECHNIQUE IN RIPSAWING 

J. E. Hyler $1.75 
Shows shop and mill men the correct pro 
cedures lo apply in ripsawing, and the man 
uses of this versatile tool. Covers selecting 
the right blade for the job shar pe ning, care 


and handling as well as discussions on swage 


si 


selling versus spring settin ripping tapers, 


bevels, etc. 42 pages 


COMMERCIAL HARDWOOD 
IDENTIFICATION CHART 

B. EF Kukachka and J. Reno $1.00 
l'sin the simple charts in thi 00k, vou 
an quickly identify any tmportant commer 
cial hardwood with just the naked eve and 
a hand lens. Makes it ea to separate red 
and white oak; birch, beech and " aple; red 
gum and mahogan Philippine and (rue 
buckeye tnd black 
um; other confusing woods, 24 pages 

150 GLUING QUESTIONS 

AND ANSWERS 

thomas D. Perry $1.50 
Helps your sales staf] explain product con 
and provide the do-it 


ourseller with needed information. Pre 


mahogany; cottonwood 


struction feature 
sents the answers to everyday questions on 
glues—from mixing and spreading to equip 
ment and methods. Covers laminating, hot 
and cold pressing, testing of glue joints, core 


proble ms as well as plywood and veneer 


ESTIMATING 


SCRIBNER’S LUMBER AND LOG BOOK 
| M. Scribner $1.00 
Vest pocket size book giving tables on scant 
ling and p ank measures, round timber re 
duced to square timber and round logs re 
duced to inch measure 1 be e's Rule, log 
a calculation and other information of 
alue to everyone connected with the lum 


ber business, 1950 pages 


SIMPLEX PRICE BOOK 

$3.25 
Pochet size, loose leaf book r pricing lum 
ber, Columns provided insert the desired 
piece price under proper size and length 
Cut out margin index for quick reference 
( om plete book with margin index and loose 


eal cover, $3.25 


LEAVER’S OFFICIAL ESTIMATOR 
James W. Leaver $15.00 
1 comprehensive collection of visual com 
parison table which can be used for quich 
accurate resuils in con ulin footage in all 
practical variations in sive of lumber, di 
ensions and timber used in manufacturing 


illworh 
and other wood specialty 
ESTIMATING CHARTS FOR 
FARM BUILDINGS 
FE. A. Malm $15.00 


1 new, ssmplified, fast slen for reliable 


mouldin eneers, boxes, doors 


estimating of the costs of farm buildin ma 
ferials. Charts are made to use like an actu 
ar Simpl select the column givin lhe site 
desired or combine the quantitte in tu 
columns for odd siz Over 600 possible 
estimates given. The quantities required are 
iwen in the usual estimating terms. Labor 
iven in hours for 100 bd, ft 100 sq. ft 
vall, Bound in high grade “ible loose leaf 
ring binder with cellul index tabs for 


quick reference 


HOW TO ESTIMATE FOR THE 
BUILDING TRADES 

lownsend, Dalzell and McKinney. .$6.75 
4 com plete practical book on the estimat 
ing of materials and labor, plus the actual 
practices of the various trades in handling 
construction detail Mathematics used by 
estimators are explained in’ full {iso cov 


ered are excavalior masonry car pe niry 


ectriciu heet metal ith and plaster, 


«+ « be sure to also look on the next page... 
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«+ 39 books of interest to lumber dealers (continues) oe. 


marble and tile, painting hardware, lino 


and air-conditioning, plumb 
629 pages, 


leum, heating 


ing, glass, curtains and shades 


310 illustration 


THE LUMBERMAN’S ACTUARY 

John W. Barry $16.50 
book, here are answers to almost any 
estimating problem you may have. Use its 
tables to compute lumber feet and price per 
piece or bry the discounts, areas, 
pricing units of shingles and wall 
board, mouldings, other building materials 
Most com prehensive edition ever 560 
pages; top dollar page revised upward to 
$100 per M, with starting unit price of $20 
kas use index tabs 
give instant reference to any page; 
fabricoid with stitched binding to 
in size 


in ove 


thousand, 


wares, 


now 


and quick lo cut-in 
cover ts 
durable 


lie flat; 


EXPERT LUMBER PRICER 

FE. M. Hiatt $7.50 
A page for eat h price per thousand, in steps 
of $1 from $25 to $150, and steps of $5 from 
$150 to $200. Along the left side of each 
page are listed by thickness and width the 
different items the ordinary re 
tail yard, and along the lop margin are the 
Turn to the price and find 
then 


” 0 
convenient 54," «x BY, 


carried in 


various lengths 
where the item and length lines cross, 


find price per pnece 


HANDY LUMBER CALCULATOR 

5O¢ 
A useful pocket size manual including a 
lumber for standard sizes, log 
rules, estimated weights of lumber and use 
ful miscellaneous lumber tabulations 


LUMBER CALCULATOR 
W. H, Solomon 

A ihe lp for 
quickly the 

in different sizes of lumber, especially where 
fractional parts of an inch are to be figure d 
LIGHTNING VENEER CALCULATOR 
Vermeulen 

Aid to manufacturers and users of 
veneers for an ace handy and simple 
calculator, Tables cover all dimensions from 
1/16 inch to 4&8 inches wide and from 1 inch 
to 144 inches long 


INSULATION 
HOW TO INSULATE HOMES 
AND FARM BUILDINGS 


Paul Dunham Close 


calculator 


$2.00 
ascertaining and 
feet board measure 


accurately 


number of 


$5.00 
vencey 


urate, 


$3.25 


Isn't it a fact that how to apply insulation 
is becoming a big question from more of 
year? This book, in 
condensed form, helps your sales staff sup 
ply builders, farm and home owners with 
the answers~and the insulation. 204 pages, 
117 illustrations, 19 tables. 


BUILDING INSULATION 
Paul D. Close 
Anything you, 


your customers every 


$5.25 
your sales staff and contrac 
tors want to know about insulation can be 
found in this book. Covers the entire field 
of heat and sound insulation, including the 
development of commercial insulations, types 
and how to apply, theory and economics of 
thermal insulation, relative heat-loss co-effi- 
fuel savings of various 
prevent condensation, 


cients of materials, 
insulations, 


102 pages 


MASONRY, CLAY, CONCRETE 
CONCRETE BLOCK CONSTRUCTION 
FOR HOME AND FARM 
J. Ralph Dalzell and 

Gilbert Townsend . $3.25 
The authors contend anyone can plan and 
build, correctly, a structure from concrete 
blocks, And they prove it. More than a con 
cise, clear explanation of block construction 
for the handyman or novice, this book also 
presents the efficient and 
practical suggestions of value to even ex 
perienced bloch-layers, Includes a_ typical 
job example, with step-by-step illustrations 
216 pages 


MERCHANDISING 


EFFECTIVE RETAIL SELLING 
Bernard F Baker $2.95 
Any member of your sales staff, new or old, 
will be more productive if he applies the 
tested methods of sales psychology and per 
sonality development presented in this book. 
Includes an excellent listing of sources for 
merchandise information, 287 pages 
BUILDING PRODUCTS MERCHANDISING 
Reprinted from American 

Lumberman 754 
Over 40 pages of practical new ideas you 
can put to use today to sell more building 
materials, Presents case history examples of 
the merchandising techniques being used by 
several lumber dealers to increase 
sales of builders hardware, roofing and sid 
ing, windows, flooring, hand tools, paint, 
other important building products, 


how to 


most methods 


down 


MOULDINGS 
STANDARD MOULDING BOOK 


Makes it easy to select and order by num- 
ber the patterns you want for any use. 
Shows over 250 mouldings in actual size per 
spective, with full detail of outline, and 
description of dimensions, price and use 


PLUMBING 
HOW TO DESIGN AND 
INSTALL PLUMBING 
A. J. Matthias, Jr. $4.25 
Package selling of bathrooms ‘and kitchens 
is becoming a big source of profits for more 
and lumber dealers. This book will 
help you, your staff and contractor-custom 
ers on questions related to plumbing instal- 
lation. Contains a complete example of the 
plumbing design and installation of a mod- 
ern two bath residence, including specifi- 
cations and full size blueprints, 


SHOWROOM DESIGN 

16 NEW SHOWROOMS FOR 
MERCHANDISING BUILDING MATERIALS 
Reprinted from American 

Lumberman . $1.00 
This booklet offers many new plans and 
ideas to help you build or remodel your 
for greater efficiency and sales 
A case history study, it shows how 
lumber dealers in both large cities and 
small towns have successfully solved the 
problem of outmoded showrooms, You will 
find dozens of suggestions covering such sub 
jects as display, lighting, self-service and 
store layout. 


MISCELLANEOUS 
WOOD INDUSTRIES DICTIONARY 
Nelson C. Brown, 
Here in one source is a concise, comprehen- 
sive explanation of the industry’s terminol- 
ogy. Over 1500 terms and definitions, and 
over 300 abbreviations make it a valuable 
reference. 


CYCLOPEDIA OF BUILDING TERMS 
Compiled by American Lumberman .50¢ 
Useful to newcomers in the industry and ex- 
perienced personnel alike. A handy refer- 
ence to; over 1000 building terms, charts 
and tables; fundamentals of light construc 
tion; legal terms connected with the build 
ing field. 


more 


showroom 
volume 


To order: check names of books you want, fill in, cut ovt and mail the coupon below. 


ARCHITECTURAL 

Simplified Architectural Drawing 
Elementary Structural Design 
How To Remodel A House 

How To Plan A House 


BLUEPRINTS 

Building Trades Blueprint Reading 
Blueprint Reading 

How To Read Electrical Blueprints 
BUSINESS RECORDS 

Modern Practical Accounting 
Bookkeeping for Personal and 
Business Use 

Vol. I 

Vol. Il 

CARPENTRY AND LUMBER 
Carpentry 

Fundamentals of Carpentry 

Vol 

Vol. Il 

Cabinetmaking and Millwork 

The Woods You Use 

Steel Square 

Technique in Ripsawing 
Commercial Hardwood Identification 
150 Gluing Questions and Answers 
ESTIMATING 

Scribner's Lumber and Log Book 


$ 5.00 
5.25 
5.26 
6.96 


- sn 
3 ~~ 
Fas 


aed 
as 


-=-=-h=-see ~ 
S S2s5e2SSE =F 


Simplex Price Book 3.25 
Leavers Official Estimator 15.00 
Estimating Charts for Farm Buildings 15.00 
How To Estimate For The Building Trades 6.75 
The Lumberman’s Actuary 1 
Expert Lumber Pricer 
Handy Lumber Calculator 
Lumber Calculator 
Lightning Veneer Calculator 
INSULATION 
How To Insulate Homes and Farm 
Buildings 
Building Insulation 
MASOWRY, CLAY, CONCRETE 
Concrete Block Construction for Farm 
and Home 3.25 
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MERCHANDISING 

Effective Retail Selling 2.95 

Building Products Merchandising 15 

MOULDINGS 

Standard Moulding Book 

PLUMBING 

How To Design and Install Plumbing 

SHOWROOM DESIGN 

16 New Showrooms for Merchandising 
Building Materials 

MISCELLANEOUS 


Wood Industries Dictionary 
Cyclopedia of Building Terms 


1.00 


AMERICAN LUMBERMAN, INC. 


139 N. CLARK ST., CHICAGO 2, 


Enclosed is my check in the amount of $_— 
checked above. 


Name 
Address... - 


ILLINOIS 
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City 








SHORT LENGTHS 


( begins on page 58) 





ture makers can always use shorts. In general con- 
struction, random lengths can be used for fire stops, 
headers, trimmers, cripples, bracing and many other 
uses which the retailers can supply by precutting 
shorts in their yards. 


While precutting lumber to contractors’ specifica- 
tions, or for use in prebuilt home components, several 
dealers have uncovered a profitable use for 2x4 
shorts. 


One dealer reports he gets better than 100% mark 
up on four-foot studs and other elements used in Lu 
te-Co homes by using shorts. Shorts have proved 
so profitable that this dealer regularly orders car- 
loads of shorts at a special price from the mills. 


Local conditions can often create a need for shorts. 
One yard operator makes up end blocks for cotton 
bales. Others make clover wagon bodies, low-cost 
housing components, grain bins, feeders, window 
boxes and other items, depending upon the local 
market and the dealer’s ingenuity. 

On the farm, an endless need for short lengths 
creates a steady market for dealers in rural areas. 
Many farm buildings use short lengths. Hog houses, 
brooder pens, chicken and ice houses, stock shelters, 
rabbit hutches, hot beds, granaries, bin floors, feed 
troughs and a multitude of other uses for shorts can 
be found on the farm. 

3y not selling short length lumber short and sell 
ing it as a material with a multitude of uses, building 
materials dealers are learning that shorts lead to 
long profits—if properly displayed and promoted. 





To spot opportunities to 


tie-in with national 


advertising 


the April 2, 1956 issue 


If you are like the average insertions, frequency, 
American Lumberman reader, timing and consistency 


you often take advantage of the special features of 


consumer interest created by promotion 
manufacturers’ national advertis- 


supporting promotion 
ing, by tying-in locally 


Here’s what you should know what you should do to 


about a national promotion to get maximum result 





take full advantage of your local * why you will benefit 


tie-in possibilities 


* media used, geographic 
coverage and circulation 
data 

* copy strategy 

* size of space, number 

.++This is only one of 16 


For the year's biggest coverage 
of what manufacturers are doing 
in the way of national advertising, 
see the hundreds of advertise- 
ments in the annual Dealer Prod- 
ucts File issue of American Lum- 


berman 


ways in which this issue can serve you... 





There's a t pe, size and price 
window well or vent for 
every job in USF’s complete line. In 
cluded are round, straight, 
casement, accessway, shallow, founda 
tion vents and other special 
types. Heights available 
from 12” through 60” in width 
up to 94”. 

Complete information given 
in new folder. Send for 


free copy today 


Line 


Circle No. 73 on Coupon, page 128. 
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 Were's the one thar 


WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger protit. 
SELLS BETTER because 
Mt WORKS BETTER. 








Most dealers report: 
“Our gales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 
Durham’s Rock- 
Hard Water Putty 
ay you by far the 
est profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching mate rials may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty ei s not shrink. Absolutely 
not, It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb, cans to case, Keep some of each on dis- 
lay. Available in 25, 60, 100-lb, drums for 
industrial users, Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Cirele Neo. 108 on Coupon, page 128. 


Hox 804-K 


Des Moines, 





FOR CEILING TILE 


DUOFAST 


STAPLE TACKER 


Your customers need and want these 
one-hand tackers for the job pictured 
above, as well as many other jobs 
speeded and simplified by DUO-FAST 
TACKERS and STAPLES. 

You will like dealing with DUO-FAST. 
You will like our FREE SERVICE 
POLICY. You will like the dealer aids 
available. 


Write today for the Duo-Fast Story. 


DU0-FAST 


FASTENER CORPORATION 


Cirele Neo. 109 on Coupon, page 128. 
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NEW PRODUCTS 


(begins on page 92) 





Contemporary Chimney 


New on the packaged chimney mar- 
ket is the Air-Jet Contemporary 
model, a pre-assembled metal chim- 
ney. This new design of the standard 
Air-Jet model features horizontal 
shadow lines that are machine-pressed 
into the outside surface of the chim- 
ney. The Contemporary is of light- 
weight all metal construction and 
weighs less than 100 pounds. It takes 
an average of only one man-hour to 
install it. The chimney is UL approved 
for use with coal, oil, wood and gas. 
It has a shock-proof, high tempera- 
ture stainless steel smoke pipe. Spe- 
cial top design guards against rain, 
snow and downdrafts. General Prod- 
mg Corp., Dept. AL, Fredericksburg, 

a. 


Circle No. 259 on Coupon, page 128, 


Masterpiece Double Oven 


The Masterpiece double oven with 
rotisserie is styled in stainless steel 
and trimmed in polished brass. The 
double oven has two eye-level fully 
automatic ovens in a single frame, yet 
requires less than 45” of wall width. 
Meats broil, roast or barbecue in one 
oven, while casseroles, breads and des- 
serts bake in the other. Each oven has 
almost 6,500 cubic inches of usable 
oven space. The left oven is equipped 
with the new, bake-and-broil Therma- 
dor rotisserie. Thermador Electrical 
Mfg. Co., Div. of Norris-Thermador 
Corp., Dept. AL, 5119 District Blvd., 
Los Amadies 22, Calif. 


Civele No. 260 on Coupon, page 128. 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 








Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


Here’s a display fixture which 
revolves, and may be used with or 
without fins to give up to 192 sq. 
ft. of display area in just 32” di- 
ameter of floor space! 

A basic six-sided pylon unit 96” 
high, 16” wide and 32” deep you 
can use alone or in series as a sta- 
tionary unit, for open beam ceil- 
ing, floor-to-ceiling, and wall in- 
stallation; or mounted on casters 
to move anywhere in the show- 
room. 

Estimated price if bought at re- 
tail: $200.00 plus shipping.. 

By building it yourself, you can 
save more than $110.00. Complete 
plans, working blueprints, step-by- 
step instructions, materials and 
materials source list and details on 
modifications, only $8.75. Obtain- 
able by return mail from American 
Lumberman. Fill-in and post cou- 
pon today. 


@Arericee Lumberman Dealer Service Dept. 
198 NM. Clark St., Chicago 2, tlinois 


Please send me postpaid the three biueprints and com- 
plete instructions for the retail lumber dealer pylon un 
display fixture. | am enclosing $8.75. (Please send chec 
or money order.) 

Name 

Company 

Street 


City diceiaani Zone State 


Varch 5, 1956, AMERICAN LUMBERMAN AND 








SALES AIDS 


(begins on page 111) 





Estwing Action Display 


Action and two-in-one are the ad- 
jectives that make the new Estwing 
free display one of the most unique 
point-of-sale aids now available. The 
display has a building scene back- 
ground to be used when featuring Est- 
wing hammers; a camping scene is 
printed on a flap which, when flipped 
over, permits the dealer to change the 
display to promote Estwing Sports- 
man’s Axes. Action is provided by a 
flashlight-battery operated motor 
which is permanently mounted on the 
display. A die-cut hammer and a die 
cut axe are provided and each is easily 
slipped onto the motor arm as needed 
The new Estwing two-in-one action 
display is available through deal D-12 
and comes free with a selection of 
12 of the fastest-moving Estwing un- 
breakable tools. Estwing Mfg. Co., 
Dept. AL, Rockford, Ill. 


Cirele No. 261 on Coupon, page 128 


Three-in-One Carton 


Black & Decker is featuring their 
famous No. 100 %” drill. Weighing 
only three pounds, this sturdy tool 
can drill up to 4” in steel and %” 
in hardwood, it is said. With proper 
attachments it can also saw, drive 
screws, mix paint, sharpen tools, sand, 
polish, grind and remove paint. A spe- 
cial “3 in 1” carton displaying three 
of the Black & Decker drills is avail 
able. The colorful package exhibits 
each drill wrapped in an individual 
polyethylene wrapper. The Black & 
Decker Mfg. Co., Dept. AL, Towson 
4, Md. 


Circle No. 262 on Coupon, page 128 


SUILDING Propucts MERCHANDIS! 


Junior Billboards 


Two of the new Junior Billboards 
produced by Celotex are shown in the 
accompanying photograph. These at 
tractive streamers are designed for 
use in windows and for general dis 
play in dealers’ showrooms. Celotex 
Tile Board and Rock Wool Blankets 
are featured in those illustrated her: 
Others promote the sale of Reflective 
Rock Wool Blankets, Perforated Til 
Board and Perforated Hardboard. The 
Celotex Corp., Dept. AL, 120 South 
LaSalle St., Chicago 3, Ill. 


Cirele No. 263 on Coupon, page 128 





CR ome! Web Fuh) SaNES 


(continued on next page) 


THIS 
STAMP... 


of ROSEBURG QUALITY; 
LUMBER & PLYWOOD, 


Raw material from the nation’s largest stand of vir- ~ 4 
. 


gin timber 


This exceptional quality is matched by 
ROSEBURG'S modern plant facilities for manufac 


@ 100% KILN DRIED 


turing lumber and plywood Your exact requirements 


are loaded into your mixed car simultaneously from 
both plants, A// stock, except plank and timbers, end 
For guaranteed quality order lumber and 
ROSEBURG 


stamped 
plywood with this familiar stamp 


tek) 9 - JET ie 
el i -j 4 goiter 


Firm. 


e OLD GROWTH 
DOUGLAS FIR, 
PINE & HEMLOCK 


e MIXED CARS 


Order from your nearest 
ROSEBURG wholesaler or jobber 


1) FRY ag + Be saree of sho nearest BOMEUEG 


plywood wholesaler or jobber, 


C) Please send us the ROSEBURG WOODSMAN, 








City 


a erticcinmnctiijngennncia 


ETS See a ee 


—nenalliteate. 
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Superkleen Merchandisers 


Three new Permanent Superkleen 
Multi-Item Paint Brush Merchandisers 
are announced by the manufacturer. 
The merchandisers, designed to pro 
vide a store-within-a-store, are styled 
to meet practically every display and 


45%”. The second model, the Space- 
Maker, is designed to make the most 
out of every selling inch. The small- 
est of the new merchandisers is the 
Superkieen Profiteria, designed to do 
a man-sized selling job in the small- 
est-sized space. Devoe & Raynolds 
Co., Ine., Superkleen Brush Div., Dept. 
AL, Princeton, Ind. 
Cirele No. 264 on Coupon, page 128. 


Duo-Fast Staples 


The 50 series Duo-Fast Staples are 
now available in attractive green and 
white packages, each containing 1,000 


60-Yd. Rolls of Behr-cat 


A simplified new box, %” smaller 
in length and width than previous 
boxes, has been developed for indi- 
vidually packaged 60-yd. rolls of Behr- 
cat brand pressure-sensitive tapes. 
Packaged in this length are strapping, 
textile, standard and high-temperature 
masking tapes, freezer, drafting and 
color tapes. The new box is designed 
to include an integral roll centering 
and locking device. This feature i 
said to eliminate any need for insert 
ing an individual centering device with 


each roll and makes handling and re 
storage faster, easier. The name, num 
ber and size of the tape are printed 
in large, bold type on the front edge 
of the box for ready identification. 
Behr-Manning, Div. of Norton 0., 
Dept. AL, Troy, N. Y. 


Cirele 


staples. These are sold in a master 
carton of 10 1M packs. These are de- 
signed to make a more convenient, 
more profitable way to sell Duo-Fast 
Staples to the do-it-yourself market. 
Fastener Corp., Dept. AL, 860 Fletcher 
St., Chicago 14, Ill. 
Cirele No. 265 on Coupon, page 128 


pace problem, They are durably built 
with heavy-gauge perforated steel 
panels and adjustable shelves. Biggest 
of the new merchandisers is the 1956 
Treasure Island, which provides a lot 
making space than the 
Over-all dimensions: 
length, 47%”; width, 


more sales 
initial model 


Height, 57” No. 266 on Coupon, page 128 


to dig 


To uncover all the markets for 


up market ideas 


You need a lot of specialized * hobby fans 


every product sold by lumber information to tell whether a _.._ garmers 


dealers would require more than product will sell to: 
* rural residents 


2,000 market studies, for you sell : Ned ' 
: And you'll find it on practically 
that many different products—not ° contractors P ) 
ES a ee every product you sell, in the an- 
counting dimensions, finishes ; ik enn ines eal 

nual Dealer Products File issue of 
grades 


© “Mr. Fixits”’ American Lumberman. 


.++This is only one of 16 ways in which this issue can serve you... 


Varch 5, 1956, AMERICAN LUMBERMAN AND 
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CLDEALER POINTERS, 


Selling Around a Stairway 


Shelving mounted on _ built-up 
walls around a basement stair-well 
turns what might be wasted space 
into profits at the Schmoyer Lum- 
ber Co., Boyertown, Penna. The 
shelving forms an ideal space for 
impulse items like gloves and small 
housewares. The walls and shelves 
also form a_ protective barrier 
around the stairs. 


New Island Fixture 


Sloping shelves and enclosed stor 
age space below are features of a 
hardware island display unit re 
cently installed at the Billings, 
Mont., store of the Thompson 
Yards, Inc. 

The fixture was designed by War 
ner Hardware Co., Minneapolis 
wholesaler, which serves retail 
yards throughout the northwest 
Manager Wayne Whipple added 
three-inch castors to the basic de 
sign for mobility. 

The fixtures are painted an un 
obtrusive gray enamel. Metal parts 
are given a wire brush treatment 
The units cost approximately $150 

(For the supply source of this 
particular unit, write American 
Lumberman, 189 North Clark 
Street, Chicago 2, Ill 


CUSTOMER LOADING 
AREA 


PLEASE DO NOT PARK 


Provides Special Loading 
Area 


At its Pick-It-Up branch in Deca 
tur, Ill., Thompson-Decatur Lumber 
Co. has set aside a convenient cus 
tomer loading area behind its show 
room and marked it with a sign 

A regular customer parking area 
is available next to the showroom 
After the customer has made his 
purchase he can drive to the rear 
of the showroom to make his pick 
up. The loading area is also con 
venient to warehouse, located he 
hind the showroom 





the most versatile JOIST HANGER 
ever developed 


Teco ipl “iri 


heavy strap hangers 
notching 
shimming 


ELIMINATE 


One size fits joists from 2”x4” to 2”x12” 
STOCK ONE SIZE ONLY! 


FRAMING 
ANCHORS 





Write today for Dealer Arr 


TIMBER ENGINEERING COMPANY 


Dept. 56-A 


Cirele No. 75 on Coupon, page 128. 
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THIMBLE MAGIC... 


A New Kind of Louver 


the Midget Thimble lets air into 
places no other louver can reach, pro 
tects paint, wood and metal from excess 
heat and moisture 


1 


Thimble Louvers are always used with 
regular Midget Louvers, feature same 
easy push-in installation, hold securely 
without nails or screws. Perforated de 
sign is insectproo!l, wont clog when 
painted 


Midget Louver's standard line no 
chrome, anodized, copper 

num in I, 1’ 

sizes. All Mid 

mended by 

Varnish As 

formation 


MIDGET LOUVER COMPANY 
1319 18th Street, N.W., Washington 6, D. C. 6 WALL 


Circle No. 76 on Coupon, page 128, 
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QUALITY PREFABRICATED 


FENCING 


FOR EVERY PURPOSE 


INSTALL IT YOURSELF... 
AND SAVE! 


BASKETWEAVE) 


Both sides exactly 
abe elongating 


ne at Pl fence 


81 seit framed pan 
os of durable Lodge 
Pole Pine in 48 
0nd 17 heights Penta 
Chloreghenct treated 
for longer lite 








ALSO Colonial Evtate, Porkway Rail, Hurdle, 
White Woven Picket, Rustic Picket, board 
Fence, Colonial Picket Fences ond Gates. 


ALL MATERIAL UMCOMDITIOMALLY 


POST AND 
RAIL FENCE 





Cedar in 2, 3 and 4r0il 
styles. Mo pamting or 
Maintenance cost 


FREE do-it-yourself fence booklet 


Here it je! Fully illustrated 6-page book - 
let shows how to install your own fencin 

Inetructions give new ond simple ways t 
beautify your home with fences of all 
kinds from decorative Colonial picket 
ite useful lowvered and woven wood fences 
Now you can do-it-yourself increasing 
your property value at surprisingly tow 
cost. Booklet sent with complete fence 
teatalog without obligation. Write te 


} ARNOLD-DAIN CORP. 
; Box 14, Mahopac, New York 








DEALERS: A few highty-desirable terri 
jtories still available, Write for details 


Cirele No. 110 on Coupon, page 128 











Recommended Reading for Lumber Dealers 


PRICING 
FOR 
PROFIT 
AND 
MAKING IT 
STICK 


| POR Pe ter PROnTT 


MAting ti tthe 


“ * men 
BMP en bemsrew es 








How to sell lumber and building products 
profitably. How to caleulate costs, make mart- 
ups and set prices that insure an adequate 
prot, This is ART HOOD'S famous text on 
compensatory pricing’’ 


AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Enelowed \s 
please send me cople 
f 
by 


return mal 


WAME 
COMPANY 
ADDRESS 
CITY 











Manufacturers 
(begins on page 68) 





ME M Be ‘ 
NATIONAL \ 
INSTITUTE 
Or WOOD 

KIT CHen 

CABINETS 


EMBLEM of the National Institute of 
Wood Kitchen Cabinets is shown by 
institute manager Fred Montiegel and 
president, Richard C. Chapman 


Wood Kitchen Cabinet 
Group Names Committees 


The increased popularity of 
kitchen built-ins has created a 
need for closer cooperation among 
cabinet and appliance manufactur- 
ers and government housing agen- 
cies. This was reported at the first 
full membership meeting of the 
newly formed National Institute 
of Wood Kitchen Cabinets, Janu- 
ary 23 in Chicago. 

To help solve such problems as 
variations in appliance and cabi- 
net dimensions and to clarify FHA 
requirements, the institute author- 
ized creation of a subcommittee to 
concentrate on matters pertaining 
to built-ins. The subcommittee 
will be part of the technical com- 
mittee headed by E. C. Hawkinson 
and its chairman will be M. R. 
Liebenthal. The technical commit 
tee will study the broad issue of 
specifications and be responsible 
for the control and use of the in- 
stitute emblem. 

Three other permanent commit- 
tees were also established: a sta 
tistical and survey committee 
headed by E. H. Courtenay; a re 
search and education committee 
under Hugh Gregg and a promo- 
tion committee whose chairman is 
C. R. Hunsicker. 


Seventy-two members attended 
the sessions in Chicago. The next 
full membership meeting is sched- 
uled to be held in New England 
in October. The exact date and 
place will be decided at the next 
board of directors meeting 


Vari h > 


$15 Million Expansion 
For American Marietta 


A $15 million expansion program 
was approved last month for 
American-Marietta Co., America’s 
largest producer of concrete pipe. 
The new program, largest in the 
firm’s history, is in addition to 
the $10 million expansion begun 
last August for added facilities. 
Grover M. Hermann, chairman, re- 
ported sales for December and 
January are 30% higher than last 
year. The firm’s president, Robert 
E. Pflaumer, estimates net profits 
in the first quarter of 1956 will be 
at least 50% larger than for the 
first quarter of 1955. 
for the current year. 


Consoweld Sales Meeting 


A week-long sales conference was 
held by Consoweld Corp. in Wiscon- 
sin Rapids in January. Field repre- 
sentatives attending the meeting at 
the plant were briefed on the sales, 
advertising and sales promotion 
programs for 1956. Jack Davies, 
general sales manager, reported 
that sales goals for 1956 provided 
for a substantial increase over 1955, 
which more than doubled ’'54 vol- 
ume. A new sales promotion pack- 
age for distributors was announced 
at the conference which concluded 
with a clinic on sales techniques. 


Forestry Management Ad 
An unusual eight-page ad in the 


February issue of Reader’s Di- 
gest, called Promise of the Trees, 
tells the story of modern forestry 
and tree farming in the Pacific 
northwest. Illustrated with strik- 
ing, full-color pictures, it is part 
of Weyerhaeuser Timber Com- 
pany’s public information pro- 
gram. It is estimated that 36 
million Americans will see the 
colorful ad. 


BAYONET SAW introduced by Porter 
Cable Machine Co., Syracuse, N. Y., 
last month uses orbital motion to 
rapidly cut plywood, plastic laminates 
and metals. Blade teeth are in con 
tact with the material only on the up, 
or cutting stroke, to minimize friction 
and lengthen blade life. The saw per 
mits plunge cutting without drilling 
starting holes 


1956, AMERICAN LUMBERMAN AND 








me SUMSH GYPSUM WAL! AGARD MAM 


the old 12-inch tabs and because 
there are two nails per tab. Cham 
berlain also pointed out that 
though the tab size has increased 
six inches, the overall size of each 
shingle strip remains 15x36 


Payloader Plant Expands 


Construction of a 55,000 square 
foot addition to its plant has been 
announced by The Frank G. Hough 
Co., Libertyville, Ill. According to NEW NAIL the Gypsum Association 
the firm’s announcement, the expan recommends for fastening Ky peum 
yf st mann A en — sion program has been necessitated vallboard is shown by Lloyd H. Yea 
7 oe ' om ee by the increased demand for its ger, general manager. Shorter length 
to H. J. Korslund, A.LA., Norwood, Pavloader tractor-shovels ringed shank and smooth finish is said 
Mass., by Chamberlain (r) yr Mog oa ‘ wa , 
The new buildings, scheduled for to creep 40% less than the 1%" cement 


° completion this year, will give the coated, plain shank nail usually used 
Bird Produces New plant a total of 368,000 square feet, 
King-Tab Shingle said to make it the largest in the the steps necessary to make the 


world devoted exclusively to the nails stay put so as to prolong the 

An asphalt roofing shingle with manufacture of tractor-shovel life of the decoration. The chief 

a big 18-inch tab instead of the equipment. Five new modeis were requirements for proper nailing 
traditional 12-inch tab is being introduced in the Payloader line in are holding the board solidly 
manufactured by Bird & Son, inc. 1955 and several more are scheduled against the framing when nailing, 
In announcing the new King-Tab for the current year. and use of the right nail. Also 
architect shingles, Eli L. Chamber stressed was the need for proper 


lain, vice-president, said it marked Demonstrate Application board layout, good framing and 
accurate fitting of the board with 


the first major change in asphalt 
roofing since Bird originated thick Of Gypsum Waliboard out forcing it into position, 


butt shingle construction. The proper application and joint In demonstrating proper three 

The new 18-inch tab is said to treatment of gypsum wallboard coat work on joints and nailheads, 
give longer, cleaner rooflines be was demonstrated at the How-To the methods involving both the 
cause of the one-third fewer ver- Do-It-Circus staged by the Gyp commonly-used broad knife and 
tical cut-outs. Wind resistance is sum Association at the NAHB the new manually-operated “box 
greater with the new shingles be show in Chicago. tools” were shown and described 


cause they are 100% heavier than Special emphasis was placed on (continued on page 127 


INCREASE YOUR PROFITS 
sunoime rarer, screens, ere. SELL OR RENT 


HANSEN 
TACKER 


UNITS QUICKLY & ECONOMICALLY AVES 
TROUBLE FREE PRODUCTION OF UNIT WITH w/ || paper, screams, otc. be sure you sal 


MANUFACTURE COMPLETE PREFITTED DOOR 


WHEN you sel! insulation, buliding 


‘ renta ne he 


DOOR, SPLIT JAMB AND TRIM BOTH SIDES \ | and HANSEN Staples in the Blue Box 
READY FOR INSTALLATION. Vv STEPS 1) Once vou do, vou start the soles 


yelomers will 
With Z & K Prehung Door Manufacturing equipment you MATERIAL a oo . we oat ~—"¥ Ye po 
can now make economical precision prefitted door, split Vv MA stad akin te fon Bara Bed to Pin 
jamb and trim, both sides ready to be installed. Machine building paper, screens, et 

takes up very little space and comes pre-set so the first 16 MODELS — 80 STAPLE SIZES 
unit and every other unit will be perfect even with un- . . . : abies acie, Gilie tn Oh 
skilled help. } > Medels and Staples in eighty sizes 


° e but you need carry only two or three 
You'll make money by being the one in your area to offer aE . adele and tis on teat ama dies 
this precision unit at an unbelievable low cost. Write today ! p Sesy erivoine ection—~smecth op 
for further information. i eration — dependable performance 
more ao hit with your ustomers 


Hansen is easy to service, Chan 


MASTER PREHUNG DOOR EQUIPMENT | “ti ae a aban 


, y make it easy to do on-the-job 
Z & K Tool Company servicing. WRITE FOR FULL DE 
TAILS 
407 Sand Hill Road, Lebanon, Pe 


Covered by Pet. & Pot. Pending Rn LH Aceh MEG - 5036 BAVENSWOOD AVE 








Circle No. 77 on Coupon, page 128. Circle No. 78 on Coupon, page 128. 


BuILDING PropUCTS MERCHANDISER 





Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


display 


Here's a display fixture you can 
many different ways: 
with or without adjustable shelves 
on front, end or back, overhead 


use many, 


panel, storage cabinet and bin- 
ning; and either open or closed 
on the ends, 

A basic half island unit 48” high, 
60” wide and 24%,” deep which you 
can use in your show window, 
against the wall, and singly or two 
units back-to-back as a full island. 

Estimated price if bought at re- 
tail: $190.00 plus shipping. 

By building it yourself, you can 
save more than $100.00! Complete 
plans, working blueprints, step-by- 
materials and 
materials source list and details on 
modifications, only $8.75. Avail- 
able by return mail from American 
Lumberman. Fill-in and return 
coupon below today. i 


fixture | 


one an Lumberman Dealer Service Dept 
198 N. Clark St... Chicage 2, Hlinois 


step instructions, 


Piease send me pestoaid the tour blueprints and com 

plete instructions for the retail lumber deater half islan: 
uit display fixture. | am enclosing $8.75. (Please sence 

check of money order) 

Name 

Company 

Street 


City 
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Modern Tools Make Easy 
Prehanging of Doors 


A simple bench plus a set-up of 
metal jigs and a few electric power 
tools have put the H. W. Blackstock 
Lumber Co., Seattle, into the pre- 
hung door business 

“Tt’s easy for us to produce three 
prehung doors per hour, complete 
with door, frame and all hardware,” 
says Robert V. Blackstock. Black- 
stock says their prehung door in- 
cludes all the items used in the 
opening. “Builders appreciate this 
kind of retail lumber service,” he 
said. So great is the accuracy of the 
type of metal templates used by 
Blackstock, that the door from one 
opening is interchangeable with the 
door fror another opening. 


Display Sells 10,000 Feet 
Of Cedar Closet Lining 


A 4’x4’ stack of cedar closet lining 
helped sell 10,000 feet of the prod- 
uct from October to May at the 
Peter Lumber Co., Philadelphia, 
Penna. 

“The manufacturer furnished an 
attractive display to mount on top 
of the stack,” says manager Al 
Stephen, “and the cartons them- 
selves contain windows of translu- 
cent material so people could see 
the wood inside. The red color of 
the wood attracts plenty of atten- 
tion and helps stimulate sales.” 

The cedar closet lining was prom- 
inently priced by the carton. 





OHI WORKS 


(begins on page 54) 





mayor signing the OHI proclama- 
tion. 


Promotional aids. Many manu- 
facturers are issuing their own 
promotion and display aids for 
dealers. Masonite offers free plans 
for building an OHI information 
center in your store. Perforated 
hardboard and functional hard- 
ware give this fixture a modern, 
streamlined design. You may have 
seen this fixture in American Lum- 
berman’s model store at the NRLDA 
show in Cleveland last fall or your 
recent regional conventions. Write 
the Masonite Corp., 111 West Wash- 
ington Street, Chicago 2, IIl., for 
free plans. 


National Gypsum offers tie-in kits 
for its $25,000 prize “Improve- 
Your-Home” contest. Celotex has 
OHI windows streamers and news- 
paper ad mats with the OHI seal. 


A special OHI promotion kit con- 


March Fe 


sisting of a four-color poster, win- 
dow streamer, mats with the OHI 
seal in three sizes, decals of the seal, 
suggested radio and TV commer- 
cials and a booklet explaining the 
drive is available from OHI head- 
quarters. The cost of the kit is $5. 
Write Operation Home Improve- 
ment, 10 Rockefeller Plaza, New 
York 20, New York. 

The OHI seal is now included with 
all of American Lumberman’s AD- 
service mats. 

Sears Roebuck, as usual, is in the 
vanguard. This great competitor has 
sent almost 1,000 OHI information 
booths to its 700 stores with detailed 
instructions to each manager re- 
garding year-around promotion. 
Sears reminds its managers that 
OHI “will be a powerful spring- 
board to higher sales” and that 
“only at Sears can everything be 
purchased, installed and financed 
through one store.” 


Fighting words, those last, some 
dealers may say. 
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MARKETS 
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they also agree that the slump 
should be only temporary. Many 
dealers don’t want to increase in- 
ventories before the March tax 
date. Boards are coming into the 
area by rail from Oregon, with 
1x6 and 1x8 bringing $85.25 and 
some being sold for less when 
started off without an order. 

Tract developers appear to be 
waiting for loans on new no-down 
payment GI and some bought land 
which they thought could be 
worked in winter but discovered 
that weather conditions made con- 
struction impossible. 

Everyone agrees that April 
should see the market back to pre- 
vious levels. 


Tacoma—Business Good, 
Demand, Prices Steady 


TACOMA — Business continues 
to be good, with both demand and 
prices steady. Much of the situa- 
tion is attributed to reduced pro- 
duction, due to prolonged adverse 
weather conditions. This has par- 
ticularly affected log production. 
Some areas have been able to re- 
sume cutting, but have not been 
able to move logs to market be 


Highest Quality POOR 


Button Tipe 


Lowest Prices! 


Compare... 


your present costs 
with these LOW, 
Low NET Prices! 


QUALITY GUARANTEED 


FINISH PER BOX 


cause thaws have resulted in many 
road closures. 

Rusdick Lumber Co., Tacoma, 
reports it has been awarded con- 
tracts for 2,999,534 board feet of 
softwood lumber for export at a 
price of $212,310.75. Award was 
made by the lumber branch, Port 
land district, Corps of U. S. Army 
Engineers and is part of an overall 
order of 22,935,650 board feet. 
Rusdick’s portion will be shipped 
from Puget Sound and Grays Har 
bor ports. Other successful bid- 
ders were located in Seattle, Shel 
ton, Olympia, Portland and Cali 
fornia. Tacoma Harbor Lumber & 
Timber Co. received order for 
665,000 feet at $49,906.76 

Weyerhaeuser Timber Co. was 
successful bidder this week for 
nearly 15,000,000 feet of state 
owned timber in Lewis county for 
$750,645. There were two other 
bidders for the timber, which had 
an appraised value of $570,000. 
The Lewis county auditor said 
7,399,000 feet of Douglas fir was 
sold for $73 per thousand; 750,000 
feet of cedar at $33; 6,836,000 feet 
of hemlock for $27.50 and 83,000 
feet of Noble fir at $26. 

District Ranger W. D. Ryan says 
plans for ensuing months call for 
laying out clear-cut units, cruising 
and appraising about 120 million 
board feet of timber in the Shelton 
district of the Olympic National 
Forest for sale purposes. He said 


PRICE (NET) 
PER PAIR 
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a total of 109 million feet of tim- 
ber was cut in the district last 
year, about a million feet higher 
than in 1954, and of the 1955 total, 
about 94 million feet was cut by 
the Simpson Logging Co The 
remainder, some 15 million feet, 
was cut by Shafer Bros., before 
that company’s acquisition by 
Simpson last June 


Monthly Lumber Facts 


Lumber production orders and 
shipments at Douglas fir region 
sawmills for January show the 
weekly average of west coast lum 
ber produc tion was 174,751,000 b.f 
or 94.2% of the 1951-1955 average 
Orders averaged 175,504,000 b.f 
and shipments, 167,783,000 b.f., a 
cording to the West Coast Lumbe 
men’s Association 

Weekly averages for December 
were production 156,758,000 b.f.; 
84.5% of the 1951-55 average; or 
ders 173,905,000 b.f., shipments 
144,974,000 b.f. One month of 1956 
cumulative production 786,906,000 
b.f.; one month of 1955, 810,297, 
000 b.f.; one month of 1954, 725, 
944,000 b.f. 
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AMERICAN LUMBERMAN 





TERMITE 
KILLERS 


TO THE DO-IT YOURSELF MARKET! 


YOURS 
FREE 


WITH ALL ONE- 
GALLONS OF 


DEEP- TREAT 


@ Low-cost, general purpose Penta Preservative that 


kills termites, stops rot, mildew and decay 


display is also free with gallons of 


information and name of nearest jobber 


KING CHEMICAL CoO. 


2336 $. LAUDERDALE 
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MEMPHIS, TENN. 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 


Rates. 


| Time — 2c per word tor each insertion, 
Minimum charge of $1.00 per line. 


3 Times — 15c per word for each consecutive 
insertion. Minimum charge of 75¢ 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number. 

No agency commission or cash discount 
allowed. 


All ada tor classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation, Advertisements are set in uniform 6 
point style. No cute or special borders 
allowed, 

Replies forwarded without additional charge. 
Count five words to a line and when less are 
specitied or used, regular line rate is charged. 
When answering box numbers or mailing copy 
tor ads address them to: 


AMERICAN LUMBERMAN, INC, 
136 N. Clark &t., Chicago 2, lil, 





HELP WANTED 





WANTED: Experienced, aggressive millwork 
salesman to call on wholesale jobbers and 
distributors. Age 3 to SO years. Salary: 
Commissions and Bonus. Traveling expenses 
paid. Life and health insurance. ation 
experience; qualifications; salary desired. Old 
established manufacturer. Address Box ]-47 
American Lumberman, Inc. 


WANTED: Salesman for selling and promo. 
tional work on wood window units, Write 
giving experience and personal details. Ad- 
dress Box K-39, American Lumberman, Inc. 


MANAGER 
RETAIL LUMBER YARD 
IN SOUTH FLORIDA 


Because of the ideal climate and year round 
sunshine, people are pouring into south 
Plerida .. . The place is booming . . . There- 
fore we are expanding and want young men 
experienced in managing a retail Lumber 
Yard. If you want to live in South Florida and 
manage a Retail yard for a well established 
firm which can offer you security with oppor- 
tunity for further advancement, write in com- 
plete detail as to your past experience, per- 
sonal information and present position, also 
enclose a recent photograph. Address Box 
}-46 American Lumberman, Inc, 


MILLWORK DETAILERS AND BILLERS 


Wanted by a reputable custom millwork con- 
cern in Ohio. Experienced in making shop 
drawings of Architectural Woodwork for pub- 
lic buildings, churches, schools, etc. Give 
complete iniormation regarding experience, 
age, salary, availability and a sample of 
drawings, possible, when replying. Perma- 
nent employment and excellent working con- 
ditions. Reply Box No. K-49 American Lumber- 
man, Inc. 


Assistant Manager, experienced in selling, esti- 
mating and supervisory end of the building 
and/or contracting business. Knowledge of 
FHA and VA financing helpful. Lecation south 
in town of about 4, pore in prosperous 
area, Monthly salary plus year end tend 
Address Box Lisa American Lumberman, Inc. 


WANTED —- MANAGER FOR 
Northern Hardwood Distributing Yard. Oppor 
tunl lor experienced and practical man, 
capable of directing all phases of yard op- 
eration. Full background necessary, Address 
Box L-35 American Lumberman, Inc. 


EXPERIENCED LUMBER SALESMEN 
Wanted by old established well-rated Southern 
wholesaler, Looking for men to sell for us 
in Kentucky, Virginia, Ohio, etc. Selling South- 
ern Pine and Western lumber. Write giving 
full information, references, and territory in- 
terested in. Advise if prefer salary or com- 
mission, Address Box L-36 American Lumber. 
man, Inc. 


Experienced retail lumber man to detail cup 
boards and other millwork, list lumber from 





HELP WANTED 


WANTED WHOLESALE LUMBER SALESMAN 
with customer following to call on retail jum- 
ber dealers and industrials. Prefer to discuss 
b ts instead of specific territory. Large 
diversified yard and warehouse iaveapeny be 
ppl t load sales. Liberal profit - 2 
ing plan. Write stating experiences. age, retfer- 
ences. Replies strictly confidential. Empire 
Wholesale Lumber Company—Akron, Ohio. 











WANTED—Experienced Lumber dealer sales 
manager who has saved a little money and 
is wil to invest in a very profitable grow- 
ing business and at the same time come in 
as sales manager at a goed salary. This is 
an exceptional opportunity. If you think you 
ualify, send photograph and full particulars. 
Sur people know of this ad, Location, Wis- 
consin, Write Box L-21 American Lumberman. 
Inc. 


SALESMEN WANTED 

by an blished wholesaler, handling both 
Southern and Western Woods, two salesmen, 
one for Central Kentucky and Eastern Ten- 
nessee: the other for Western Pennsylvania. 
State salary expected and give full informa- 
tion regarding experience, etc. Address Box 
L-22 American Lumberman, Inc. 





WANTED: Overseas manager for wholesale 
and retail lumber company in Guam. the ‘pear! 
of the pacific.” Please state qualifications, ex- 
perience and personal data with your appli: 
cation. Send this information to: P L 
Lumber Co., Box 313, Agana, Guam, M. I. 


YOUNG MAN—Assist in lumber yard. Know!- 
edge of estimating and bookkeeping essential. 
In Northern Illinois town. Replies held strictly 
confidential. Address Box L-38 American Lum- 
berman, Inc. 





WANTED: Well established Midwest whole- 
saler desires employ two men with lumber 
and millwork experience—one to head up 
Tulsa Office, other Kansas City office. Age 
over 30. Exceptional opportunity. Salary, ex- 
enses, bonus. Available no later than April 
f Write us full details. Appointment for in- 
terview will be arranged. davess Box L-46 
American Lumberman, Inc. 


Wanted: Young man with experience as man- 
ager of lumber yard in town of 500. Salary 
and commission. Located in Central Illinois. 
Address Box L-37 American Lumberman, Inc. 
Modern Retail Lumber Yard in Central Ohio 
City of 85,000 has an opening for Draf 
experienced in drawing complete house plans. 
Good working conditions, insurance, etc., with 
chance for advancement, Write giving age, 
experience and references. Address Box L- 
American Lumberman, Inc. 


SITUATIONS WANTED 











Thoroughly experienced wholesale Trensit Car 
and holesale Distribution yard manager 
available. Address Box K-62 erican Lum- 
berman, Inc. 


Experienced lumberman desires manager or 
assistant manager position. Ten years capers 
ence, rural area preferred. Address Box L-23, 
American Lumberman, Inc. 


tof vr 
as 


Desire p nt ger of retail 
lumber yard. Veteran, aged 23, married, has 
spent most of life in lumber business. Address 
Box L-24, American Lumberman, Inc. 





MILLWORK SUPERINTENDENT 
Wishes to locate in Arizona or West Coast. 
experienced in special millwork. Well quali- 
fied, Graduate of Millwork Cost Bureau. De- 
tailing and potimating. Address Box L-26 
American Lumberman, Inc. 


Experienced lumberman, 42, with 18 years in 
retail desires managerial contact with reli- 
able firm. Estimating, Drafting. selling experi- 
queen. Address Box L-40 American Lumberman, 
ne. 
Lumberman, thorough knowledge all phases, 
will travel or relocate, best references guaran- 
teed results. Address Box L-41 American Lum- 
berman, Inc. 





blue prints and serve c 4. 
Young men preee. Lucas County Lumber 
Company, 2216 Consaul St., Toledo. Ohio 
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Esti and experienced lumberman. Prefer 
Midwest, age 48. Address Box L-45 American 
Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 





MANUPACTURER’S AGENT 


to handle line of nationally advertised putties, 
gl g an Iking Pp ds. Several ex- 
cellent territories open. Inquire Box J-49 
American Lumberman, Inc. 





Manufacturers Representatives calling on lum- 
ber and building products wholesalers and 
retailers will benefit by sending in their names 
for inclusion in our list of Manufacturers 
Agents. Address Advertising Service Dept., 
American Lumberman, Inc. 


MANUFACTURERS REPRESENTATIVES 
WANTED 


Ten-year-old Michigan concern manufacturing 
all-steel folding closet doors and patented- 
type steel garage doors is seeking represen- 
tation in most states. Direct inquiries to Style- 
craft, Inc., Roseville, Michigan. 


Salesman with established following {or Pat- 
ented Primary Window-Design has enthusias- 
tic market reception in two year key area 
sales. Supporting Products in Building Line 
with good price advantage. High poem ran 
stable consistent producers with verifiable 
performance records only. Protected territories 
throughout United States available. Address 
Box L-27 American Lumberman, Inc. 


Commission Sales represen'atives row call- 
ing on lumber yards, building supply firms. 
home improvement dealers etc., to service 
established accounts and to set up new dealers 
and distributors for nationally advertised mid- 
western manufacturer of aluminum bina- 
tion storm windows and doors, aluminum awn- 
ings and screens. Draw against commission 
to right men in Illinois, Wisconsin, Indiana, 
Michigan, lowa, Missouri and Kentucky and 
ediacent areas. Address Box L-39 American 
Lumberman, Inc. 








LUMBER & DIMENSION WANTED 





LUGGAGE SHOOK 
LUMBER — WANTED 


Large quantity Ponderoea pine 82S kiln dried. 
5/16 inch thick cut to size and bundled. 
Widths, 2!/, to 354 inches. Lengths 5 inches to 
12 inches. One piece stock or glued up. PRE- 
CISION CUT ONLY. 


MELE MANUFACTURING CO., INC. 
101 Mathews Avenue 
Utica, New York 


WANTED-—Round & Sawn Locust, also Appa- 
lachian Hordwoods. P. O. Box 1323, Cumber- 
land, Md. 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks, in stock 
M. K. FRANK 
480 Lexington Ave., New York 17, N. Y. 


STEEL RAILS 
16%, 20%. 25H, WH. ISH, 40H and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





BUSINESSES WANTED 





WANTED TO BUY 
Retail lumber and building materials yard 
within fifty mile radius of Rochester, N. Y. 
Address Box K-56 American Lumberman. Inc. 


Varch 5, 1956, AMERICAN LUMBERMAN AND 
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BUSINESS OPPORTUNITIES 





CANADA 


Established Company 


Doing Profitable Business 


WOULD PAY GOOD INTEREST 


for discounting of commercial notes and other 
short term commercial paper. 
For further particulars please write Box L-30 


American Lumberman, Inc. 





BUSINESSES FOR SALE 





RETAIL LUMBER YARD, Planing mill, builder's 
supplies, paint and hardware. Long estab- 
lished business. Complete inventory, trucks 
and land, three blocks from Court House, 
County Seat town, 6000 Pop. doing yearly 
volume $75,000.00 to $150,000.00. North central 
Indiana in Lake section near South Bend and 
Peru. Address Box K-59 American Lumber- 
man, Inc. 


RETAIL LUMBER AND BUILDING SUPPLIES. 
Located on Sun Coast of Florida, serving 
metropolitan area 300,000. Annual sales $400.-. 
000.00, can be increased. Total price $80,600.00, 
plus inventory approximately $60,000.00. Ad- 
dress Box K-61 American Lumberman, Inc. 


RETAIL lumber yard in Suburban Philadelphia, 
Chester County. Pa. In rapidly expanding area 
—not presently being operated because of 
retirement of owner. Long record of successful 
operation. No old inventory to buy—start in 
fresh with adequate buildings. Only lumber 
yard in town. Owner will help finance. Will 
send complete information to anyone interested. 
Everett J. Hoopes, Realtor, 143 E. Lancaster 
Ave., Downingtown, Pa. 


FOR SALE 


Profitable lumber and building materials busi- 
ness modern store buildings and sheds in ex- 
cellent condition, clean inventory. good loca- 
tion, Buffalo Rechester area priced to sell. 
Address Box L-42 American Lumberman, Inc. 


FOR SALE 


Lake County, Indiana—old established lumber, 
building material and hardware yard with new 
modern showroom and offices. One block off 
main highway with ample parking on cement 
street. City of 15,000 with trading area of 
50,000 in ten mile radius. Fast growing area. 
Requires $75,000.00 to handle inventory, rea! 
estate, and equipment. Long terms on balance. 
All replies confidential. Write Box L-32 Ameri- 
can Lumberman, Inc. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 


For Lease: Well equipped Moulding and Cut 
Up Piant. Kiln facilities available. tranait Rail 
Rates. Close to lumber supply. Good labor 
market. Address Box L-43 American Lumber. 
man, Inc. 


BuILDING Propucts MERCHANDISER 


LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 
Also 
Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 6-2531 TWX EG.-049-U 





USED MACHINERY FOR SALE 





FOR SALE 


We will be paogeving new equipment from 
Ross and can olfer for sale and immediate 
delivery one Model 10H Ross lift truck at 
$4,175. Hydraulic side shift carriage 66”. Op 
erator's guard, 72” forks can be cut down to 
any desired width. Lift height 28’. Ross will 
cut down towers if a lower height is required 
for clearance, on the 28’ pistons. Also avail 
able: One Ross Model #6 with 16’ tower, fork 
length 42” standard with 60” extension, hy 
draulic steering, operator's guard and heavy 
counterweights. Price $3,650 {.0.b. Chicago 


HUSS LUMBER COMPANY 


1350 W. Fullerton 
Chicago 14, Ill. 


POR SALE 
MERRY GO ROUND 


Filer & Stowell type design, 1951. All stee! 
package unit with complete sets of gear mo- 
tors and all air lifts on transfer rolls, chains 
and drives. 24” infeed rolls, %” outleed. In- 
feed & outfeed each 44 long. 98 overall. Can 
handle 75,000 feet per day for remanufactur 
ing of cants. Is being used for sawing Clears 
into vertical grain Fir, Spruce, Cedar, etc., for 
minesweeper program. 


Excellent for making siding strips in VG for 
Redwood or Cedar mill, also manufacturing 
such items as ladder stock, pole stock and 
epar and mast grades, etc. Can be seen in 
operation. Write for blueprint. Price, $15,750.00 
net. {.0.b. cars Chicago, without resaw. 


Huss Lumber Company 
1350 W. Fullerton Ave. Chicago 14, Illinois 





BOOKS FOR SALE 





HANDY LUMBER CALCULATOR. A_ usetul 
pocket size manual including a lumber cal- 
culator for standard sizes, log rules, esfi 
mated weights of lumber and useful miscel 
laneous lumber tabulations. Price 50 cents. 


THE PROPERTIES AND USES OF WOOD 
By A. Koehler. This book presents in non 
technical manner the more important facts 
concerning the properties of wood and how 
these properties affect its utilization. Bound 
in cloth. 354 pages. Price $6.75. 


BLUEPRINT READING. By Dalzell, McKin- 
ney and Ritow. A practical book of self 
instruction on blueprint reading as applied 
to the building trades. The popular question 
and answer method is utilized and two sets 
of plans are included. Price $1.75. 


CYCLOPEDIA OF BUILDING TERMS. 6% 
pa of definitions, illustrations, charts and 
tables to assist lumber and building material 


in the operation of their business. 
of Fund tals of light construction 
and building materials for lumber dealers. 
Excellent presentation. Price 50c. 





LOGGING. By WN. C. Brown. The principles 
and methods of harvesting timber in the 
United States and Canada. This book will help 
the student and operator to qain a better un 
derstanding of logging methods employed 
Price $5.00. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Mi. 








Manufacturers 
(begins on page 68) 





John Lucas & Co., Inec., has named 
Ralph Nemir sales manager of its 
western division. . .. Nemir, who has 
been with the firm eight years, will 
make his headquarters in Chicago 


Scott Graff Co. has elected A. Mat 
shall Thompson president and chair 
man of the board Thompson has 
been with the firm over 40 years. He 
succeeds E, J. Gottschalk, who has re- 
tired from active management, but 
will remain as consultant and adviser 
and a member of the board 


Great Western Paint Mfg. Corp. has 
appointed Richard B. Peters trade 
sales manager, succeeding Lawrence 
A. Olson, recently retired. ... Great 
Western is one of the Colorizer 
Associates. 


Symons Clamp & Manufacturing 
Co. has named George P. Cunningham 
manager of advertising and public re 
lations, replacing James Norris, now 
Symons’ sales representative in the 
Minneapolis area 


Mount Spokane Lumber Co, is the 
new name of Mobilhome Corp. of 
Spokane, reports Ralph Rosenberry, 
president. The firm operates a saw 
mill at Mead, Wash., with William J 
Porter, Jr., general manager. Pack 
River Tree Farm Products is the firm’ 
sales agent. 


New Hardwood Group 
Formed in Northwest 

The newly formed Northwest 
Hardwood Association met for the 
second time in Portland in mid 
January and announced grade rules 
for alder and maple will be issued 
shortly. The names of the two woods 
were changed from red alder to 
Pacific Coast alder and big leaved 
maple to Pacific Coast maple 

Lumbermen are interested in 
plans for the future of the two 
woods and 81 persons attended the 
association meeting. The group, 
made up of members from British 
Columbia, Oregon and Washington 
has its headquarters at 3153 Com 
modore Way, Seattle. E. J. Niast, 
Seattle Box Co., is the association's 
first president 





Protect Your Records 


One out of every 14 building mate- 
rials dealers will suffer from fire this 
year. And four out of every ten firms 
which lose their records by fire fail to 
reopen their doors. 

This sobering situation was pointed 
out by Edwin H. Mosler, Jr., president 
of the Mosler Safe Co., after a stady 
of the latest industry figures. Some 
70% of the record safes in use by the 
industry today do not bear the label 
of the independent Underwriters’ 
Laboratories. These safes are obsolete 
and would incinerate their contents in 
case of serious fire. 
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SUGAR & WESTERN 
PINE AGENCY, INC. 


1 MONTGOMERY ST 
SAN FRANCISCO, CALIFORNIA 


Sugar Pine—Ponderosa Pine 
White Fir—Douglas Fir—Cedar. 


Kiln Dried Pine & Fir 
mouldings. 
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in ovr complete line, there is a Ridge Door for every home, taste and budget. 
Circle No. 83 on Coupon, page 128. Cc Cirele Ne. os on € Loupoen, Page 128. 
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lot of consumer literature to do 
an effective job of direct mail ad- 
vertising, and to answer consumer 
customer interest in all the vari- 
ous products you stock. 

The most complete coverage of 
manufacturers’ consumer litera- 
ture available to lumber dealers, 
is a special editorial section, and 
the hundreds of advertisements 
in the annual Dealer Products File 


issue of American Lumberman 


. +. the April 2, 1956 issue 


eo) > 
PROD! 
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..- This is only one of 16 
ways in which this issue 
can serve you... 
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fixture 


Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


Here’s a display fixture you can 
use with complete flexibility: open, 
with storage cabinets, shelves and 
glass binning, or with swinging or 
sliding panels. 

A basic wall unit 100%4” high, 
96” wide and 32” deep, with a 
modular four-foot design, which 
you can use in series along the 
length of a wall, or singly along 

narrow wall expanses. 
Estimated price if 
bought at retail: 
$550.00 plus ship- 
ping. 

By building it 
yourself, you can 
save more than 
$250.00! Complete 

plans, working blue- 
prints, step-by-step in- 
structions, materials and 
materials source list and details 
on modifications, only $8.75. Avail- 
able by return post from American 
Lumberman, Fill-in and send 
coupon today. 


American Lumberman Dealer Service Dept. 
30 NM. Clark Gt., Chicage 2, Hilinois 


Piease send me postpaid the four blueprints and com- 
plete instructions for the retail lumber dealer wnt 
display fixture. tam enclosing $8.75. (please send chec 
or money order.) 

Name 

Company 

Street 


City State 
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You Must Help 


the Customer 


Before He Can Help You 


And the best way is fi- 
nancing, points out this Ohio 


dealer. 


Below are excerpts from a talk 
by Ray C. DeVille, secretary of The 
DeVille Lumber Co., Canton, Ohio, 
at the Illinois convention last month. 

For specific suggestions, look for 
the article, “Budget System Turne 
Credit Into a Sales Tool” in the nert 
issue of American Lumberman. 


The average lumber dealer has 
overlooked the potential of financ- 
ing as a merchandising tool in his 
business. 

Buick sold over 500,000 cars last 
year. I’m sure they didn’t do it by 
the method used by the average 
lumber dealer to sell his lumber. 

How many cars do you think 
they could have sold if, after a 
customer came in their showroom, 
they told him to go out and get 
enough cash for a wheel, an engine 
or even the auto itself and then 
come back? 

Sign on the line. I think we will 
all agree that the reason that the 
automobile dealer has been so suc- 
cessful is that he was able to sell 
people cars at so many dollars per 
month—and sign up the deal right 
then and there. 

We should have a similar finance 
ing arrangement for our custom 
ers whether they are buying a new 
house, remodeling the old one or 
building a garage. We should sell 
the complete package at so much 
per month. 

I think everyone agrees that the 
success of the prefab has been at- 
tractive financing. The average in- 
dividual only buys a prefab house 
because the builders went out and 
got financing and sold their houses 
at so much down and so much per 
month. Unless we do something, 
I’m almost inclined to agree with 
the prefab industry’s prediction 


that by 1965 they will be building 
half of all the houses erected. 


As lumber dealers, we have to 
start selling packages and not 
2x4’s or 2x8’s and sell them at so 
much per month. 


Many lumber dealers today think 
that their fellow lumber dealer down 
the street is a competitor. But if 
they analyze it, I think they will 
agree that the competitor is none 
other than the prefabber, the 
auto dealer, the television dealer 
and in just a few years the air- 
conditioning man. They are all do- 
ing a better job than the lumber 
dealer in competing for the con 
sumer’s dollar. If we do a job of 
selling security and happiness, 
which housing provides, we can 
outsell this competition. 


Up sales 25%. lf the lumber 
dealer will start using financing 
as a merchandising tool, I am sure 
he will find out within a very short 
time that he will be able to in- 
crease his sales at least 25% and 
that he will be able to eliminate 
75% of his competition. He will 
be able to recapture a lot of his 
operative builders’ business, which 
he has lost to the prefabber and 
other competitors. 


He would be able to collect his 
builders’ accounts 20% faster be- 
cause his builders would be able 
to sell their houses faster and con- 
sequently pay their bills prompter. 

If the dealer will use financing 
as a sales aid, I am sure he will 
find he will be able to control the 
sales as well as the prices; fur- 
thermore, he will establish his 
company as a building and financ- 
ing headquarters which will bring 
profitable business to his door. 


One thing we all want to re- 
member is that we have to help 
the customer before the customer 
can help us. Certainly, we could 
give our customers no better help 
than by making it possible for 
them to buy our merchandise by 
showing them how to finance it. 
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Quality plus Merchandising keeps BEHR-MANNING products on the move! 


Dozens of Uses in 
Every Home & Shop 
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~~ Announcing the new Behr-cat 
= SANDPAPER HANDY PACKS 


These attractively packaged Behr-cat Handy Packs will 
prove a fast-selling “impulse” item when displayed on your 
counters, Your Do-It-Yourself and professional customers 
can find dozens of uses for them in the home and shop 
Both of these bright, colorful displays hold 50 Handy Pach 
Sandpapers — discs, sheets and belts for The larger display has 15 sheets of assorted grits to the 
scedleats oa wna = pack, the smaller pare has 7 sheets of assorted grits to 
] the pack. Place them up front on your counter and watch 
them move. Ask your jobber for full details or write to 


Behr-Manning, Troy, N. Y., Dept. AL-% 


COATID abPatives 


Saning Stones — bo are -HR-MANNING Vee. 


manufactured stones for every need. 


division of MORTON Company 


Circle No. 86 on Coupon, page 128. 





FIBERGLAS 
INSECT SCREENING 























FREE 


consumer z 
offer! yy 


Your customers get ih ic - 
first dollar’s worth free! 

They send the coupons * 
to Chicopee. FIBERGLAS 
You get the profits! SCREENING 


For further information contact your wholesaler or write to: 


CHICOPEE MILLS, INC., Lumite Division, 47 Worth Street, New York 13, New York 


Circle No. 87 on Coupon, page 128. 





